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Read For Cooperation 
Among Commissioners 
On Examination Issue 





Believes Some Common Ground 
for Workable Constructive 
Program Can Be Found 


GIVES REPORTS ON COSTS 





Pe Diem Charges of Examiners 
Range From $10 to $25; Suste- 
nance Costs Mostly $7 and $8 


Quebec, June 15—A special sub-com- 
mittee to discuss convention examina- 
tions met this afternoon to standing 
nom only but decided to refer matter 
tothe valuations committee which meets 
Thursday. There was no discussion on 
the subject in today’s committee. At a 
meeting of the executive committee all 
important questions such as whether to 
fx average values or fixed values for 
securities in annual financial statements 
were referred to the valuations commit- 
tee meeting tomorrow. The special com- 
mittee on examinations consisted of 
Gough, New Jersey, chairman; Ham, 
Wyoming; Julian, Alabama; Williams, 
Mississippi, and Blackall, Connecticut. 








Quebec, June 15.—Understanding and 
cooperation with respect to the vex- 
ing question of insurance company ex- 
aminations were urged today by Insur- 
ance Commissioner Jess G. Read of 
Oklahoma when presenting his report as 
chairman of the examinations committee 
before the annual convention of the Na- 
tional Association of Insurance Com- 
missioners here at the Chateau Fronte- 
nac. He said the examinations commit- 
tee is probably the most important of all 
the commissioners’ committees and “to 
destroy it or to discontinue it would 
threaten the very existence of the asso- 
tiation itself. Certainly some common 
ground for a workable constructive pro- 
gram may be found.” Before the con- 
vention closes Friday it is hoped that 
some solution of the present controversy 
will be found. 


Read Hopes for No Withdrawals 


Commissioner Read offered the opin- 
ion that no commissioner should with- 
draw from the association because he 
tannot go along with the zone plan for 
company examinations. This was meant 
for the New York Insurance Depart- 
ment, Superintendent Louis H. Pink hav- 
ing stated recently that if the members 
of the Western Commissioners Confer- 
nce insisted on following through on 

(Continued on Page 32) 
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Shatter- proof 


The insured had lump sum policies, in three com- 
panies. He died. The local office of one company suggested 
an interest income, changeable later to flat income if 
desired. The other two paid lump sum, without income 
suggestion. 


A friend of the family was asked to help in arranging 
the widow’s affairs. He suggested a mortgage, to take a 
large portion of the cash. The widow, relying on him, 
made no investigation. Six months later he himself paid 
the mortgage interest. Then, soon, he asked for a loan of 
the balance of the lump sum payments, to be used in his 
own business, and assured repayment within six months. 
Within six months he died insolvent, and his widow could 
not make repayment. The mortgage, it was found, was 
upon the borrower’s own property, involved by tax 
arrears, and dilapidated. 


This insured was a life underwriter, who, for his own 
wife, made no use of the income protection he was selling 
to other husbands. Not often is a family friend venal, but 
frequently an honest friend gives ruinous advice. The life 
underwriter’s own insurance should be as shatter-proof as 
that of his clients. 
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Commissioners Meet 
In Historic Quebec; 
Over 500 Registered 


Convention Business Sessions In- 
terspersed With Colorful 
Social Functions 


GET OFFICIAL WELCOME 





Canadian Companies Join in Hos- 
pitality; Many Company and Or- 
ganization Executives There 





By Clarence Axman 


Quebec, June 15—It is rather difficult 
to tell when an annual convention of the 
National Association of Insurance Com- 
missioners starts nowadays and when it 
ends. The open sessions generally ex- 
tend over part of three days or more, 
frequently are as calm as the water in a 
Park Avenue fish bowl and there are 
numerous committee meetings which 
sometimes are tempestuous, especially if 
the subject of zone examinations is un- 
der review. But these conventions have 
become so highly socialized and leisurely 
that they may cover a fortnight of going, 
staying and returning. A group of com- 
missioners from far sections of the coun- 
try will use the journey north or east 
to stop at a resort or to take in the 
parks and theaters of Chicago enroute 
and finally converge on the convention 
city, and then come side trips and an- 
other bit of sightseeing possibly on the 
way home. ; 

At this convention there was a visit of 
one group at Chicago and then there 
was quite a lot of sightseeing and some 
entertainment by the Sun Life in Mont- 
real, There was a boat trip from Mont- 
real to Quebec and after the convention 
there will be the famous Saguenay River 
sightseeing trip. In Quebec itself the 
features were so interesting that many 
commissioners brought their families. 

Opens Impressively 


The sixty-ninth Commissioners’ con- 
vention opened most impressively when 
after being called to order by President 
George A. Bowles, Lieutenant Governor 
E. L. Patenaude, with aide-de-camp in 
full dress uniform, and Superintendent 
Georges F. Lafrance of Quebec marched 
down the central aisle accompanied by 
the Right Rev. Philip Carrington, Lord 
Bishop of Quebec. After being formally 
welcomed by President Bowles the in- 
vocation was given by the bishop. The 
Lieutenant Governor called attention to 
the historic spots of Quebec and said 
that the Commissioners in visiting these 
places would find calm and peace. He 
praised insurance as bringing to the peo- 
ple economic stability and strengthening 
the economic fabric of both the United 
States and Canada. 

On behalf of the Commissioners, Com- 
missioner Frank N. Julian of Alabama 
responded, A. Pearle, president Mont- 
real Life, extended greetings of Cana- 


(Continued on Page 4) 
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CHOSEN FOR EXTRA PROTECTION 





Continental American Salutes “The Bureau” 


and greets four new graduates of the Agency Building Schools 


















































EXTRA PROTECTION FOR THOSE WHO 


For complete information, write W. M. ROTHAERMEL, Vice President 











MARTIN W. LAMMERS, LEONARD C. KIESLING L. REYNER DUKES MATTHEW J. LAUER 
Cc. L. U. Home Office Agency Dept. Manager, Baltimore Branch. General Agent, New York. 
Manager, Philadelphia Wharton School, Univ. of Graduate, Univ. of Mary- Graduate, Life Ins. Training 
Branch. Graduate, Notre Pennsylvania. Background in land, and Life Ins. Training Course, N. Y. U. School of 
Dame Univ. Seventeen years’ research and field work. School, N.Y.U. Home Office Commerce. Vice-Pres., Lead- 
experience in selling, super- experience. ers Club, 1938-39, 
vising, and managing. 


WE COMMEND the fine work being done by the Life Insurance Sales Research Bureau 
in the operation of their Agency Building Schools. Believing in taking fullest advantage of 


the agency building and agent-building methods they teach, Continental American uses the 
facilities of these Bureau schools to help open the field man’s road to success. These four 
men have just received their diplomas after two weeks of intensive study at the Atlantic City 
school, May 16 to 27. We believe they are better equipped than ever before to apply modern 
methods in merchandising life insurance and in training personnel. Other Continental 
American men who have attended these schools in recent years include: Daniel E. Jones, 
Vice-President and Secretary; William M. Rothaermel, Agency Vice-President; Ralph E. 
Halstead, Supervisor of Agencies; and Ralph W. Horn, Manager of the Wilmington Branch. 

















REPRESENT CONTINENTAL AMERICAN cat itn 
ODERN techniques in life insurance, as in other fields, mean Points of Extra Protection 
Mleeee training—better selling—better servicing. We believe that di: ial aia Miia: Wilt ataaeiita ti eaail 


an understanding of the best that is known in life insurance margin of extra protection. 
management and distribution methods brings to Continental 
American agents the same “extra protection” that the Company's 
philosophy of STRETCHING THE PROTECTIVE POWER 
OF THE PREMIUM DOLLAR brings to Continental American 
policyholders. We believe, further, that better trained and more 
successful men inevitably mean substantial public benefits. A 
well-equipped manager or supervisor sets up a widening circle 
of influence which, through the well-equipped agent, reaches the Saw anon’ Binns willinr sila willed ties toe tk 
prospect and policyholder in the form of goodwill—and business. 5 years—convertible during first 15 years. 


Change-of-Plan privilege permits Endowment and 
Limited Pay policyholders to reduce premium to 
lower than Ordinary Life premium as of original age— 
regardless of health or insurability. Limited Pay 
Uf 54 | A . policies contain guaranteed Endowment option. 

nn T Tit Pit T a m1 Pp r T ra i Unique Educational Income Agreement automatically 
insures student beneficiary at no extra cost. 


LIFE INS URA N Cc E [. O M Pp A N 7 Monthly premiums on all plans. 


’ sis is ; : ; Protection for every class of risk—preferred, standard, 
WILMINGTON, DELAWARE and substandard up to 2!4 times standard mortality. 


Preferred Class rates on a full line of ten different 
contracts. 


Originators of the Family Income Policy—also com- 
plete Family Protection rider for almost any policy. 


Extra-Protection “Business Policy” providing to Age 
65 an average of about 50% more than the usual 
amount of insurance per premium dollar. 


One-Year-Term Additions—without evidence of in- 


surability—providing an average of $100 of extra 
protection for every $1 of dividend. 


For retirement protection: Optional Retirement 
Annuity and Adjustable Income Endowment giving 
complete flexibility to meet unknown future conditions. 
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Agents’ Association of | 


Massachusetts 


Mutual 


Holds Its Forty -Sixth 


Annual Convention 


at New Ocean House, 


Swampscott, 


Mass. 


By W. L. Hadley 


There was warmth in the greeting ac- 
corded every member of the Agents As- 
sociation of the Massachuetts Mutual 
Life and the officers of that popular 
company of Springfield, Mass., attend- 
ing the forty-sixth annual convention of 
that organization as they arrived at the 
New Ocean House, Swampscott, Mass., 
for the sessions of its meeting last week. 
Clement Kennedy, general manager of 
the New Ocean House and well and fa- 
vorably known to the Massachusetts 
Mutual Life family, seemed to possess 
a thousand hands with the required num- 
ber of arms as he personally welcomed 
the 650 delegates as they arrived. 


Too, there was deep warmth in the 
affectionate greeting of the delegates as 
they entered at the New Ocean House 
from all sectors of the United States to 
discuss with serious determination the 
problems which have confronted them 
as they went about building life insur- 
ance estates during the past year. On 
all hands there was evidence of calm 
eagerness on the part of each one to 


help the other as they considered the 
common task of finding a way to better 
accomplish the job which brought them 
together. 

Quality Underwriting 

With a splendid record of achieve- 
ment in the institution of life insurance 
the management and field force of the 
Massachusetts Mutual Life, keenly alert 
to trends affecting its business, is con- 
stantly exerting seriously planned efforts 
to make more impregnable the economic 
granite fortress of life insurance. The 
Swampscott meeting had as its theme 
“Fulfilling Our Obligations Through 
Quality Underwriting,” and the unfold- 
ing program rang true to Massachusetts 
Mutual Life quality. 

Three separate sales seminars fea- 
tured the practical sales angles of the 
convention. As usual Bertrand J. Perry, 
president of the company, addressed the 
meeting. A summary of his remarks 
devoted to investments appeared in The 
Eastern Underwriter last week. Pre- 
siding was Anthony E. Veith, St. Louis, 
last year’s president of the Agents As- 
sociation. Among the large delegation 
of home office executives participating 
in the program were Vice-Presidents 
Joseph C. Behan, Alexander T. Maclean 
and Chester O. Fischer. 





Meet Criticisms With the Facts, 
Maclean Tells Mass. Mutual Agents 


The facts about life insurance with 
which an agent can combat current criti- 
cisms, mostly uninformed or malicious, 
were given before the convention of 
Massachusetts Mutual agents at Swamp- 
scott last week by Alexander T. Mac- 
lean, vice-president. Mr. Maclean said 
in part: 

“The difficulty for the agent in meet- 
ing the critic’s propaganda arises be- 
cause the latter has built up a mass of 
figures always based on a fallacy of 
some sort, but nonetheless sometimes dif- 
ficult for anyone to answer under the 
conditions confronting the field man. 

Two Types of Criticism 


“In general, there are two types of 
criticism offered; first, that the com- 
panies are making a great deal of money 
out of the policyholders; and second, 
that the average individual has the wrong 


Some Home Office Officials At New Ocean House, Swampscott Meeting 


kind of policy. You will find, however, 
that the ‘wrong kind’ of policy depends 
very largely on what plan of insurance 
the individual carries. If he has an Or- 
dinary life policy, he should have Term. 
If he has a Twenty Payment life policy, 
he should have Ordinary life. It is all 
the same to these people as long as they 
can rewrite the victim for something 
different. 

“If there were any basis for the first 
criticism, someone must be getting the 
money that is allegedly not being passed 
along to the policyholders. It couldn't 
be hidden for over 150 years from all 
the insurance commissioners and super- 
vising authorities throughout the entire 
world. As a matter of fact, in a mutual 
company there are just three groups 
who get any money from the operations 


(Continued on Page 16) 
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Foster Gives Views On 
Officials’ Functions 


BASED ON YEARS IN OFFICE 





Tells Commissioners They Also Are on 
Defensive in Current Insur- 
ance Criticism 





Given the unusual distinction of being 
invited as a member of the “Third 
House” to address the National Associa- 
tion of Insurance Commissioners at its 
convention in Quebec this week, R. 
Leighton Foster, K.C., for more than ten 
years Insurance Superintendent for On- 
tario and now general counsel of the 
Canadian Life Insurance Officers Asso- 
ciation, took occasion to express his 
views on the functions of an Insurance 
Commissioner. Quoting from Professor 
E. W. Patterson’s book, “Insurance 
Commissioner in the United States,” 
which he recommended all commissioners 
to read if they have not done so, he 
said the functions of an Insurance Com- 
missioner combine those of an official 
clerk, a judge, a law giver and some- 


times both prosecuting attorney and 
hangman, 

One of the most forceful things, Mr. 
Foster said, was the following: “The 


Insurance Commissioner is appointed to 
make certain that the laws respecting 
insurance are enforced and_ obeyed. 
Surely it constitutes just as grave a re- 
flection upon Insurance Commissioners 
as it does upon officers of insurance 
companies to say that the business is ali 
wrong; that insurance company officials 
and agents engage in chicanery; that 
they dupe buyers of insurance,” as stated 
in the numerous books critical of life 
insurance that had been brought out in 
the past couple of years. He went on 
to say: 

“Tf such criticisms reflect on the in- 
surance business, they reflect doubly up- 
on the Insurance Commissioners. If the 
critics are right, the legislatures which 
make the laws and the Insurance Com- 
missioners who enforce them have been 
woefully neglicent; if they are wrong, 
they should be made to feel the full 
force of the law. If there is no law 
capable of deal'ne with the situation, one 
should be drafted and enacted promptly 
in every state. The Insurance Commis- 
sioners know better than anyone else 
that these criticisms are utterly without 
foundation; if they will discharge their 
obligation and put a stop to them, the 
public interest will be well served. It 
should not be left to the insurance busi- 
ness to defend itself under such circum- 
stances. 


Insurance supervision is a bulwark 
against state insurance. State insurance 
is not the system of insurance consist- 
ent with a democratic form of govern- 
ment. Your country and mine have in 
common, in addition to many other 
things, our democratic forms of govern- 
ment and our democratic institutions.” 


New Officials Introduced 


Quebec, June 15—Four new commis- 
sioners were introduced to the conven- 
tion, They are Louis A. Reilly, New 
Jersey; Charles F. J. Harrington, Mass- 
achusetts: John W. Britton, Tennessee; 
Maurice V. Pew, Iowa. 








Need Uniform State Laws 


Quebec, June 15—Necessity of coopera- 
tion for uniform state laws was explained 
to the commissioners today in an ad- 
dress by Henry W. Toll of Denver, who 
is executive director of the council of 
state governments and interstate organ- 
izations with headquarters in Chicago. 


ATTENDING THIRTIETH MEETING 


H. Pierson Hammond, life department 
actuary, Trav elers, is attending the Com- 
missioners’ meeting in Quebec this week. 
This is the thirtieth such annual meeting 
he has gone to, the first one being in 
Detroit in 1908 





Loan Rate of 5% Set 
By Several Companies 


EFFECTIVE JANUARY 1, 1939 





Announcement Made by Commissioner 
Blackall at Commissioners’ Convention 


in Quebec; Others May Follow 





At the convention of the National As- 
sociation of Insurance Commissioners be- 
ing held in Quebec this week John C. 
Blackall, Connecticut Commissioner, an- 


nounced that a number of companies will 
charge, beginning January 1, 1939, 5% 
interest on policy loans and that their 
practice in this respect will be country- 
wide and not retroactive. 

A company executive made the state- 
ment that the 5% interest charge instead 
of 5%4% or more will probably be gen- 
erally adopted throughout the United 
States by all companies which do busi- 
ness in New York State. 

The companies that have already taken 
this action as announced by Commis- 
sioner Blackall are, Aetna Life, Con- 
necticut General, Connecticut Mutual, 
Home Life of New York, John Han- 
cock, Massachusetts Mutual, National 
Life of Vermont, New England Mutual, 
Penn Mutual, Phoenix Mutual, Provident 
Mutual, State Mutual and- Travelers. 





Canada Life Increases Its 
Dividend Rates 10 to 30% 


The board of directors of the Canada 
Life has made an increase in the divi- 
dend scale effective July 1 to apply for 
the full dividend year, 

For policies issued at the rates adopt- 
ed May, 1934, and for the ages 35 and 
under, the increases will be from 8% to 
10% while at the older ages the increases 
will be higher. For example, at age 55 
the increase will vary from 20% to 30%, 
depending on the plan. 

For annual dividend policies issued at 
the premium rates in effect prior to May, 
1934, the increases will be approximately 
8% at the younger ages and early dura- 
tions on the Ordinary life plan. For the 
older ages, longer durations, and for 
other plans the increases will be a little 
less than 8%. 

Special dividends for annual dividend 
policies completing a five year period 
will be 75% of the regular dividend at 
the end of the five year period whereas 
formerly they were 50% of such divi- 
dend. 

There will be no change in the interest 
on dividends and proceeds of policies left 
on deposit with the company, the rate 
remaining at 314%. 


Answering Criticism 
Is Up To Companies 


IN COMMISSIONERS’ OPINION 
Don’t Think It Their Province to An- 
swer Attacks in Books Unless 
Twisting Is Involved 





Quebec, June 15—The insurance com- 

missioners’ committee on insurance pub- 
lications appointed to consider action on 
the muckraking books refused to take 
any action at this time, the opinion of 
most of the committee being that it was 
not the function of the commissioners 
to censor books criticizing life insur- 
ance or to give out public statements 
that opinions expressed in the book were 
erroneous. On the other hand if there 
is proved twisting then the agent doing 
the twisting should have his license can- 
celed. 

As to what is twisting and what is not 
is a hard nut for a Department to crack. 
Where the twisting is definitely illegal 
then, of course, the lifting of the license 
is inevitable. The only Commissioner 
who was strong for a denunciation of 
the books by the convention was Com- 
missioner Bowen of Ohio who, during 
the discussion said he had written a let- 
ter to the New York Times protesting 
against the recent advertisement of a 
book in that paper. He got polite letters 
from the paner saving his protest would 
receive consideration. 

Think Harm Is Exaggerated 


Commissioner Hunt of Pennsylvania 
thoucht that a mountain was being made 
out of a mole hill-and he thought the 
insurance companies themselves were the 
medium to end twisting, He deciared 


(Continued on Page 32) 





Commissioners 
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dian companies. In the history of Que- 
bec, founded more than three centuries 
ago, the province has changed hands a 
number of times. “We are now pleas- 
antly in your hands,” he said. 
Those in Charge 
The Canadian companies presented a 
united front on hospitality, with James 
W. Simpson, Sun Life, as executive sec- 
retary of the Quebec general committee 
and Commissioner Lafrance of Quebec 
chairman of the Quebec reception com- 
mittee. Superintendent Hartley D. Mc- 
Nairn of Ontario and Sunerintendent E. 
B. Maclatchey of New Brunswick were 
associate chairmen of the reception com- 
mittee. 
The social end of the convention really 


Chicago Association Installs New Officers 
By George Applegren 


The annual meeting of the Chicago 
Association of Life Underwriters was 
held on Thursday noon, with induction 
of the newly elected slate into office, re- 
ports of the standing committees and a 
most inspiring talk by Griffin M. Love- 
lace, education director of the New York 
Life who spoke on “Remember Achilles.” 

The meeting was in charge of A. E. 
McKeough, retiring vice-president, in the 
absence of the newly elected president, 
Charles B. Stumes, of the Stumes & 
Loeb agency of the Penn Mutual, who is 
in Europe. 

Other officers elected in the mail vote 
included: 

First vice-president—L. Mortimer Buck- 
ley. C.L.U., Provident Mutual. 

Second vice -president— William M. 
Houze, John Hancock. 

Treasurer—A. W. Ormiston, Travelers. 

Director, one-year term—E. Hintz- 
peter, Mutual Life of New York. 

Directors, two-year terms—James H. 
Brennan, Fidelity Mutual Life Insurance 
Co.; Joe C. Caperton, State Mutual Life 
Assurance; Edward H. Dooling, Pruden- 
tial; V. T. Eckert, New England Mu- 





tual Life; D. Miley Phipps, C.L.U 
Northwestern Mutual, and Herman A. 
Zischke, Union Central Life. 

Report of the auditing committee was 
given by V. T. Eckert, New England 
Mutual. Report of the membership com- 
mittee was made by A. W. Ormiston, 
Travelers, and showed fourteen agencies 
with 100% memberships. They are: 

James M. Royer agency of Penn Mu- 
tual; John D. Moynahan, Metropolitan; 

A. Alexander & Co., Penn Mutual; 
Charles J. Zimmerman, Connecticut Mu- 
tual; E. S. Albritton, Provident; Law- 
rence Larson, Metropolitan ; James E. 
McCann, Metropolitan; Edward S. Fish- 
man, Metropolitan; Peter Manes, Met- 
ropolitan; Norman K. Allison, Connecti- 
cut General; E. P. Lamosney, Metro- 
politan: James B. Brennan, Fidelity Mu- 
tual; Earl M. Schwemm, Great-West 
Life. and W. S. Fuller, Prudential. 

Mr. Griffin was introduced by Freder- 
ick Bruchholz, agency manager for the 
New York Life. Mr. Bruchholz is a 
past president of the association and 
last year served as chairman of the 
advisory board. 


—=:=_ 


N. Y. Million Dollar 
Producers Meet Here 


REVIEW PENSION TRUST FIELD 





Felix U. Levy Chairman of Group; See 
Business for Those Who Go 
After It 





A dinner meeting of the New York 
metropolitan group of the Million Dol- 
lar Round Table was held. at the Hotel 
Roosevelt June 10 with Felix U. Levy 
as chairman. After the dinner there was 
informal discussion of a number of sub- 
jects and as to the business outlook it 
was the opinion of the group that new 
business is to be had for those who go 
out after it. 

There was a brief discussion of the 
new Federal Revenue Act and its sig- 
nificance in securing new business. A 
more lengthy and quite interesting con- 
ference was held on the subject of pen- 
sion trusts and their relationship to the 
present business situation. 

Arrangements for the dinner were in 
the hands of Felix U. Levy, chairman, 
with John Clavton and Dana Clarke as 
co-chairmen. Those present were Lloyd 
Bunting, Equitable Society ; Thomas Car- 
nenter, Northwestern Mutual; Dana 
Clarke and Tohn Clayton, Mutual Ben- 
efit: Tulius Eisendrath, manager Guard- 
ian Life: Fred Goldstandt, general agent 
Fauitable Society; Tsidor Hirschfeld, 
Eauitable Society; Albert Honkins, Penn 
Mutual; Eugene Klein, Northwestern 
Mutual: Howard Lawrence, Lincoln Na- 
tional: Lester Rosen, Union Central, and 
Felix U. Levy, Penn Mutual. 





started Tuesday night with a_ buffet 
party and dance, hosts’ being Vincent 
Cullen, president, National Surety Corp, 
and Mrs. Cullen. It was an extraordi- 
narily fine affair. This afternoon Lieu- 
tenant Governor E. L. Patenaude of 
Quebec and Madame Patenaude enter- 
tained at a reception at Spencerwood, 
home of the Lieutenant Governor, and 
tonight Superintendent and Mrs. La- 
france entertained at a dance. Tomor- 
row afternoon Mrs, Flvnn, wife of com- 
manding officer Percy Flynn of the Roy- 
al 22nd Regiment, entertains the Com- 
missioners’ group at the Citadel. Friday 
there will be a golf tournament at the 
Roval Quebec Golf Club. 

More than 500 are registered at the 
Chateau Frontenac. One of the most in- 
teresting Commissioners is W. C. Mc- 
Gonagle of Hawaii who holds fourteen 
positions in Honolulu including treasurer 
of Hawaiian Islands. Another state in- 
surance official who holds many offices 
is John J. Holmes, Commissioner of 
Montana. His daughter Margaret, who 
is accompanying him on this trip, was 
° few days ago admitted to the Montana 

ar. 


Company Presidents and Others There 


Among: insurance company presidents 
from the United States attending the 
Commissioners convention are W. How- 
ard Cox. Union Central; Charles F. Wil- 
liams, Western and Southern Life; Vin- 
cent Cullen, National Surety; R. A. Cor- 
roon, Corroon & Reynolds; Judge 
Charles S. Younger, Cooperative Life; 
O. J. Arnold, Northwestern National; 
Edward B. Raub. Indianapolis Life; 
Claris Adams, Ohio State. 


Among organization executives attend- 
ing the convention are Paul L. Haid, In- 
surance Executives Association: Vincent 
P. Whitsitt and Bruce E. Shepherd, As- 
sociation of Life Insurance Presidents; 
Claude W. Fairchild and Ray Murphy, 
Casualty & Surety Executives; J. Henry 
Doyle, National Board of Fire Under- 
writers; John R. Dumont, Interstate Un- 
derwriters Board: Terence F. Cunneen, 
United States Chamber of Commerce; 
Walter H. Bennett, National Association 
of Insurance Agents: Harold R. Gordon, 
Health & Accident Underwriters. Harry 
W. Manning, new associate general man- 
ager Great-West Life, attending the 
convention, received many congratula- 
tions on his new pfomotion. 
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£. H. Earley Honored 
At Brooklyn Dinner 


TOPS NORTHWESTERN MUTUAL 





General Agent Johannsen Gives Affair 
In Recognition of Leading Pro- 
ducer’s Fine Performance 





Alfred J. Johannsen, Northwestern 
Mutual general agent in Greater New 
York and Long Island, gave a dinner in 
Ernest H. Earley’s honor June 13, he 
having led the company’s field force 


ERNEST H. EARLEY 


for the year ended June 1, with insur- 
ance on 100 lives for $1,248,430. More 
than half of this total was delivered in 
the first five months of the present year. 

William F. Atkinson, former general 
agent of the Brooklyn office, presented 
Mr. Earley with a traveling bag for his 
European trip and Mrs. Earley with 
books on Italian art as Mr. and Mrs. 
Earley plan to spend six weeks in Italy. 
Mr. Earley spoke briefly analyzing his 
business, only 29% of which came from 
strangers. A guest was Lawrence G. 
Sykes, medical referee. 

Forty members of the Johannsen 
agency were at the dinner, which was 
held at the Crescent Club. The other 
Northwestern Mutual general agents of 
the Greater New York metropolitan dis- 
trict were special guests—Rudolph Recht 
and George Kutcher of Recht & Kutcher; 
Orlen Gooding and Everett Rowley of 
Gooding & Rowley, and Clifford L. Mc- 
Millen. Grant L. Hill of Milwaukee, 
director of agencies, was the principal 
speaker. At the dinner Mr. Earley’s fel- 
low agents decided to put on a one 
month’s drive in his honor. 


Causes of Success 


Since entering the business with North- 
western Mutual in 1922, at age 27, Mr. 
Earley has paid for $14,757,244, an aver- 
age of almost a million a year. A Dart- 
mouth graduate, he was awarded the 
C.L.U, Degree in 1936 and in 1933 served 
as president of the Northwestern Mu- 
tual Association of Agents. His quiet, 
sincere, direct manner has helped him 
to the top ranks in effective selling. He 
likes people and has a sympathetic in- 
terest in their problems. He also has a 
large capacity for work, his normal day 
being eleven hours. In analyzing his 
Success these two facts cannot be dis- 
associated. He does a_ tremendous 
amount of survey and optional settle- 
ment work, extensive direct mail adver- 
tisine and systematic planning. The fact 
that he writes about 100 lives for almost 
a million a year—no phenomenal big 
cases, but steady, consistent perform- 
ance—has made him one of the topnotch 
life underwriters of the country. 
































GUILTY ---- OR ? 


What could the uninsured family 
provider plead if he were charged with 
neglecting his wife and children? 


There are some who might have 
difficulty in finding a convincing alibi. 








Pre of America 


EDWARD D. DUFFIELD, President 























John T. Haviland With 
Philip B. Holmes Agency 
IS NOW A PERSONAL PRODUCER 
Stands Third in Premium Volume Among 


Connecticut General New York City 
Agencies for Year to Date 





John T. Haviland, former general agent 
and manager, joined the Philip B. Holmes 
agency, Connecticut General Life, at 100 
East Forty-second Street, New York 
City, on May 1 as a personal producer. 





JOHN T. HAVILAND 


At the end of his first month he has 
achieved third position in premium vol- 
ume among the agents in the New York 
metropolitan district for the year 1938. 

Mr. Haviland started his life insurance 
career with the Travelers on March 1, 
1916, as special agent in the Newark 
branch office. Eighteen months later his 
fine production and organization record 
was rewarded by his being appointed 
manager to succeed Albert J. Farnsworth 
who was transferred to Boston. 

On February 15, 1919, he changed from 
the Travelers to the Equitable Society, 
starting an agency in the Fifth Avenue 
Building from scratch and developing a 
life volume of $14,000,000 within seven 
years and promoting eight managers in 
the Equitable ranks during that period. 


General Agent for Penn Mutual 


Mr. Haviland on November 1, 1930, be- 
came general agent for the Penn Mutual 
in Newark, N. J. Over a three-year pe- 
riod this agency’s business was increased 
more than 100% with the development 
of thirty men and four supervisors who 
today hold important managerial posi- 
tions. 

On June 1, 1934, Mr. Haviland became 
associated with Frederic S. Doremus, 
dean of managers in the Guardian Life, 
to form the Doremus-Haviland agency 
with offices in the home office building 
of the company. As recently announced 
in The Eastern Underwriter, he resigned 
that position to devote his full time to 
personal production. 

Writes Both Accident and Life 

Over this period of twenty-two years 
of successful life insurance agency build- 
ing and sales activity Mr. Haviland has 
built up a wide acquaintance among pro- 
fessional and business men. In addition 
to his managerial duties his individual 
production record placed him among the 
leading personal producers. His experi- 
ence first in the Travelers and second 
with the Equitable Seciety in connection 
with accident business prompted him to 
start his personal production work fea- 
turing accident insurance with the Con- 
necticut General. 

His close personal friendship with 
Ph‘lip B. Holmes attracted him to the 
Forty-second Street office, which since 

(Continued on Page 8) 


At the close of the Lincoln National 
Life’s May drive in honor of President 
Arthur F. Hall, the company’s insur- 


intensive drive toward the billion dollar 
mark of insurance in force. 
Vice-President and Director of Agen- 
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the May rose cards, symbols of applica- 
tions written in his honor. Every rose 
card represents an actual May applica- 





P : tion. As seen in the photo, the roses 
ance in force stood at a new high, cies, A. L. Dern (left) is shown here jeceived during Hall Month almost 
$976,939,405. May began the company’s officially presenting President Hall with balance the billion mark. 

ALBERT E. MIELENZ SPEAKER FORTY YEARS IN INSURANCE 


Wisconsin Judge Upsets 
Changing of Beneficiary 


suit which had attracted 
widespread interest because it involved 
Wisconsin statute 
which bars a husband from substituting 
any beneficiary in the place of his wife 
without her consent, Judge Klecka, in 
circuit court at Milwaukee, has awarded 
Mrs. Millie Dietz, wife of Leslie Dietz, 
$4,609 out of a life insurance policy for 
$5,000 on Dietz’s life. Dietz was killed 
in an automobile accident. 

The judge ordered the money to be 
paid to Mrs. Dietz rather than to her 
brother-in-law, John Dietz, as adminis- 
trator of the deceased husband’s estate, 
although the deceased husband had 
changed the beneficiary clause in the 
policy to make his estate the recipient 
of the insurance. This had been done 
because Dietz had borrowed $400 from 
the Badger State Bank, and the bank 
had insisted that his estate be made the 
beneficiary to protect the loan. Be- 
cause of the judge’s ruling the estate 
will probably be insolvent. Appeal from 
the ruling, which had been anticipated, 
will not be made. 


Ending a 


interpretation of a 


HOOD WITH UNION CENTRAL 


Jesse A. Hood, long connected with 
the Richmond, Va., agency of the Equit- 
able Society and one of its premier pro- 
ducers, has accepted appointment as gen- 
eral agent at Richmond for the Union 
Central succeeding Joseph Greenfield 
who resigned several months ago to go 
with the Provident Mutual in Atlanta. 
Mr. Hood is a past president of the 
Richmond Association of Life Under- 
writers. 


ON MILWAUKEE PROGRAM 

Milwaukee will be the scene of the 
eighteenth general convention, National 
Mutual Benefit Insurance Co., Madison, 
Wis., to be held June 21-23. On the 
speakers’ program is Gov. LaFollette, 
Lieutenant-Governor Herman L. Ekern, 
Mayor Law of Madison, Mayor Hoan 


of Milwaukee and County Judge Karel, 
Milwaukee, past president of the Na- 
tional Fraternal Congress and head of 
the Equitable Reserve Association. 


Albert E. Mielenz, general agent, 
Aetna Life, Milwaukee, was speaker at 
the May meeting of the Milwaukee Ac- 
cident & Health Association. 


Joseph Dinkelspiel, who is with the 
Guy C. Lyman agency, Pacific Mutual 
Life, New Orleans, has been with the 
Pacific Mutual for forty years. 
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HEARD .On The WAY | 


An interesting paper by J. M. Moore 
F.1.A., on the type of friendly society 
known as a “dividing” society was re. 
cently read before the Institute of Acty. 
aries, London. The chief characteristics 
of such a society is a provision in the 
rules for an annual division of the whole 
of the bulk of the funds of the society 
among the members by a distribution jp 
cash, thus retaining little or no reserye 
for future liabilities. 


The Chief Registrar of Friendly So- 
cieties has power to grant exemption jn 
suitable cases from the valuation of as. 
sets and liabilities which was ordinarily 
required by the 1896 act at least once 
in every five years. Until 1933 this dis- 
cretion was normally exercised to ex- 
empt dividing societies from actuarial 
valuation of their liabilities, but since 
that date, when a general indication of 
intention was given, many dividing s0- 
cieties have been refused exemption. 

Mr. Moore took as typical a dividing 
society which. granted, in consideration 
of a flat rate of contribution irrespec- 
tive of age, a fixed sickness benefit and 
a fixed death benefit, the average cost 
of which increased with age, until, at 
the older ages the cost of the benefits 
exceeded the contribution. There is thus 
a marked contrast with the majority of 
societies which work on different prin- 
ciples, either by limiting a member's 
benefits in relation to the total of his 
own contributions, or by requiring in- 
creased contributions with increase of 
age, or by retaining the necessary actu- 
arial reserves to meet future liabilities, 

“When the peculiar constitution of a 
typical dividing society is brought into 
conjunction with the requirement of an 
actuarial valuation there arises something 
in the nature of a dilemma,” said Mr. 
Moore; “for obviously it is impossible 
to have at the same time a complete 
annual division of funds, the feature of 
which probably is the main attraction to 
many new entrants, and a proper divi- 
sion for securing to the older members 
the benefits to which they are entitled 
under the rules.” 

At the end of 1936 there were in exist- 
ence over 650 dividing societies in Bri- 
tain, with an adult membership in excess 
of 400,000. 





Uncle Francis. 





Northwestern National’s 
Bonds Given High Rating 


More than nine-tenths of Northwest- 
ern National Life’s bond holdings are 
rated AAA, AA, or A by Moody’s In- 
vestors Service. The company has pub- 
lished in booklet form its complete 
schedule of bonds owned as of Decen- 
ber 31, 1937. Of the $42,000,000 of bonds 
owned by the company more than two- 
thirds, 70.1%, are rated AAA, the high- 
est rating given, while 18% are rated AA 
and 4.7% are rated A. Thus 92.8% of 
total bonds owned fall within the high- 
est three of the eight grades by which 
Moody’s indicates the quality of bond 
investments. The remaining 7.2% are 
largely small municipal issues which for 
that reason are not rated by the statis- 
tical services. 





MRS. R. R. DEARDEN, JR., DIES 


Robert R. Dearden, Jr. president of 
the United States Review, Philadelphia, 
is receiving condolences of friends on 
the death of his wife, Mrs. Lotta Crab- 
tree Dearden. She passed away at her 
home at Oak Lane last week. She 
was 62. 

Mrs. Dearden was active in many s0- 
cial and civic affairs in Philadelphia, 1n- 
cluding the Republican Women of Penn- 
sylvania. Surviving, in addition to Mr. 
Dearden, are two sons, R. Rowland and 


John E.; two daughters, Mrs. Leonard 


Snyder and Mrs. William G. Conover. 
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Officers’ Training 
Conferences Start 
INITIAL SERIES THIS MONTH 


To Discuss All Major Problems to Be 
Met by Local Officials; O. Sam 


Cummings Originator 





The thirty-five state associations affili- 
ated with the National Association of 
Life Underwriters are this month spon- 
coring the first series of officers’ train- 
ing conferences, designed to instruct 
iocal association leaders in administra- 
tion work. 

Conceived by President O. Sam Cum- 
mings of Dallas, the conferences will be 
led by faculties drawn from present and 
former state association leaders and se- 
lected local representatives who have al- 
ready had experience in official capaci- 
ties. The leader of each meeting will 
be the retiring state president. 

All the major problems that will be 
met by local officials will be discussed 
at the meetings. Stress will be laid, for 
instance, on such subjects as: Planning 
interesting and helpful programs; meth- 
ods of securing maximum attendance at 
meetings; a program of public education 
for the local community; sound financial 
plans and procedures; a practical pro- 
eram of: life underwriter education; 
proved plans for maintenance and in- 
crease of quality membership. Panel dis- 
cussions will handle most of these topics. 

In several states, the officers’ training 
conference will be held in conjunction 
with the state convention. In others, 
special meetings have been called to in- 
stitute the new plan. Discussing the con- 
ference idea, President Cummings said, 
“Of the greatest fundamental signifi- 
cance to the future development of the 
association movement are the new offi- 
cers’ training conference plans. Its im- 
portance will be more apparent from 
year to year. The new officers will start 
on the job with the advantage of know- 
ing something about the job and how it 
has been done before.” The outline for 
the discussions has been prepared by 
Foster A. Vineyard, chairman of the 
committee on local association adminis- 
tration, and the conferences are being 
promoted by that committee. 





SANBORN ENLARGES OFFICES 
Expansion of Staff and Increasing Busi- 
ness Make More Space Necessary 
in Boston Agency 
Expansion of its staff has made it 
necessary for Paul C. Sanborn, Boston 
general agent, Connecticut Mutual, to 
enlarge his offices at 49 Federal Street. 
_ This makes the third time since the 
founding of the Sanborn agency in the 
Fall of 1932 that more space has been 
added to their quarters. Mr. Sanborn 
has added Oliver H. P. Cabot of Dover, 
Allyn W. Howe of Medford and William 
F. Otis of Boston to his staff. They 
work under Walter S. Newton, Jr., who 

supervises recruiting and training. 





J. A. NELSON GENERAL AGENT 

John A. Nelson, Indianapolis, has been 
named general agent, Ohio State Life, 
for central Indiana. Nelson used to be 
superintendent and district manager of 
the National Life & Accident in Indian- 
apolis and Cleveland, and later was 
training director for the Insurance Re- 
Search and Review Service. 


GANTZ HAS ANNIVERSARY 





Joseph M. Gantz, Cincinnati, general 
agent Pacific Mutual, observed the twen- 
tieth anniversary of his connection with 
the company June 4. Vice-President 
D. C. MacEwen and Medical Director 
L. H. Lee, of the home office, attended 


the celebration. 





_LIVING ASSUREDS CET 60% 
_ Sixty per cent of the $1,694,938 in pol- 
Icy payments made by the Bankers Life 
oa a in May went to living policy- 
1oiders 




















DEFINITE INTEREST...LARGER SALES 


two important. results of this dynamic 
new selling plan 


@ Union Central’s FAMILY-NEEDS 
FORECAST aims itself almost automat- 
ically at men who are really good pros- 
pects—men who are financially able to 
carry a full program of protection, rather 
than just another thousand or two. 


The Forecast gets the immediate in- 
terest of these men by showing them what 
they probably have never seen before— 
all seven of the vital needs that are likely 


to confront fatherless families. And it 
diagnoses, with professional precision, 
the ability of the prospect’s present insur- 
ance to cope with those needs. 


Although experience with the Forecast 
is still limited by its newness, Union 
Central representatives agree that the 
policies sold with it are going to stay on 
the books—because the prospect has been 
made so thoroughly aware that his family 
simply can’t do without them. 


The UNION CENTRAL LIFE Insurance Company 


CINCINNATI, OHIO 
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Wm. V. Power, New General Agent 
At San Francisco, is Only Thirty 


By A. V. Bowyer 


On June 15 William Vincent Power, for 
the past six years associate general agent 
for the Aetna Life in San Francisco, be- 
came the youngest general agent in Cali- 
fornia. On that day he officially as- 
sumed his new duties as general agent 





WILLIAM V. POWER 


for the northern California agency of 
the Connecticut Mutual Life in San 
Francisco, succeeding Ben F. Shapro, 
who resigned several months ago. 

Mr. Power, who is just thirty years of 
age, has been a “man of work” since he 
was a youngster. His progress in the 
business world has been in the face of 
great odds yet he has succeeded in grad- 
uating from the University of Califor- 
nia with outstanding honors, cum laude, 
and a scholarship for “financial need, 
scholarship and athletic ability.” Had not 
Mr. Power listened to the counsel and 
suggestions of Karl L. Brackett, general 
agent for the John Hancock Mutual 
Life in San Francisco, shortly after his 
graduation from college back in 1930, 
the name of “Bill” Power might be as 
famous in baseball circles as that of 
Di Maggio or Lou Gehrig—for his en- 
trance into the life insurance business as 
an agent for that company resulted in 
his declining an offer of a career in 
professional baseball. Mr. Power, while 
in high school in San Francisco and later 
in college, was considered one of the 
outstanding amateur ball players on the 
Pacific Coast. He was one of the select 
who traveled the Orient in exhibition 
games in the late twenties. 

He was with the John Hancock Mu- 
tual Life two years—being the leading 
producer in the agency each year. In 
1932 he joined the Aetna Life agency, 
just at the other end of the hall on the 
same floor in San Francisco’s Russ 
Building. In October of that year he 
was appointed associate general agent 
and despite his duties in agency super- 
vision has maintained leadership and 
membership in the company’s Leaders’ 
Club each year. 

He was a charter member of the 
Quarter Million Dollar Round Table 


Paul W. Cook Slated For 
President, Chicago C. L. U. 


Paul W. Cook, general agent, Mutual 
3enefit, Chicago, has been nominated for 
president of the Chicago Chapter Char- 
tered Life Underwriters, Others slated 
are Benjamin H. Groves, assistant man- 
ager, Travelers, vice-president, and John 
D. Moynahan, manager, Metropolitan, 
secretary-treasurer. 





sponsored by the San Francisco Life Un- 
derwriters Association and has appeared 
in Los Angeles, Fresno, Stockton, Sac- 
ramento and San Francisco, Cal., and in 
Portland, Ore., as a member of the or- 
ganization’s educational “caravan.” He 
has also been a featured speaker on the 
Aetna Life’s Leaders’ Club conventions 
each year. 

He has made a marked success in re- 
cruiting and training young newcomers 
to the life insurance business and several 
of his proteges are among the Aetna’s 
leaders nationally. He is a member of 
the San Francisco Junior Chamber of 
Commerce, the Commonwealth Club, the 
University Club. 





N. B. Misell Made Ass’t 
Philadelphia Manager 


FOR CONTINENTAL AMERICAN 

Joins Martin W. Lammers Manager; 

Formerly Manager for Another Com- 
pany; Substantial Producer 





The Continental American Life of Wil- 
mington has appointed Newton B. Misell, 
well known Philadelphia insurance man, 
as assistant manager associated with 
Martin W. Lammers, manager of the 
Philadelphia office. 

Mr. Misell was manager for a large 
Eastern company for seven years. Start- 
ing in the business in 1927 he wrote 
about $500,000 his first year and was 
soon made assistant manager. 

In 1929 he built the largest unit in 
volume in the Eastern department of his 
company, and in 1930 he was appointed 
manager to build an agency from scratch. 








An Ancient Vehicle— 
An Ancient Point of View 


The idea that one can afford individually to assume the risk 
of accident is as outmoded as the horse and buggy days. 
Made so by a yearly toll of over a million traffic accidents. 
Made so by ten million accidents per year of all types. 


Today men know they need accident insurance. 


Faced 


with the facts regarding accident costs, they want always 
more accident insurance — for themselves, their wives, their 
“accident-prone” young people. 


Expense reimbursement anyway, weekly income if de- 


pendent on earnings, death benefit maybe. 


Whatever the 


situation, well equipped accident insurance salesmen have 


a plan that fits. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


E. C. Hoy President 
Of Newark Manager, 


HARTMANN, MINNINGER CHOSEN 





O. L. Gooding, Retiring President, ang 
E. N. VanVliet Named Trustees; 
Grant Hill Is Guest Speaker 





The Life Insurance General Agents % 
Managers association of Northern Ney 
Jersey at a dinner meeting in the Down 
Town Club of Newark on Tuesday eye. 
ning elected Ernest C. Hoy, manager 


ERNEST C. HOY 


Newark office, Sun Life of Canada, as 
president. O. L. Gooding, general agent, 
Northwestern Mutual, who helped to or- 
ganize the association in the Fall of last 
year and who served as its first presi- 
dent, was elected a trustee. 

Thomas E. Hartmann, general agent, 
New England Mutual, Newark, was 
elected vice-president and Frank M. Min- 
ninger, Jr., manager, Connecticut Gen- 
eral, was re-elected secretary-treasurer. 
E. N. VanVliet, Prudential, was elected 
to serve with Mr. Gooding as a trustee. 

Supervisors were guests of their man- 
agers at the dinner raising the attend- 
ance at the affair to more than fifty. 
At the head table was Grant L. Hill, 
director of agencies, Northwestern Mu- 
tual, who was guest speaker; H. G. 
Kenagy, superintendent of agencies, Mu- 
tual Benefit; Robert E. Wilkins, super- 
visor of Ordinary agencies, Prudential; 
G. Franklin Ream and Fern D. Haselton, 
assistant superintendents of agencies, 
Mutual Benefit; A. E. N. Gray, assist- 
ant secretary, Prudential, and others. 

Illustrates Talk With Charts 


Grant Hill rounded out the series of 
meetings that the Newark managers have 
held this year on the subject of recrutt- 
ing, illustrating his remarks with a se- 
ries of charts which showed the impor- 
tant part that new organization takes 
in building and perpetuating a strong life 
insurance agency. He declared: “You 
cannot sin against the law of averages 

(Continued on Page 20) 


John T. Haviland - 


(Continued from Page 5) 


it was started from scratch in April, 
1936, has become a factor agency among 
the Connecticut General agencies 
throughout the country. 

Mr, Haviland’s paid premium record 
to date places him in third position 
among the entire New York metropoli- 
tan production force of the Connecticut 
General for the year 1938. His many 
friends in the Greater New York insur- 
ance fraternity and particularly those 
men whom he has brought into sut- 
cessful production have expressed pleas- 
ure at his early record and extended 
good wishes for his continued success. 
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| Ewing With Provident 


Mutual for 25 Years 


FINE RECORD IN KANSAS CITY 





Began With Company as Clerk in 1913; 
Cited for Gallantry During His War 
Service in France 





W illard 
Ewing, gen- 
eral agent 
Provident 
Mutual in 
Kansas City, 
receiveda 
handsome 
leather bound 
book contain- 
ing over 100 
letters of con- 
g ratulations 
from his as- 
sociates at a 
dinner given 
June 16 in 
honor of his 
completion of twenty-five years’ service. 
Ernest A. Farrington of the home of- 
fice, and J. Stinson Scott, general agent 
at Rochester, who was formerly asso- 
ciated with Mr. Ewing in the agency 
department of the company, together 
with members of the Kansas City agency 
were present. 

Among the letters in the book was one 

from President M, A. Linton congrat- 
wating Mr. Ewing on the good record 
he has made at Kansas City under ad- 
verse conditions. Mr. Ewing’s first posi- 
tion with the company was as a member 
of the clerical force of the agency de- 
partment in 1913. He enlisted for ser- 
vice in the American Expeditionary 
the rank of 
second lieutenant and received the Purple 
Heart medal for gallantry under fire 
and wounds received in the Argonne and 
Chateau Thierry. 
_ Upon returning to this country he 
joined the agency staff of the Provident 
Mutual in Philadelphia and in 1924 be- 
came supervisor of the Loder agency. 
The next year he was brought to the 
home office as agency assistant and was 
promoted to assistant manager of agen- 
cies as a result of his fine supervisory 
work throughout the field. In 1930 he 
was made general agent for Kansas 
City and vicinity. The territory of the 
agency includes all of Kansas and the 
western half of Missouri. 





WILLARD EWING 





McCarroll, Anderson To Be 
Chairmen Mid-West Meeting 


Cyrus T. Steven, president of the Life 
Advertisers Association, has appointed 
John H. McCarroll, advertising manager 
of the Bankers Life, and A. Scott Ander- 
son, manager, Service Section, Equitable 
Life of Des Moines, as co-chairmen for 
the Mid-Western Round Table of the 
Life Advertisers Association. The Round 
Table will be held in the Palmer House 
in Chicago on July 22. 

Mr. McCarroll is vice-president of the 
Life Advertisers Association and Mr. 
Anderson is a member of the Associa- 
tion’s executive committee. 





Joseph McCance President 


Connecticut Association 


Joseph McCance of the Shepard & Co. 
agency, Aetna Life, has been elected 
President of the Connecticut Life Under- 
writers Association. He joined the Hart- 
ford agency of the Aetna Life after 
graduation from Yale in 1928 and in 1929 
took the special sales course at New 
York University. Returning to the Aetna 
Life agency Mr. McCance has qualified 
every year since for attendance at the 
company’s regional conferences. His an- 
nual production has ranged from $250,000 
to $600,000. He is active in the Hartford 
le Underwriters Association and other 
life insurance activities. 


Who does not thrill to the close of the 
working day .. . the prospect of being 
free from its responsibilities and cares, 
even for the brief, fleeting hours be- 
tween one day and the next? 

And there are few of us who would 
not like to look forward to a time when 
we can be forever free . . . when at last 
alarm clocks can ring unheeded, when 
appointment books may gather dust .. . 
when leisure becomes a way of life, not 
merely a brief respite from a task which 
must be taken up again on the morrow. 
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Call it a day! Retire a definite number 
of years from now with the assurance 
of a regular monthly income you cannot 
outlive. Such independence is now pos- 
sible to every man and woman who can 
earn even a modest living today. 

A John Hancock retirement plan, 
worked out in a practical manner to suit 
both your purse and your plans, will 
begin at once to pay you in freedom 
from worry about the future . . . Later 
on its guarantee of a regular, unfluctu- 
ating income all your life will give you 


GUY W. COX, President 





the greater freedom to enjoy life in 
your own way. 

Send for your copy of a new booklet 
which tells how to prepare for retire 
ment the John Hancock way. 
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JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 





This advertisement appears during July and August in Ten National Magazines 








WOODWARD and FONDILLER, Inc. 


@ Consulting Actuaries @ 


90 John Street, New York 
Telephone BEekman 3-6799 











APPLEBY GROUP MANAGER 


Occidental Life has appointed W. L. 
Appleby Group representative at its Se- 
attle branch office, to have charge of all 


Group matters in that field. 

















HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
Kansas City 





Omaha 





HONORS PITTSBURGH AGENCY 


President Chandler Bullock of the 
State Mutual Life journeyed to Pitts- 
burgh last week and was host at a 
luncheon to the Pittsburgh agency in 


Consulting Actuaries 
Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BEekman 3-5656 











recognition of its leadership in a recent 
nation-wide business drive and the oc- 
casion also marked the second anniver- 
sary of G. Harold Moore as general 
agent. 


Page 10 








Se ee 


Oe cerme 8 


a 
= THE EASTERN 
UNDERWRITER 


June 17, 1938 














—_——. 





President Canadian Officers 





A. N. MITCHELL 
A. N. Mitchell, vice-president and gen- 


eral manager Canada Life, has been 
elected president of the Canadian Life 
Insurance Officers Association, which 
comprises forty-five life companies whose 
business represents 99.8% of the insur- 
ance in force in Canada. More than 
3,500,000 Canadians hold policies with 
these companies. 


Sanborns After Big Fish 
In South Atlantic Area 


Paul C. Sanborn, Boston, general 
agent, Connecticut Mutual, left by plane 
June 10, with Mrs. Sanborn, for Miami, 
from where they will embark on their 
fishing cruiser “Parrot” for their an- 
nual blue marlin hunt in the vicinity of 
the Bahamas. They will establish head- 
quarters at Bimini as in previous years. 
Mrs. Sanborn, who holds the women’s 
world record for blue marlin catch as 
established in June, 1936, with a 510 
pound fish, has ordered tackle in prepa- 
ration for an attempt to land a Mako 
shark. This specie of shark is con- 
sidered the sportiest fish in Atlantic 
waters and is seldom landed with light 
sport fishing tackle. 

Mr. Sanborn will return to Boston 
momentarily for his company’s regional 
convention at Osterville, Mass., and then 
will rejoin Mrs. Sanborn in Bimini. Late 
in July the “Parrot” will cruise to Bos- 
ton from which port Mr. Sanborn will 
try for a large tuna off the New Eng- 
land coast. 


SALES METHODS PICTURED 











Elmer Wheeler’s New Production Con- 
trolled by Aetna Life Companies 
In Insurance Field 


Elmer Wheeler, sales consultant and 
originator of “Wheeler Points,” has 
made a motion picture which received 
its premier at the Waldorf-Astoria, New 
York, June 16. The picture is based on 
a ten year study of successful sales 
methods and will be shown to sales or- 
ganizations throughout the country. The 
Aetna Life Affiliated Companies, which 
cooperated with Wheeler in the filming 
of “Word Magic,” has exclusive rights 
to the picture in all branches of the in- 
surance field. Following the premier in 
New York, there will be a second pre- 
view, June 22, at the Stevens Hotel in 
Chicago, after which special showings 
to interested sales executives will be 
made in other large cities. 


MERRILL E. WILSON DEAD 

Merrill E. Wilson, third vice-president 
Empire Life & Accident, Indianapolis, 
who had been ill at Miami for two years, 
died there. He was a former chief 
deputy United States marshal and a 
member of the Knights of Pythias and 
the Lions Club. 





Canadian Life Insurance Officers 
Elect Mitchell at Annual Meeting 


Constitution of Association Changed to Permit Life Agency 
Officers Association to Become Part of Organization 
Without Losing Its Identity 


By W. A. McKague, 


London, Ont.—The Canadian Life In- 
surance Officers Association held its 
forty-fifth annual meeting here yester- 
day and today, this being the first oc- 
casion on which its meeting took place 
outside of Toronto. The sessions were 
in the Hotel London. There was a meet- 
ing of the Actuaries Club of Toronto, 
which is influential in the technical end 
of Canadian business, here on Wednes- 
day evening, the eighth, while the Cana- 
dian Association of Life Agency Officers 
also held its annual meeting here on the 
eighth and ninth. Thus the event has 
really been of three days’ duration, em- 
bracing many phases of life insurance 
work. 

More than 200 were registered for the 
meeting of the Canadian Life Insurance 


Officers Association. Thursday’s open 
sessions started with a welcome by 
Mayor Kingsmill of London, who stated 
that “no personal possession more defi- 
nitely reflects the character of a man or 
his love of his family than does life in- 
surance,” and expressed the hope that 
the companies would continue their suc- 
cess in the future. 
Address of President Geddes 

The presidential address of G. W. 
Geddes, general manager of the North- 
ern Life of Canada, dealt with the place 
of governmental supervision in the field 
of life insurance, and followed with illus- 
trations of harmful legislation, notably 
in Alberta. Upholding the general need 
for supervision, Mr. Geddes continued: 
“The same considerations that justify 
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Increasing Business in Force 


In spite of recessions and business uncertainty, increases 
of business-in-force for 1938 to date are shown by Great- 
West Life Agencies in every state in which the Company 


operates. 


Eight of the first ten in order of volume are 


in cities of Illinois, Michigan and Minnesota. The Great- 
West Life is internationally known as a sound, strong 
company and its representatives carry a portfolio of poli- 
cies designed to fill every known life insurance need—a 
policy for every person and purpose. 


‘GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE - 


Assets $156,805,465 


WINNIPEG, CANADA 


Business in force $589,511.167 
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governmental supervision, that is, the 
national importance of the business and 
the direct financial interest of virtually 
all our citizens in it, also place upon 
our governments the responsibility oj 
safeguarding the savings of those Dolicy. 
holders from the jeopardy in which such 
savings might be placed through confs. 
catory and other unsound legislation 
... Governments must bear in mind that 
it is their duty to see that they should 
protect the debtor side of life insurang 
and made certain that sound assets prop. 
erly selected in accordance with the 
stringent terms of the insurance lays 
are not dissipated by unwise, unjust or 
unsound legislation.” Mr. Geddes point. 
ed out how legislation started in an in. 
nocent way about 1934, setting up legal 
machinery for the adjustment of debts 
of farmers and others, had “marked the 
beginning of the veritable wave of syb. 
versive legislation which has swept parts 
of our Dominion during the past two or 
(Continued on Page 20) 





Canadian Agency Officers 


At the annual meeting of the Canadian 
Association of Life Agency Officers at 
Toronto last week the following officers 
were elected: Chairman, Thorpe, 
Manufacturers’ Life ; vice-chairman, E. J, 
S. Brown, Crown Life; executive com- 
mittee: J. A. McAllister, Sun Life: W. 
Carlisle, Mutual Life of Canada; S.C 
McEvenue, Canada Life; H. A. H. Baker, 
Great-West Life; J. J. Murray, Do- 
minion Life. 

The Association is considering a plan 
to operate as a section of the Canadian 
Life Insurance Officers Association but 
will not lose its identity. 





PROMOTIONS BY TRAVELERS 





Twelve Field Assistants in Life, Acci- 
dent and Group Departments 
Receive Advancement 


Twelve field assistants of the Trav- 
elers life, accident and Group insurance 
departments received promotions June 1. 
They affect twelve branch offices. H. 
W. Swain, formerly field assistant at 
Buffalo, has been appointed assistant 
life manager of that office. Charles H. 
Unger, Jr., formerly field assistant, In- 
surance Exchange office, Chicago, has 
been appointed Group insurance assist- 
ant. Albert L. Franklin, formerly field 
assistant at Jacksonville, Fla., has been 
chosen assistant manager. 

Albert G. Arnold, formerly field as- 
sistant at Wichita, has been appointed 
assistant manager of that office. James 
T. Metz, formerly field assistant at 
Newark, N. J., has been selected as- 
sistant manager. 

Robert A. Mahlstedt, Jr., formerly 
field assistant at the John Street office 
in New York, was appointed Group in- 
surance assistant. W. Warren Coutt- 
right, formerly field assistant at the 
Fourth Street office in Philadelphia, be- 
comes Group insurance assistant. 

Charles R. Young, formerly field as- 
sistant at Oklahoma City, will now bé¢ 
assistant manager. Theodore R. Moore, 
formerly field assistant at Pittsburgh, 
will take the assistant managership. Paul 
E. Van Horn, who has been field assist- 
ant at Rochester, N. Y., has been se- 
lected for the assistant managership at 
that point. Burling M. Stump, field as 
sistant at San Diego, will hereafter be 
assistant manager for that area. Dick 
Cleland, formerly field assistant at To- 
ronto, takes the position of assistant 
manager there. 


BENDER AGENCY UNDER WAY 

Karl G. Gumm, assistant superintend- 
ent of agencies of the National Life o! 
Vermont, has returned to the home of- 
fice at. Montpelier after installing the 
new general agent, William H. Bender, 
Jr. who took charge of the agency of 
the company at 225 Broadway, New 
York, June 1. Mr. Bender is well known 
in New York City having had more than 
twenty years’ experience with the Equit- 
able Society, a number of years 4 
manager. 
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Elected a Vice-President 
For International Congress 


DR. SAMUEL B. SCHOLZ, JR. 


Samuel B. Scholz, Jr., medical direc- 
tor of the Penn Mutual Life and presi- 
dent of the Association of Life Insur- 
ance Medical Directors of America, has 
been elected a vice-president of the In- 
ternational Congress on Life Assurance 
Medicine. He has been invited to par- 
ticipate in the program of the Interna- 
tional Congress at Paris in May, 1939. 
Medical men from about thirty-five dif- 
ferent nations will attend. 

Dr. Scholz with Dr. Chester T. Brown 
of the Prudential took part in the In- 
ternational Congress at London in July, 
1935. Dr. Scholz entered the insurance 
business in the medical department of 
the Equitable Society in 1907. He was 
appointed associate medical director of 
the Massachusetts Mutual in 1919 and 
became medical director of the Penn 
Mutual in 1930. A native of Wisconsin 
he went to Purdue University, the Uni- 
versity of Michigan and the University 
of Denver, 





VESSER ST. LOUIS PRESIDENT 





W. Scott Smith and Fred T. Rench 
Vice-Presidents of Local Associa- 
tion; Speakers at Meeting 


Frank Vesser, manager St. Louis office 
Reliance Life, was elected president of 
the Life Underwriters Association of St. 
Louis at the annual meeting June 9. 
Other officers chosen are: First vice- 
president, W. Scott Smith, Massachu- 
setts Mutual; second vice-president, Fred 
T. Rench, National Life of Vermont. 

Louis Behr, Chicago, Equitable Society, 
spoke on his programming methods and 
Dr. Roland M. Klemme, St. Louis, brain 
surgeon, chose as his subject, “The Pro- 
fessional Man Looks at Life Insurance.” 


NEW HOME OFFICE MAGAZINE 


The American United Life of Indian- 
apolis has just broucht out the first num- 
ber of a new publication “Home Office 
Magazine” which, as explained by Harry 
V. Wade, its editor, who is vice-presi- 
dent of the company, is intended for 
circulation among those in the home 
offices of life insurance companies. The 
rst issue is very attractive typographi- 
cally with a cover in color and contains 
a number of special articles of particular 
interest to home office people. Mr. Wade 
explains that the magazine will be is- 
sued quarterly, it will not seek adver- 
tising and will be sent without charge to 
those who are responsible for methods 
and procedures in the home offices of 
fe insurance companies. 


APPOINT DON COMPTON 
Provident Life & Accident has named 
Donald E. Compton as agency manager 
of the accident department at Chicago. 











Special Librarians 


Meet in Pittsburgh 


EMILY C. COATES CHAIRMAN 





Insurance Group Holds Joint Session 
And Hears Addresses; Attendance 
From Many Chapters 





Emily C. Coates, Travelers Insurance 
Co., was re-elected chairman at the thir- 
tieth annual conference of the Special 
Libraries Association which met in Pitts- 
burgh June 7-10. Other officers chosen 
were: Mariana J. Thurber, Employers’ 
Mutuals, Wausau, Wis., vice-chairman; 
Eleanor Gibson, Aetna Life, secretary- 
treasurer. The program was well planned 
and executed by Dr. Jolan M. Fertig, 
librarian of the Westinghouse Electric 
& Manufacturing Co. as convention 
chairman. She was ably assisted by 
members of the Pittsburgh Chapter. 

Topics of Speakers 

The insurance group held one joint 
meeting with the social science group 
during the conference. Owen B. Hunt, 
Insurance Commissioner of Pennsyl- 
vania, delivered an address on “Prob- 
lems of Our Democracy”; W. R. Wil- 
liamson, consulting actuary of the Social 
Security Board, talked on the Social 
Security act, while Dr. Kenneth Field, 
economics department head, Carnegie 
Institute of Technology, spoke on “What 
Price Government ?” 

Visits were made to the libraries of 
Pittsburgh and to local points of in- 
terest. The attendance totaled 200 with 
representatives from the following chap- 
ters: Albany, Baltimore, Boston, Cincin- 
nati, Cleveland, Connecticut, Illinois, 
Michigan, Milwaukee, Montreal, New 
Jersey, New York, Philadelphia, Pitts- 
burgh, San Francisco, Southern Califor- 
nia and Wausau, Wis. 





Appointed by Canada Life 
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E. E. CAMPBELL 


Canada Life has appointed E. E. Camp- 
bell field supervisor of the Los Angeles 
branch. After graduating from Lafay- 
ette University and Pomona College Mr. 
Campbell joined the Canada Life in 1935 
and has been a production club member 
each year since then. In 1937 he was 
appointed district manager for the Po- 
mona Valley district. 





CONN. MUTUAL OPERATIONS 


A $1,086,821 gain in insurance in force 
during May is announced by Connecticut 
Mutual. This brings the gain for the 
first five months of this year to $12,- 
376,269 and puts the insurance in force 
at $991,517,337. This is an all-time high 
for the company. Paid business, in spite 
of present business conditions, is hold- 
ing up well and amounted to $7,101,847 
during May, 7.4% less than May last 
year. Production for five months stands 
at $37,412,503. 





























THEY BUILD PRESTIGE 
And Punch up Prospects 


Too My 


Reprints of advertisements in national maga- 
zines such as the Saturday Evening Post, Time. 
and the National Geographic are available to 
LNL men. Each ad discusses a sales plan cur- 
rently being stressed. A reprint sent to a prospect 
with a pencilled personal note—"“Dear Jim—tThis 
brings out what I talked with you about last 
Wednesday” — becomes a powerful piece of 
Direct Mail. Their use builds the Company, the 
man, and the sale. 


NATIONAL LIFE 
COMPANY 


THE LINCOLN * 


— 


INSURANCE ~ 


WAYNE, IND. a 


FORI 


ITS NAME INDICATES ITS CHARACTER 

















Page 12 








June 17, 1938 

















By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 


writer in this column from time to time. 
No. 37 
Without an adequate number of pros- 


pects an agent cannot do adequate busi- 
Before a person becomes a pros- 


| IDEAS that CLICK 


ness, 


pect for him the agent must know three 
Has the prospect a need the 


things: 
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agent is equipped to satisfy, can he pay, 
can the agent get a favorable interview? 

George W. Schweiger, general agent 
for the Lincoln National Life in Port- 
land, Ore., speaking on prospecting at 
the Northwest Managers’ Congress last 
month made the statement that the chief 
reason that life underwriters fail is that 
they have not set up a system which 
keeps them supplied with work. He de- 
clared: “Unless the agent sets up a 
system which keeps him constantly sup- 
plied with people to see he comes to the 
office each morning as one of the un- 
employed.” 

The list of persons a man knows, re- 
vised and kept up-to-date, is now and 
will continue to be an agent’s first and 
best source of prospects in Mr, Schwei- 
ger’s opinion. And the people an agent 
knows also know other people. 

Comparing an agent to a newspaper 
reporter, Mr. Schweiger said: “Life un- 
derwriters sell insurance in volumes 
when they have learned to ask ques- 
tions and to have a nose for insurance 
situations.” He continued: 

“You hear that Mrs. Jones won $10,000 
on the Trish Sweepstakes or that Tom 
Brown has just come into an inheritance. 
Does that mean anything to you? 

“You know a couple who go once a 
month to a sanatorium to visit a younger 
sister who is permanently and _ totally 
disabled. The parents are dead. Does 
that mean anything to you? 

“John Brown is buying two new ce- 
ment mixers for his business. What does 
that mean? 

“Your young son is sure of his future 
college but he says that Jimmie Brown 
down the street, aged 12, is going to 
Yale because his father went there. 
What does that mean? 

“Dick Jones is going with the girl 
next door. What does that mean? 

“One of your acquaintances believes in 
teaching his children the value of thrift 
and has established savings accounts for 
them besides giving them regular week- 
ly allowances. Does that open up any- 
thing to you?” 


Group Hospitalization 
Showing Rapid Growth 


HUNT TELLS COMMISSIONERS 





Lack of Uniformity in Legislation In 
Different States, Pennsylvania 


Official Finds 





Group hospitalization plans are spread- 
ing with remarkable rapidity in many 
parts of the United States. Recent esti- 
mates have shown upwards of one and 
one-half million persons enrolled in these 
plans. There is a great public interest 
in these programs and all publicity re- 
garding them attracts widespread atten- 
tion, Commissioner Owen B. Hunt of 
Pennsylvania told the National Associa- 
tion of Insurance Commissioners meet- 
ing this week in Quebec. He is chairman of 
the group hospitalization committee. 

The plans are frequently referred to as 
“three-cents-a-day” hospital insurance 
because in many of them the individual 
subscription rate is about $10 a year or 
approximately 3 cents a day. This pro- 
vides for the subscriber a varying amount 
of hospital care; in many cases, twenty- 
one days in a semi-private room not in- 
cluding personal physician or special 
nurses but carrying with it various other 


services. These services may or may not 
include use of operating room, anesthesia, 
laboratory service or X-rays. Much 
controversy has arisen in some localities 
concerning the extent to which these 
additional services should be supplied. 
The question of the border-line between 
hospital care and medical service has 
been raised by medical societies in some 
cases. 
Plans Vary in States 


Varying legislation exists in the dif- 
ferent states regarding these programs, 
said Commissioner Hunt. In some states 
there are no specific statutes regulating 
the plans and subscriptions are issued 
directly by hospitals. In other states the 
plans may be operated by mutual insur- 
ance companies formed for the purpose. 
Still other states, such as New York and 
Pennsylvania, confine the operation of 
the plans to strictly non-profit com- 
munity corporations expressly organized 
for the purpose and subject to all the 
requirements of philanthropic non-profit 
corporations as well as to special legis- 
lation. 

In Pennsylvania the application for 
charter is submitted by the court to the 
Insurance Department for approval or 
disapproval and then is returned after 
investigation with the recommendation of 
the Department. If the application is not 


—=: 


approved the charter may not be issued, 
If the application is approved the issue 
of the charter remains discretionary with 
the court. Seven such applications have 
been approved in Pennsylvania. In one 
instance, in Philadelphia, the court has 
withheld issue of the charter because of 
objections entered by medical organiza- 
tions. 

The Pennsylvania Department has set 
as its requirements for such plans that 
they cover a sufficiently large area to 
justify their public usefulness and to in- 
sure their actuarial soundness. A guar- 
anty fund equal to at least half of the 
proposed expense budget for the first 
year is required. This fund comes usual- 
ly from community funds, private foun- 
dations or similar sources. 

The Department is in favor of sub- 
scribers’ contracts that extend the wid- 
est possible benefits to the subscriber but 
these, of course, vary somewhat accord- 
ing to local conditions and the practices 
of hospitals in the various districts. 

Most of the contracts include care of 
dependents at a reduced rate. Some of 
the corporations accept individual sub- 
scribers while others limit their mem- 
bership to employed groups. 

Every effort is made by the Pennsyl- 
vania Department, which is the supervis- 
ing authority under the statutes, to elimi- 
nate promotional features in these plans, 
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An EASY WAY to Get 
a “Low Rent” Thrill 


Is there a Life Insurance Company Executive in New York City 
who wouldn’t sit up and take notice if he found he could rent 
agency or branch offices on downtown Broadway—3,500 square 


feet of second floor space at $1 per foot. 


This is a bargain not easily duplicated, and it is to be found 
in The O. B. Potter Building at 314 Broadway waiting for an 
October 1 rental. I feel sure that life insurance executives in- 
terested in QUALITY space at ECONOMY rent will investigate 
at once the following facts about this rental: 

1. The building, ideal for agency headquarters or a 


downtown branch office, is located at 314 Broadway (near City 
Hall). It was constructed in 1935. 


2. Offices, light and sunny, never occupied, face on 
Broadway, second floor, no elevator service necessary. 


3. Your own name or the company’s on the windows, 
thus giving you benefit of additional advertising. 


4. Lease will be arranged for a reasonable term of years. 


Why not investigate this rental opportunity at once! In- 
spection of the premises can be arranged at any time through 
C. W. Gibson, vice-president in charge of leasing, REctor 2-0213. 


Eugene W. Potter, President 


THE 0. B. POTTER PROPERTIES, INC. 
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neil National To 
Hold Meeting in West 


STRONG PROGRAM COMPLETED 





Wide Range of Subjects Suggested By 
Agents for Three-Day Meeting 
at Coronado Beach 





More than 100 agents and a home of- 
fice delegation of the Lincoln National 
Life will attend the company’s western 
regional convention at Coronado Beach, 
Cal., June 22, 23 and 24. The home of- 
fice group will include A. F. Hall, presi- 
dent; A. J. McAndless, executive vice- 
president; A. L. Dern, vice-president 
and director of agencies; R. F. Baird, 
vice-president and general counsel; C. 
F. Cross, second vice-president and 
manager of agencies; Dr. W. E. Thorn- 
ton, second vice-president and medical 
director; J. J. Klingenberger, agency 
secretary; W. T. Plogsterth, director of 
field service; F. W. Gale, superintendent 
of agencies, and W. C. Brudi, agency 
auditor. 

The program has been built around 
subjects suggested by the field men them- 
selves and most of it will be conducted 
on a round table basis. Vice-President 
Dern will open the meeting and outline 
plans for the company’s “Boost for the 
Billion” campaign. Executive Vice- 
President A. J. McAndless will discuss 
“Current Problems and the Outlook for 
Our Business.” 

Other speakers and discussion leaders on the 
opening day will be O. D. Douglas, San_An- 
tonio; J. W. Baker, Port Neches, Texas; G. B. 
Schwieger, Portland, Ore.; N. C. Oberholtzer, 
Tyler, Texas; E. O’Hearn, Jr., San Antonio; 
H. F. Sleeper, San Francisco; A. K. Under- 
wood, Denver; R. W. Fowler, San Francisco; 

Marsh, San Diego; E. S. Hurst, Jr., 
Dallas; C. J. Beisang, Sacramento, and C. F. 
Hanson, Houston. 

Second Day Program 


On the second day John W. Yates, Los An- 
geles general agent, Massachusetts Mutual, will 
speak. Other speakers and discussion leaders 
will be G. B. Schwieger, Portland; C. F. Han- 
son, Houston; C. L. Forman, Long Beach; F. 
J. Kinane, Austin, Texas; R. W. Fowler, San 
Francisco; C. B. Rittenberry, Amarillo; E. H. 
Small, Seattle; J. F. Hackman, Los Angeles; 
J. L. Lawrence, San Antonio; J. A. Stein, San 
Antonio; L. L. Watson of California; R. B. 
Freeman, Abilene; J. Bryan Stratton, Houston; 
L. K. Newfield, Oakland. 


President Arthur F. Hall will speak at 
the dinner June 23 and C. H. Lee, Sacra- 
mento, Friday morning. P. W. Aurell, 
Phoenix, will act as Professor Quiz and 
P. H. Webber will be chairman of the 
round table summary. 





SOUTHERN CAL. DOING WELL 


Manager Trueblood of Union Central 
Life Reports Five Months’ Record 
Ahead of Last Year 
Mark S. Trueblood, Los Angeles, 
Southern California agency manager 
Union Central Life, reports five months’ 
paid business 12.7% ahead of the same 
period last year. Paid business in May 
totaled $314,272 in twenty-four cases. 
This business came from seventeen in- 
dividuals of whom thirteen are full time 
agents and four operate on a part time 
or brokerage basis. Full time men ac- 
counted for over 75% of the total busi- 
ness. The average business per agent 
figured practically $18,500 for the month 
and the average policy was just under 


$13,000. 








COMPANY RECEIVER SOUGHT 
Failure of the Michigan Department 
to obtain advantageous offers for rein- 
surance of the Roman Standard Life, 
Manistee, has brought a departmental 
petition for designation of a receiver for 
the company. Judge Carr of Ingham 
County Circuit Court set June 14 for 
hearing on an order to show cause why 
a receiver should not be named. 





MYRICK’S OFFICE WRITINGS 
Julian S. Myrick, New York, mana- 
ger Mutual Life, reports paid business 
ot his office in May $1,281,588 compared 
With $2,115,558 in May. 1937. For the 
year total paid was $8,107,749 compared 
bes $12,092,666 for the same period in 
37. 





W.R. Bonner New President 
77th Division Ass’n, Inc. 


WILLIAM R. BONNER 


William R. Bonner, assistant manager, 
life department, Stewart, Hencken & 
Will, Inc., general agents, Prudential in 
New York, has been honored by election 
to the presidency of the Seventy-seventh 
Division Association, Inc., an organiza- 
tion of World War veterans who served 
in the Seventy-seventh Division, and was 
installed into office June 10 at the an- 
nual meeting of its board of directors. 
Mr. Bonner, well known in military cir- 
cles, was one of the organizers of In- 
surance Post No. 1081, American Legion, 
New York, a past commander of that 
post, and member of several committees 
of the Legion county organization. He 
was a sergeant during the World War. 
Several prominent insurance men are 
on the Seventy-seventh Division Asso- 
ciation’s board including Thomas J. 
Hogan, president T. J. Hogan Agency; 
T. A. Kielty, Farjeon, Ballin & Co., in- 
surance brokers, and W. H. Carpenter, 
also a broker. 


GETS RAILROAD FRANCHISE 








Lincoln National Will Operate Salary 
Savings Plan Among 22,000 Rock 
Island Employes 
The Lincoln National Life has been 
awarded the salary savings franchise on 
the Rock Island Railroad. It covers 
approximately 22,000 employes in four- 
teen states. This franchise was closed 
by Jonas S. Touchstone, railroad salary 
savings specialist of the Lincoln Na- 
tional. Active solicitation of the em- 
ployes of the Rock Island in Chicago is 

already under way. 


CAMPAIGN HONORING MALONEY 


The agency force of the Philadelphia 
Life is honoring President Clifton Ma- 
loney on his sixty-sixth birthday anni- 
versary with a special campaign during 
June. Ninety-four agents and_ their 
wives had President Maloney as their 
guest at a dinner-meeting in Philadel- 
phia June 7 marking the first stage of 
the campaign. Reports were that total 
written business was 10% greater than 
at the same time during President’s 
Month last year. Director of Agencies 
E. R. Hurst reported paid business in 
May 23% greater than in May, 1937. 
Business for five months shows an in- 
crease of 36% over 1937. 








DINNER TO F. D. STRUDELL 

General agents in St. Louis for about 
twenty-five life companies attended a 
dinner given May 25 to pay tribute to 
Fred D. Strudell, former co-general agent 
for the Northwestern National. who has 
been elected a vice-president of the Cen- 
tral States Life. The dinner was given 
by Alfred Fairbank, president of Cen- 
tral States Life. 
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Back of the Mutual,Benefit man stands a home 
office with a proved ability to cooperate in the draft- 
ing of even minute details of an individual life plan. 
Back of him also stands a record of stability and fair 


dealing—a record of sound protection and liberal 





treatment. The Mutual Benefit has always been 


more liberal than any insurance law required. Of 


its own volition the Mutual Benefit pioneered the 
Principle of Retroaction, which extends so far as 
possible all new benefits to old policies, making i 


them in effect as modern as the newest. 














The Mutual Benefit 


LIFE INSURANCE COMPANY 
Newark, New Jersey 





























THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
insurance. Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 
A POLICY FOR EVERY PURSE AND PURPOSE 
Basil S. Walsh John J. Gallagher 


President Treasurer 


PHILADELPHIA, PENNA. 








Bernard L. Connor 
Secretary 


INDEPENDENCE SQUARE 








° OPEN TERRITORY 
In Michigan, Ohio, Indiana and Illinois. 


FOR MEN WHO CAN PRODUCE 
AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


PHILADELPHIA LIFE INSURANCE COMPANY 
Philadelphia, Pennsylvania 











SINGLETON LEFT $1,500,000 
The estate of Marvin E. Singleton, one 
time president of the old Missouri State 
Life who died January 29, is valued at 


$1,528,913 according to an inventory filed 
with the probate court in St. Louis. At 
one time Mr. Singleton was reputed to 
be worth $5,000,000. 
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Louis Cerf President 
New York Association 

YOUNGMAN PRESENTS REPORT 

Diederich Ward, H. H. Wilson, Ben 


Alk, S, Samuel Wolfson Other Offi- 
cers; Gift to Elles M. Derby 





Louis A. Cerf, Jr., manager, Fidelity 
Mutual Life, was elected president of 
the Life Underwriters Association of 
New York City by a unanimous ballot 
at the annual meeting on Tuesday. 
Arthur V. Youngman, retiring president, 





LOUIS A. CERF, JR. 


presented his annual report to the asso- 
ciation covering the many activities dur- 
ing his administration and indicating 
that financially the association shows a 
net operating profit of $3,100 for the 
fiscal year. : ; 

On behalf of the association, President 
Youngman presented two leather travel- 
ing bags to Elies M. Derby, who recently 
resigned after six years as executive 
secretary of the Life Underwriters As- 
sociation of New York City to become 
general manager of the Fifth Avenue 
Association. Mr. Derby was a guest at 
the head table. 

Other Officers Elected 

Vice-presidents elected at the annual 
meeting were Diederich H. Ward, 
Union Central, administration; Horace 
H. Wilson, Equitable Society, public re- 
lations, and Benjamin Alk, Penn Mu- 
tual, education. The new treasurer is 
S. Samuel Wolfson of the Berkshire. 
Directors elected were these: 

For a term expiring in 1939: F. Ellsworth 
Baker, National Life of Vermont; Charles E. 
Bartlett, Metropolitan; Alan A. Fishkin, Guar- 
dian; John P. Jannotta, Massachusetts Mutual; 
Elias Klein, Travelers; Guy Lyman, Aetna 
Life; John T. Powers, Prudential. 

For a term expiring in 1940: J. M. T. Bill- 
son, Aetna Life; Albert Hopkins, Penn Mu- 
tual; Beatrice Jones, Equitable Society; I. 
‘ st'n Kelly C11. Phoenix Mutveal: W. F. Mc- 
Martin, Northwestern Mutual; Lloyd Patterson, 
Massachusetts Mutual; W. Halsey Wood, Equit- 


able Society. 
For a_ term = og in 1941: Robert H. 
a 


Denny, State Mutual; rper R. Dowell, New 
England Mutual; William J. Dunsmore, Equit- 
able Society; T. H. Hodgkinson, New England 
Mutual; Minott A. Osborn, Mutual Life of New 
York; C. Lamont Post, independent, and Rob- 
ert B. Skillings, Home Life of New York. 

A round of applause greeted the intro- 
duction of Beatrice Jones as the first 
woman to serve on the board of direc- 
tors of the New York City association. 
Robert B, Skillings, chairman of the 
committee which drew up the revised 
constitution under which the association 
is now operating, has been recommended 
for chairman of the board. 


GREAT-WEST LIFE APPOINTMENT 

After some years of service with the 
company at Victoria and at Vancouver, 
B. C., A. J. Marling has been appointed 
district manager for the Great-West Life 
Assurance Co. at Sudbury, Ont. 








Sales Methods Based on Prestige 
Bring Results for M. M. Matusoff 


Addressing the Life Underwriters As- 
sociation of New York City at its annual 
meeting on Tuesday, M. M. Matusoff of 
Cleveland, leading producer for the Mu- 
tual Benefit in 1937, said that one of the 


big reasons why life insurance is hard 
to sell is because the agent does not 
have sufficient prestige with the prospec- 
tive buyer to warrant the buyer’s giving 
the agent an opportunity to tell his 
story. He puts the emphasis on doing 
something for the prospect rather than 
doing something to him. In part Mr. 
Matusoff said: 


“I am satisfied that no one can deny 
the claim that our product has proved 
itself beyond any reasonable doubt to 
be the one investment that will do the 
precise thing any person wants it to do 
ut the exact time it must be done. Other 
investments, such as stocks, bonds and 
real estate, do not meet the test when 
the depression comes or when the head 
of the family is taken away. Yet it is 
at these very times that life insurance 
will do the job—even better in times of 
depression than during good times, since 
the dollar paid out by the insurance com- 
pany during a depression will purchase 
more for the family than the same dol- 
lar during prosperity. 

“Now let us look at the claim that I 
am making—that we do not have pres- 
tige as salesmen, that the business does 
not have the professional reputation that 
it deserves. This is true because 
throughout the years we salesmen have 
been doing something to the buyer in- 
stead of for the buyer. We have been 
forcing ourselves upon him and using 
contests, age changes, etc., as reasons 
for the purchase of additional insurance 
rather than following an intelligent plan 
after determining his specific needs. Over 


a period of years this practice has been 
injurious to the business as a whole. 

“All the business I have written has 
been developed through building pres- 
tige for myself and my sincere slogan 
is service first and sales later.” 


Does Not Ask for Policies 


After explaining his method of mak- 
ing a telephone appointment and giving 
a simple approach designed to impress 
his prospect with a willingness to do 
something for him rather than to him, 
Mr. Matusoff continued: 


“The average underwriter that I know, 
and I also did it, would go in and ask 
the man for his policies so that he could 
make an analysis. The thing that, in 
my opinion, is wrong with this system, 
unless the man offers to give you the 
policies, is that you are attempting to 
get something from him. Most men 
hold on to their policies for dear life 
and think that if they give you their 
policies, they are giving up something of 
importance and that you are doing some- 
thing to them by taking the policies from 
them. Then too, it is such a routine 
request now to ask a man for his policies 
that they know immediately that you 
are attempting to obligate them to do 
business with you. Isn’t it much easier 
to go in and make an effort to get some 
information and agree to do something 
for the man—to give him helpful infor- 
mation—and thus build prestige, so that 
when you return with the information 
which you agreed to give him the door 
will be open for a comfortable discus- 
sion and an opportunity to sell yourself, 
which will give the chance you are seek- 
ing to create the need for an additional 
purchase? 

“It has been my experience that the 


(Continued on Next Page) 
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All-Year-Round 
Sales Appeal 


Quality Accident 
Insurance 


In the past few weeks the 
need for accident and health 
insurance has been stressed as 
never before. A. & H. Week 
gave the line a big impetus 
and the interest is being sus- 
tained. 


The PREFERRED ACCI- 
DENT’S 55th Anniversary Pol- 
icy is unusually attractive to 
applicants who may qualify, 
and it contains many liberal 
features at a low premium cost. 
It is one of many accident poli- 
cies issued by this company of- 
fering exceptional opportuni- 
ties to the 


LIFE INSURANCE AGENT 


not afraid to talk 
accident insurance during his 
interviews. 


who is 


These policies are backed by 
a casualty company that has 
specialized in offering quality 
accident insurance to preferred 
classes of risks for more than 
fifty years. 


Accident insurance is the 
easiest form of insurance to 
sell. Everyone is a prospect, 
daily newspapers are full of 
leads, the demand is increas- 
ing and April’s Accident & 
Health Week observance cen- 
ters the attention of the nation 
on this line. 


You might as well capital- 
ize on this form of insurance 
as you go along. If you don't 
someone else will. 


Send for complete details on our 
accident policies and direct agency 
contracts. 


The 
PREFERRED ACCIDENT 


Insurance Company of New York 
New York, N. Y. 


80 Maiden Lane 
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1,150 ‘Take Examinations 
For C.L.U. Designation 


1s GAIN OVER LAST HIGH 


; ty-Eight Different Colleges And 
wea Tee Take Part; Dean 
McCahan Makes Report 








Approximately 1,150 underwriters took 
the twelfth series of the Chartered Life 
Underwriter (C.L. U.) examinations 
which were held from June 9 to 11 at 
seventy-eight different colleges and uni- 
yersities. This represents a 15% in- 
crease over the highest number pre- 
viously appearing for examinations. The 
examinations were conducted regionally, 
centers having been established at ac- 
cessible points located in_ thirty-seven 
states, the District of Columbia and 
Hawaii. The report was made this 
week by David McCahan, dean of the 
American College of Life Underwriters. 
The Chartered Life Underwriter ex- 
aminations are given in five parts: Part 
| dealing with the economics and prin- 
ciples and practices of life insurance; 
Part II with the principles and psy- 
| chology of life insurance salesmanship ; 
Part III with economic problems, gov- 
ernment and sociology; Part IV with 
commercial and insurance law, the law 
| of wills, trusts and estates, and taxation ; 
and Part V with corporation finance, 
| banking and credit and investments. 

In addition the American College con- 
ducts examinations in Life Insurance 
' Agency Management. These are divided 
| into two sections: Section A covering 
the subject of business administration 
' and Section B the subject of sales ad- 
| ministration. 


Sales Methods 


(Continued from Page 14) 


underwriter should never make a recom- 
| mendation for a purchase when setting 
| up this program. The man of his own 
' accord will usually say that his family 
cannot exist even close to the standard 
| of living to which they are accustomed 
on the income derived from the amount 
of insurance he has. My answer to that 
is, ‘That is up to you, Mr. Youngman. 
' You told me when I came in here that 
you are not in the market for additional 
life insurance and I have reason to be- 
lieve that you are not. I told you that 
I would not urge the purchase of life in- 
surance and I am going to keep my 
' word. From what you told me, I can 
» plainly see that you cannot afford an 
| additional expenditure at this time.’ Most 
men are very proud and hate to be told 
| that they can’t do anything, and I can 
» cite many cases in which the men, of 
| their own volition, have said, ‘My con- 
| dition is not bad. I think I possibly 
| could increase my insurance somewhat 
in order to augment the return to my 
| family as I don’t feel that I can leave 
them in this position’.” 

In closing, Mr. Matusoff said that he 
does not confine his methods to large 
buyers. It is his belief that the success 
| of the life insurance business and of the 
individual producer depends almost 
wholly upon the average buyer, the man 
earning from $150 to $300 a month. He 
declared: “The truth of the matter is 
that this Mr. Average Buyer if we would 
give him the service, if we would make 
a little plan for his wife and his children 
and for his old age, would be far more 
appreciative of this service than the big 
buyer.” He pointed out too that the 
averace buyer’s whole future and the 
Security of his family depend on some 
‘te underwriter setting up a program 
for him which will provide for them if 
he should die too soon or live too long. 








; SUN LIFE DIVIDEND 
a The Sun Life of Canada has declared 
€ regular quarterly dividend of $3.75 


oe on the capital stock, payable 





Meyer Goldstein Makes 
Agency Appointments 


KAYTON EDUCATION DIRECTOR 





Louis B. Bloom Joins Agency; R. J. 
Pickard Becomes Brokerage Super- 
visor in Expansion Program 





Meyer M. Goldstein, recently appoint- 
ed general agent for the Connecticut 
Mutual Life at 11 West Forty-second 
Street, New York City, succeeding Wil- 
lard Regan, has already launched on an 
expansion program, part of which is the 


Credit Saks 
JOHN H. KAYTON 


appointment of three experienced men 
two of whom will handle divisions of the 
agency work. 

Louis B. Bloom, who has been asso- 
ciated with Mr. Goldstein for several 
years, is a life member of the Million 
Dollar Round Table, having been one 
of the leading underwriters of life in- 


Credit Saks 
RUDOLPH J. PICKARD 


surance in the United States for many 


years. He will continue to devote his 
time to personal production. 

John H, Kayton becomes educational 
director. He has also been associated 
with Mr. Goldstein for several years and 
is thoroughly versed in programming, 
auditing and estate analysis service. 

Rudolph J. Pickard becomes a broker- 
age supervisor. He has a thorough un- 
derstanding of the technique of ad- 
vanced underwriting and estate analysis 
and has spent many years in supervisory 
and management work in general agen- 
cies. At one time he was in the trust 
department, Chase National Bank. 








June 5, 1851... 


The United States Life, born an American company, 
clung to the Union during the War keynoted by 
“Uncle Tom’s Cabin” ... but set aside a ‘Southern 
Fund” to protect the rights of policyholders on the 
other side. During its 88 years of service nothing 
has been held more important than keeping faith with 
policyholders. Today its world-wide, continuing ser- 
vice is making American life insurance available 
everywhere; opens to agents the rich prospect field of 
foreigners here, of Americans abroad. A complete 
line of sound, guaranteed cost contracts. 


Write for booklet ‘‘New Horizons.’’ 


Subscribers of the “National THE UNITED STATES LIFE 


Era’’ read with morbid interest 


the first installment of “Uncle INSURANCE COMPANY 


Tom's Cabin’’ — Mrs. Stowe’s 
novel which crystallized Northern IN THE CITY OF NEW YORK 


public epinion against slavery. 101 Fifth Avenue New York, N. Y. 
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Since 18650 




















A Record of Achievement 


Since 1847, the Canada Life has paid to or 
accumulated for policy owners, annuitants 
and beneficiaries, more than $650 millions— 
over $50 millions more than it has received 
in premiums. 


Approximately 700,000 policy contracts 
have been written by the Company since the 
first policy was issued in 1847. 


Dividends to policy owners have been de- 
clared for every year without exception 
over the past 89 years. The total amounts 
to 74.2% of the Company’s total death 
claims paid to date. 


The | bs 
anada Life 


Established - 1847 


49 YEARS IN THE UNITED STATES 
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of the company, the policyholders, the 
beneficiaries, and the employes. The 
premium that is paid is calculated on 
the basis prescribed by law, and to that 
is added an amount to provide for the 
cost of doing business. This expense al- 
lowance is limited in both directions. The 
New York law provides that it cannot be 
too big, and the Wisconsin law provides 
that it cannot be too small. The cost 
of selling is also limited by law, so that 
the salesman cannot be overpaid. The 
total expenses of the company are like- 
wise limited so that the employes, in- 
cluding officers, cannot be overpaid in 
relation to the business done. 

“What good would it do any company, 
therefore, to juggle premium rates or 
expenses when such conditions exist? It 
just isn’t common sense, and did you 
ever hear one of these critics tell the 
public that expenses were so limited? On 
the contrary, they leave the impression 
that the company—which they fail to 
realize is the policyholders’ and not the 
officers’-—benefits in some way by what 
they call “overcharges.” If the company 
is making large profits, then the policy- 
holder must get the benefit. He is the 
only person to whom such profits can 
go, and the same thing applies to all the 
other mythical profits imagined by the 
critic, such as the alleged profits from 
surrenders and lapses. 


The Mortality Table 


“We hear a great deal about the ‘out 
of date’ mortality table, and, omitting 
for the moment the legal limitations, 
which at present in general require the 
use of the old American Table, is it not 
obvious that any mortality table that is 
to be used for life insurance calculations 
must be safe beyond any question? Such 
a table must provide for the years of 
epidemic as well as for the good years. 
It must reflect safety not only at one 
period of life, but at all periods. 

“One would think to hear all the 
clamor and the shouting that the poor 
old American Table was far out of line. 
The facts are, however, that at the 
higher ages and as applied to policies of 
large amounts, the actual mortality ex- 
perienced has been higher than the ex- 
perience shown by the old American 
Table. The last time the Insurance 
Commissioners investigated this subject 
they came to the conclusion that it was 
a good yardstick on the whole, and 
voted 28 to 4 for its retention. A new 
table might produce lower premiums, but 
it would not change the net cost of in- 


surance to the policyholder in a mutual 
company, because he is paying no more 
than the actual cost of insurance, not the 
rate according to any table, new or old. 

“A table which provides a safe mar- 
gin means that the net cost of insurance 
can be adjusted through the dividend 
schedule so that everyone, young and 
old, will receive equitable treatment in 
relation to one another. The margin of 
safety under a table based on actual mod- 
ern experience would be so small that 
other sources of safety would have to be 
provided. Take the situation today where 
3% is the legal minimum rate of interest 
upon which reserves may be calculated. 
We cannot get much safety margin over 
that rate in these times. ‘The other day 
I saw a table of premium rates based on 
the new American Men Table with a 
slightly lower interest rate—in order to 
provide the necessary margin—and these 
premiums were almost identical with that 
very company’s present 3% old Ameri- 
can Table premiums. 

“A change to a new mortality table of 
itself will never affect the cost of insur- 
ance to the policyholder in a mutual 
company. ‘he mortality table is only a 
measure of the outside range of the rate 
and does not establish the final net cost 
of the insurance. The only payment that 
could ever be affected would be the first 
premium, which, under a new table, 
might at some ages be lower than the 
present premium. Never forget that the 
primary purpose of the mortality table 
is to provide safety with certainty. The 
mortality table is the basis of the re- 
serves for the payment of death claims, 
and not the basis of the actual net pay- 
ments to be made by the policyholders. 


Cost of Insurance 


“Perhaps the most interesting aspect 
of the suggested remedies for the so- 
called high cost of insurance is that they 
do not themselves meet the very issue 
that they raise. The proposition usually 
offered is to switch from the present 
plan of insurance to some other kind on 
a lower premium unit basis, and coupled 
with this make an independent invest- 
ment at some high rate of interest of 
the difference in premiums. On that 
very basis government bonds and mort- 
gage loans are all “too expensive” in- 
vestments, because if you cash all or a 
part of your government bonds and in- 
vest the balance at 6% or some such 
rate then, on the assumption—and a 
sadly incorrect and impracticable one it 
is—that you can continue to earn such 
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a high yield for an indefinite period, you 
certainly will have more dollars than if 
you had held your high grade bonds. 
Under such a ‘remedy’ no one should 
ever buy anything but high interest rate 
securities, and the adoption of that line 
of action leads only to absurdity and 
regret. 

“Changing from one plan of insurance 
to another cannot affect the cost of in- 
surance any more than the purchase of 
a chair instead of a table affects the 
unit cost of the service of either article. 
If you buy $1,000 of insurance, then no 
matter how you pay for it, you are go- 
ing to pay an equivalent sum. You get 
just $1 worth of insurance for $1, no 
more and no less, There is no getting 
away from that. The so-called adviser 
will tell you that by taking the Ordinary 
life contract you are paying for more in- 
surance than you are getting, because, if 
you die, you lose your reserve. That 
this is not the case can be very readily 
proven by an analysis of the Ordinary 
life contract. The policyholder is at no 
time, not even in the first year, paying 
for a full $1,000 of insurance. The 
amount of insurance for which he actual- 
ly pays is the difference between the 
face value of the contract and the re- 
serve under the policy. The payment of 
the full sum insured at death is made 
up of the return to the policyholder’s 
beneficiary of the reserve under the con- 
tract together with such an amount of 
Term insurance as will increase that re- 
serve to $1,000. For example, in the 
tenth year of an Ordinary life policy 
taken at age 40, the insured pays dur- 
ing that year for only $823 of insurance. 
If he should die at the end of that 
year, the return to his beneficiary con- 
sists of the tenth year reserve of $177 
together with the insurance purchased 
$823, making $1,000 in all. When we 
examine the type of insurance that is to 
be substituted for the original plan, we 
find that it generally is ‘Renewable Term 
Insurance,’ and Renewable Term insur- 
ance is, by its very nature and by rea- 
son of the option to stay in or get out, 
bound to cost more dollars than perma- 
nent insurance. 

“It is obvious that if you buy any 
contract giving you the right to renew 
at your option, then every time you 
exercise that option you review the sit- 
uation carefully. In life insurance this 
means that many people in good health 
will discontinue their contracts, and thus 
lower the average health of the group. 
That again can only have one result—a 
high unit cost of insurance, because 
an additional charge is, and has to be 
included in the premium to allow for 
this option. In addition to this, the cost 
of issuing such contracts must be rela- 
tively higher than the cost of issuing the 
standard forms, because during the early 
years the unit premium per $1,000 be- 
ing less than the Ordinary life premium, 
and much of the expense of issue and 
maintenance being independent of the 
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amount of the premium, the resulting 
addition for such expense of operation j. 
necessarily proportionately higher. 

“Every reputable company issuing 
Yearly Renewable Term _ insurance 
there are nine as far as I know, by 
only three licensed in New York State— 
requires that after a certain time the jp. 
surance must be changed to a perma. 
nent plan. Is that not in itself the 
best of evidence that in the long ry 
Term insurance is just not the answer 
to real low cost insurance? Renewable 
Term insurance involves a smaller jm. 
mediate investment of dollars, no doyb 
about that. Renewable Term insurang 
will cost less if you die soon, no doubt 
about that either, but if we knew whey 
we were going to die, there would be no 
need of life insurance. It is the elemen 
of uncertainty of the time of our dying 
that makes all the difference in the 
world.” 


MRS. HARDY ONE OF SPEAKERS 


Starting cold in a new town a woman 
agent of the Massachusetts Mutual Life 
made a distinct success last year and 
she was invited to tell about it before 
the Massachusetts Mutual Agents Asso- 
ciation which met at Swampscott last 
week. This woman is Romola D. Hardy, 
Greensboro, who moved to Charlotte 
N. C., and came under the leadership of 
Alvin T. Haley, general agent at Greens. 
boro, whose dynamic personality and 
training methods have produced many 
successful agents. 4 

Mrs. Hardy had previously been with 
the company in another city but had only 
moderate success until she concentrated 
on Massachusetts Mutual service and 
methods. General Agent Haley is of the 
opinion that Mrs. Hardy is going places. 


DAVIS TALKS ON TARGETS 

Tracy E. Davis of Atlanta spoke to 
the Massachusetts Mutual agents’ con- 
vention on the subject of “Targets.” In 
life insurance, he said, a man sets up 
his own targets and the success or failure 
of one’s attainments of these marks is 
the gauge of his abilities. 


PROSPECTS PEJEAU’S SUBJECT 
Selling life insurance is the job of 
learning to like people and of making 
people like you, Clarence E. Pejeau of 
Cleveland told agents of the Massachu- 
setts Mutual at Swampscott, “It is fur- 
thermore,” he continued, “a job of ac- 
tion, getting decisions from people who 
prefer not to make decisions.” 
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A Formula That Keeps His Current 
Production Up Given by Van Cleve 


After thorough self-analysis of his sell- 
ing processes H. R. Van Cleve, Los An- 
geles, developed a formula for keeping 
his production from slumping which he 
described before the Massachusetts Mu- 
tual agents’ convention at Swampscott 
last week. In Mr. Van Cleve’s formula, 
which is I=NxExB, the I stands for his 
personal income which in the formula 
equals the product of the number of the 
people he contacts, effectiveness in sell- 
ing and the buying power of his average 
prospect. He found that every idea 
about successful life insurance selling 
came under one of these three heads. 
Continuing, Mr. Van Cleve said: 

What Doubles Income 


“Starting with a given income, I could 
double it by doubling any one of the 
three factors. I could double my income 
by seeing twice as many people, or by 
seeing the same number twice as effec- 
tively, or by seeing the same number in 
the same old way, if by better selection 
they could afford to buy twice as much. 

hen came a startling thought. If I 
could double all three factors I would 
multiply my income by eight. 

“Next came the question, ‘Where 
should I start?’ Fortunately I had kept 
a pretty good set of work records. I 
knew, for instance, that in spite of many 
past resolves to ‘see more people’ I had 
rather consistently written between forty 
and sixty lives a year. I was afraid that 
merely a fresh plan to see more people 
would go the way of all flesh, so I de- 
cided to ’tend to ‘N’ later on. I also 
knew that my average case had for 
several years fluctuated between 5,000 
and 8,000. My business was coming 
mostly from old policyholders and the 
triends they sent me to. This was the 


bottom of a depression. I frankly con- 
fessed to myself that I didn’t like cold 
canvass, and that if I were to double 
the size of my average case, it would 
probably be through consciously but 
gradually eliminating calls in the lower 
income brackets and cultivating the con- 
fidence and cooperation of such of my 


Retiring 
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St. Louis 
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Swampscott Meeting 


clients as were able to refer me to execu- increase 


tives, proprietors and successful profes- 
sional men. This would have to be a 
slow process and what I wanted was 
some immediate tangible results. So I 
also decided to ’tend to ‘B’ later on. 
Analyzed His Business 


“This left me ‘E.’? How could I increase 
my effectiveness? Again I turned to my 
records, and found that during the pre- 
ceding two years I had been able to do 
business with one out of every seven 
contacts. My problem therefore, was to 


Incoming 
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San Francisco 
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this closing ratio. My first 
step was to take the list of every con- 
tact I had made and set down as best [ 
could, opposite each name the following 
information: 1. Age. 2. Approximate in- 
come. 3. Approximate worth. 4. Family 
status. 5. Source of the contact. 6. 
Subject of my interview. 

“The list was then divided into sales 
and flops. This is what developed. My 
closing ratio was above average between 
age 30 and 44; below average at the 
younger and older ages; above average 
in income brackets above $300 per 
month, average between $250 and $300, 
and below on incomes of less than $250. 
My effectiveness was far greater talk- 
ing to men whose principal source of 
income was earnings, than to those with 
large estates. I was above average talk- 
ing to family men with children, poor 
with single men and terrible with wom- 
en. I naturally found that my old policy- 
holders were easier to close than new 
contacts; next came friends and ac- 
quaintances; then strongly referred 
leads. Cold canvass names, leads with- 
out permission to disclose the source and 
transferred cases came in at about one 
case in thirty contacts. However, I did 
find a much larger average size case 
from referred leads than from old 
policyholders, which placed good re- 
ferred leads very definitely in the profit- 
able class. 

Two-Thirds on Family Income 

“Finally, I discovered that I was tre- 
mendously more effective in talking 
monthly income for family and retire- 
ment than any other type of coverage, 
such as inheritance tax, business, mort- 
gage or educational insurance. This last 
fact gave me food for thought and out 
of it came a major discovery. Approxi- 
mately two-thirds of my interviews had 
been based on family income. The rea- 
son I was more effective was because 


(Continued on Page 20) 
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Many General Agents Attend Pfoy He Uses the “Two Call” System 
With Success Told by Geo. Liebkeman 


Big Swampscott Convention 


Although the Swampscott meeting was 
a convention of the Agents Association 
of the Massachusetts Mutual Life a 
large number of general agents attended. 
Among those present were the follow- 
ing: William A. Baker, Albany; Harris 
I. Davis, Atlanta; Reuben U. Darby 
and John F. Davies, Baltimore; Harvey 
W. Bowles, Bangor; Stanley F. Marsh, 
Barre, Vt.; Charles S. Jones, Battle 
Creek; M. O. and D. O. Wilson, Bing- 
hamton; Frank W. Drake, Birmingham; 
Richard Blackmur and J. S. Braunig, 
Boston; H. B. Wendell, Brooklyn; 
Joseph B. and Laurence G. Thebaud, 
Buffalo; George H. Macdonald, Chat- 
tanooga. 

E. W. Hughes and John H. Dingle, 
Chicago; Irl B. Jackson, Cincinnati; 
Elmer W. Snyder, Cleveland; Fritz A. 
Lichtenberg, Columbus; Carl LeBuhn, 
Davenport; Harry L. Bimm, Dayton; 
Whitfield E. Lewis, Des Moines; George 
E. Lackey, Detroit; Harry M. Comins, 
Flint; Daniel H. Treleven, Grand Rapids; 
Alvin T. Haley, Greensboro; Millard B. 
King, Harrisburg; Orrin S. Spencer, 
Hartford; Gibson Lewis, Huntington; E. 
Leo Smith, Indianapolis; Charles L. 
Scott, Kansas City. 

Ernest M. Sawyer, La Salle; William 
H. Jaquith, Lawrence, Mass.; Lloyd B. 
Averett, Lexington; Henry K. Hill, 
Louisville; Kenneth W. Davis, Manches- 
ter, N. H.; C. C. Covalt, Mattoon, IIL; 
Frank Howland, Memphis; Arthur J. 
Butzen, Milwaukee; Frank T. McNally, 
Minneapolis; Emil J. Meyer, Mont- 
gomery; James S. Tupper, Nashville; 
Frank H, Lewis, Newark. 

Lawrence E. Simon and Donald C. 
Kéane, New York; Ernest Whitlock, 
Othaha; Clarence W. Reuling and Ken- 
ney E. Williamson, Peoria; Millard R. 
Orr, Philadelphia; Henry W. Abbott, 
Pittsburgh; Winthrop Winslow, Provi- 
dence; Jewel W. Tyson, Richmond; Ed- 
ward J. Schlitzer, Rochester; Anthony 
E. Veith and Ralph D. Lowenstein, St. 
Louis; William M. Becker, Jr., St. Paul; 
Edward A. Schafer, South Bend; Cory- 
don K. Litchard and Lovell H. Cook, 
Springfield, Mass.; Charles Schaff, 
Syracuse. 

Frank O. D. White, Toledo; Richard 
A. Hittson, Tulsa; Howard L. Wiley, 
Utica; John F. Cremen, Washington, D. 
C.; C. D. Kelley, Wheeling; Charles B. 
Heartfield, White Plains; Morris D. 
McCready, Wichita; Glenn B. Tiffany, 
Wilkes-Barre; George M. Duvall, 
Worcester, 





Newark Managers 


(Continued from Page 8) 


in this business and neglect the important 
job of recruiting.” Mr. Hill stressed also 
that recruiting is not just a job of induc- 
tion but one of induction into produc- 
tion. He said that it is the general 
agent’s or manager’s job to follow the 
progress of the new men and to keep 
them coming up in production from year 
to year. 

Opening his remarks with some com- 
ments on present trends, Mr. Hill said 
that even in these times some of the 
tough spots are having a swell job done 
in them. He cautioned the managers 
that a lot of the thinking the agents are 
doing these days is coming from the top 
and if ever there was a time for the 
managers and general agents to be close 
to their men, to have frequent talks with 
them, to keep their morale high, it is 
now. “Every company,” he said, “has 
agents and agencies in both rural and 
city territory that are still doing a good 
job. It’s the ones that are organized 
and are thinking straight that are out 
in front.” 

A few statements from his talk were 
these: That the average break-down of 
a general agent’s time should show about 
20% maximum for office routines, 60% 
maximum for present organization and 
20% minimum for new organization. That 
one of the most effective things to do 


Discussing strategy and tactics, George 
Liebkeman, Jr., Memphis, told the Mass- 
achusetts Mutual Agents Association at 
Swampscott last week that he uses the 
“two call” system, his first call being to 
get acquainted with the prospect and 
give him a visual sales talk. In this he 
stresses the point of getting acquainted, 
that he represents the Massachusetts 
Mutual and that he has ideas he wants 
to leave with the prospect. 

“T use the visual sales talk,” said Mr. 
Liebkeman, “because the nerve leading 
from the eye to the brain is twenty-two 
times stronger than the nerve leading 
from the ear to the brain. As I talk I 
write. I have found that every man has 
certain definite ambitions in mind; that 
he wants to save money during his pro- 
ductive years so he will have no finan- 
cial worries after he becomes too old to 
work. I get him to commit himself as 
to the age at which he wishes to retire 
and how much income he will need at 
his retirement age. Then it is my job 
to sell him on his present life insurance— 
that is, I explain to him that the life 
insurance which he now owns will pro- 
vide a guaranteed income for him when 
he is ready to retire. I do not hesitate 
to compare life insurance with other 
income producing properties such as 
stocks, bonds or real estate, because 
these properties are not guaranteed as 
to principal or income. 

“Through the purchase of life insur- 
ance it is possible to create a larger 


estate than by any other means. From 
two-thirds to three-fourths of a married 
man’s salary goes for the maintenance 
of his family, to provide food, shelter 
and clothing, and if there are children 
a portion of his salary is spent for ed- 
ucation. At this point I get the pros- 
pect to commit himself as to the re- 
quired amount of cash needed to pay 
his last expenses, debts and mortgages, 
if any; also the minimum amount of 
monthly income he would want his wife 
to receive. If there are children I ob- 
tain their ages and how much monthly 
income the prospect feels that his wife 
would need until those children are self- 
supporting. 

“Then I point out to the prospect that 
after the children are grown they will 
either be married or self-supporting and 
a reduced amount of monthly income 
from then on will be sufficient for his 
wife. Then I ask him for the names of 
the life insurance companies with which 
he is doing business and if he has double 
indemnity, waiver and annuity provisions 
and other features which are so impor- 
tant to safeguarding his interest and 
those of his beneficiaries. If he has the 
annuity feature I determine the amount 
of disability income he would receive 
from each company, whether or not it is 
the old clause that pays $10 per $1,000 
or the one that pays $5 per $1,000. By 
securing this information I know ex- 
actly how much insurance he has with 
each company.” 





Canadian Life Insurance Officers Meet 
(Continued from Page 10) 


three years.” Canadian legislative bodies 
had done something that in Great Brit- 
ain had never been done by reason of 
the inherent regard there for property 
rights, and that in the United States 
could not be done by reason of the 
constitution. “While the companies rec- 
ognize that their investments must be 
subject to ordinary business losses, yet 
they cannot be expected to withstand 
losses resulting from legislation enabling 
debtors generally to avoid their obliga- 
tions,” he concluded. 

Mr. Geddes then described, “with re- 
luctance,” the legislation of the Social 
Credit government of Alberta. “The 
credit of the Dominion and all its citi- 
zens in general and of the western 
provinces and their citizens in particular 
has been seriously impaired by acts of 
repudiation which have centered very 
largely in the Province of Alberta. A 
sharp turn in the direction of the ob- 
servation of contractual obligations is the 
only cure for the disease which today 
shows signs of undermining the whole 
structure of our social and economic or- 
der,” he said. 

Van Schaick’s Seminar Plan 

George S. Van Schaick, vice-president 
of the New York Life, and former su- 
perintendent of insurance of the State 
of New York, spoke on “A New Semi- 
nar for New Problems.” He recalled 
that as a supervisory official he had 
stressed the need for self-regulation if 
greater governmental control was to be 
avoided, and the need for understanding 
of common problems by company execu- 
tives and supervisory officials. Regard- 
ing the latter, he said: “From the stand- 





to improve an agency is to weed out the 
dead wood. That there are a lot of full- 
time part-timers in the business and too 
many part-time full-timers. That a rating 
chart doesn’t make it easy to select the 
successes but it does help to eliminate 
the failures. That better selection and 
a greater obligation to put the new men 
over is leading to greater production 
from fewer agents. 


point of government it was incompre- 
hensible that those who were mission- 
aries in the movement for facing the 
facts and the possibilities of loss and 
disaster should themselves be reluctant 
to face the facts which had to do with 
the practical administration of the so- 
cial service machinery which they had 
set up in the public interest.” He point- 
ed to the growth of public interest in 
life insurance, and to the responsibilities 
of directors and officers, urging that the 
business be conducted with exceptional 
clarity and openness. Insurance costs, 
possible evils in the agency system, re- 
spective interests of policyholders and 
management, were among questions 
which he cited as being thrown on the 
table for discussion, and which should 
not be lightly dealt with. Every com- 
pany might have a standing committee 
to consider how to improve life insur- 
ance and its administration, and from 
these might be developed a consultation 
table around which should sit the leaders 
of the life insurance thought of the 
world. This was his suggestion for a 
“new type of seminar.” 

Dr. Madge T. Macklin, assistant pro- 
fessor of histology and embryology, Uni- 
versity of Western Ontario, spoke on 
“The Relation of Heredity to Life In- 
surance,” tracing the hereditary aspects 
of certain diseases. 


American Guests 


At the evening banquet, Premier A. L. 
Macdonald of Nova Scotia, spoke on na- 
tional problems, emphasizing the need 
for honesty in public affairs. He ex- 
pressed the wish that we could have, in 
addition to life insurance, insurance 
against war, economic reverse, and dic- 
tatorship. HH. Napier Moore, editor of 
MacLean’s Magazine, Toronto, followed 
with a semi-humorous address which was 
highly appreciated. Chairman Geddes 
introduced the speakers, 

During the open sessions, Mr. Geddes 
called upon Col. C. B. Robbins, repre- 
senting the American Life Convention; 
Bruce Sheppard, representing the Life 
Presidents Association, and H. D. Mc- 
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F, J. Van Stralen President; 
Other Officers Elected 


F. J. Van Stralen, assistant generaj 
agent of the California agency of the 
Massachusetts Mutual Life, was elected 
president of the company’s Agents As. 
sociation at the annual convention jp 
Swampscott last week. Other officers 
chosen are Tracy E. Evans, Cincinnatj 
first vice-president; George Liebkeman, 
Jr.. Memphis, second vice-president: 
Fritz A. Lichtenberg, Columbus, secre. 
tary-treasurer. 

The executive committee includes jn 
addition to the officers H. B. Ruhl, De. 
troit; Frank Murphy, Peoria; A. J. Nuss- 
baum, Milwaukee; Allen B. Coffman 
Philadelphia, and George Galt, Spring. 
field, Mass, 

Mr. Van Stralen succeeds Anthony E, 
Veith, the retiring president and chair- 
man of the association’s forty-sixth an- 
nual convention. The incoming presi- 
dent, Mr. Van Stralen, is in charge of 
the San Francisco office of the Massa- 
chusetts Mutual’s California agency, 
headed by John W. Yates, general agent 
in Los Angeles. 

The Chartered Life Underwriter lunch- 
eon was an outstanding feature of the 
convention. Paul F. Clark, C.L.U., a di- 
rector of the American College of Life 
Underwriters, was the principal speaker, 
With seventy-seven C.L.U.’s, the Mas- 
sachusetts Mutual ranks third in this 
respect, and first in proportion to assets 
and insurance in force. 





Van Cleve Formula 


(Continued from Page 17) 
of practice. So under ‘E’ I wrote this, 
‘No underwriter ever reaches the maxi- 
mum of his capabilities until he has a 
definite “Sales Track” on which to run 
in from 75% to 90% of the cases he 
handles.’ By ‘Sales Track’ I mean the 
whole selling process from securing the 
prospect to completing the case. 

“So I started out to build a ‘Sales 
Track’ on which to run. In the light of 
the foregoing analysis of my effective- 
ness, I first set down a word picture of 
my ‘Sales Track Prospect.’ 1. Family 
head, age 30 to 50. 2. Minimum income 
—$300 per month, most of which is from 
personal earnings. 3. A man I know or 
to whom I have a card of introduction.” 





Nairn, Ontario Superintendent of In- 
surance, each of whom spoke briefly. 

. R. Smith, past-president of the 
association, explained a_ constitutional 
change which was designed to permit of 
the Canadian Association of Life Agency 
Officers becoming a part of the Canadian 
Life Insurance Officers Association with- 
out losing its identity. 

The committee reports presented on 
Thursday, and dealt with at the execu- 
tive sessions on Friday, covered legisla- 
tion, public health, institutional advertis- 
ing and other phases of the association's 
work. The executive committee’s report 
stated that there had been two resigna- 
tions but three additions, making the 
membership now forty-seven companies, 
representing 99.8% of the life insurance, 
other than fraternal, now in force in 
Canada. L. H. McVity resigned from 
the office of secretary during the year, 
being succeeded by Carman A. Naylor, 
formerly of the London Life, while J. 
A. Tuck was appointed legal assistant 
to R. Leighton Foster, general counsel 
of the association. 

Election of officers at Friday’s session 
resulted as follows: President, A. N. 
Mitchell, vice-president and _ general 
manager of the Canada Life Assurance 
Co.; first vice-president, A. P. Earle. 
president and general manager, Montreal 
Life; second vice-president, N. J. Lan- 
der, managing director, Continental Life 
Insurance Co., Toronto; honorary treas- 
urer, G. W. Bourke, actuary, Sun Life 
Assurance Co. G. W. Geddes will serve 
as past-president. 

The meeting included a golf game of 
Thursday afternoon at Sunningdale Golf 
Club, London. 
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THAT MAN AGAIN 


Roger Babson, who has been telling 
people through many business cycles 
what to do with their money and has 


had something less than a 1,000% bat- 


ting average, took on a rather large 


order of advice when he addressed the 
graduates of Babson Institute the other 
day. He told them not to get married 
in the present phase of the economic 
cycle, not to buy life insurance but to 
put their money in farms. We don’t 
know anything about the law of action 
and reaction, which is Mr. Babson’s pet 
thesis, but unless human nature has 
changed under the New Deal we think 
that the young graduates of Babson In- 
stitute will get married when the light- 
ning strikes, will buy life insurance be- 
cause common sense tells them to do so, 
and will steer clear of farms which have 
become largely a hobby for the rich, in 
the East at least. 





PUBLIC RELATIONS MATERIAL 


In connection with the intensified ef- 
forts in all parts of the country to de- 
velop thoroughly the public re- 
lations program of the stock fire insur- 
ance business agents, brokers and com- 
pany representatives who contact the 
public should not neglect to stress the 
work accomplished by the 
Laboratories, Inc., in cur- 


more 


important 
Underwriters’ 
tailing fire, and also many accident, haz- 
ards. Sponsored by the National Board 
of Fire Underwriters the Laboratories 
has for years been the testing ground 
for materials used in homes, mercantile 
establishments, factories and all other 
places where fires occur. The 
American public is being told every day 
by wholesalers and retail storekeepers 
that a wide variety of products and ma- 
terials bearing Underwriters’ Labora- 
tories labels is of high standard and fire 
resistive. 


may 


Additional recognition of the work of 
the Laboratories has come recently with 
approval by the American Standards As- 
sociation of the Laboratories’ tests for 
power-operated radio receiving appli- 
ances as an American standard. The 
twenty-five page pamphlet issued by the 
Laboratories is now being used in the 
examination, test and listing of radio 
receivers submitted for approval to the 
New York, Chicago and San Francisco 
testing stations. It consolidates many 


specifications which have been in force 
for some time but which had not here- 





tofore been brought together under one 
cover. 

Last month the Laboratories issued an 
invaluable book, incorporating in nearly 
400 pages the list of inspected electrical 
equipment. With fires resulting from 
electrical hazards taking a leading place 
among causes of all fires, this list, which 


is revised twice each year, is an impor- 


tant contribution to the never ceasing 
work of fire prevention. 
The fire council of the Laboratories 


will shortly réceive copies of the Labora- 
tories’ complete report on a fire test 
conducted May 23 on a new type solid 
concrete masonry unit wall designed by 
the Portland Cement Association. The 
report will recommend to the fire coun- 
cil members that a four-hour rating be 
given to the eight-inch thick wall which 
was subjected to fire, water and press- 
ure tests to determine its fire resistance 
and its suitability for use as fire division 
and party walls in multiple dwellings 
and industrial and commercial buildings. 
The council is expected to act on the 
recommendations of the report within 
ten days after its receipt. If the deci- 
sion is affirmative the rating will be one 
hour longer than has heretofore been 
given to any eight-inch concrete mason- 
ry unit wall. 

These three illustrations of the work 
of the Laboratories serve to show only 
a very small part of the broad program 
of that organization maintained by stock 
fire insurance companies. And what is 
being accomplished by the Laboratories 
is in turn only one of the many services 
rendered the public by fire insurance. 
Those who are really desirous of edu- 
cating buyers of protection on the value, 
security and service of stock company 
coverage can secure easily from com- 
pany representatives a tremendous mass 
of information to offset arguments de- 
signed to undermine this great business. 





Edwin H. White, attorney and man- 
ager of the estate planning department 
of the R. H. Keffer agency, Aetna Life, 
100 William Street, New York City, re- 
ceived the degree of Doctor of Judicial 
Science at the Brooklyn Law School at 
commencement last week with the honor 
designation of summa cum laude. 

. «. * 


Hugh B. Antrim, Bankers Life of 
Iowa agency in Portland, Ore., has been 
awarded the Order of the Purple Heart 
in recognition of his meritorious war 
service in France. This service won him 
a citation from the commanding general 
of the American Expeditionary Forces 
in which he served as first sergeant of 
Company I, 29th Engineers. 








Ella Barnett 
Mr. and Mrs. James Lee Loomis 


On board the Italian liner Rex, James 
Lee Loomis, president of the Connecticut 
Mutual Life, and Mrs. Loomis will spend 
six weeks touring the Continent. 

* * x 


William J. Cummins, assistant manager 
of the Edwards A. Woods Co., has been 
elected a director of the Pittsburgh 
Chamber of Commerce, an honor Mr. 
Cummins has earned through work in the 
interests of the Chamber over a long pe- 
riod. He has head-d some of Pittsburgh’s 
most important committees and has also 
been active in insurance circles being a 
frequent speaker before grcups in West- 
ern Pennsylvania. In the Woods agency 
he is in charge of new personnel. 

* * * 

M. J. Cleary, president Northwestern 
Mutual Life, Milwaukee, was a member 
of the local committee in charge of ar- 
rangements of the fiftieth anniversary 
observance of the Milwaukee Boys’ Club 
‘hich included a visit to Milwaukee on 
May 18 by former President Herbert 
Hoover, chairman of the board of the 
Boys’ Club of America, Inc, Also serv- 
ing on the committee were Dr. Charles 
E. Albright, prominent Milwaukee un- 
Cerwriter, and Cifford T. Vermillion, 
manager Mutual Life of New York, Mil- 
waukee office. 

* * * 

Lewis G. Ferbuson, general agent 
Phoenix Mutual Life, has been elected 
president of the Indianapolis Lions Club. 
He has been active in club work for 
several years. 

x * 

C. C. Mitchener, of the Mitchener In- 

surance Service, Marianna, Ark., U. S. F. 


& G. agent, who is city manager of 
ge nage is carrying on an intensive 
firht_in the interest of traffic safety. 


Mr. es is giving wide distribution 
to Phil -onif—’s powerful sermon, 
“Please Don’t Hurt My Little Girl.” 
Traffic officers of the town are giving it 
to all persons seen violating the traffic 
laws. The aid of Rotary Club and other 
civic organizations has been enlisted. 
=e *@ 

Arthur H. Miller, special agent for the 
Continental and American Eagle compa- 
nies of the America Fore Group in 
northern Illinois, recently was the guest 
of honor at a luncheon when he was pre- 
sented with the Continental company’s 
twenty-five years service medal. The 
presentation was made by E. A. Henne, 
resident vice-president at Chicago for the 
America Fore Group. Harry L. Walsh, 
prominent Continental agent at Elgin, 
Ill., was a guest of honor at the luncheon. 


Col, Frederick Hickman, prominent At- 
lantic City agent, who is national coun. 
cillor of the New Jersey Association 
of Underwriters, was named by Go veTnor 
A. Harry Moore recently as chairman 
of a street and highway safety committee 
which next year will be the guiding force 
in safely guiding 25,000,000 out-of-state 
motorists across New Jersey to the 
World’s Fair in New York. Fred M. 
Rosseland of the Newark Safety Coun- 
cil will be secretary-director of the com- 
mittee. This is regarded by far as the 
broadest and most important safety pro- 
motion measure New Jersey has ever 
witnessed, in the opinion of Mr. Rosso. 
land. 

* * * 

Among the young ladies graduating 
from the Oxford School at Hartford last 
week were Caroline Wilde, daughter of 
Frazar B. Wilde, president, Connecticut 
Ceneral; Ann Wyper, cs “he of 
James Wyper, vice-president Hartford 
Fire; Jane Ewing, daughter of Esmond 

-ing, vice-president Travelers Fire; 
Esther Coburn, daughter of James H. 
Coburn, vice-president Travelers Indem- 
nity. 


Ella Barneit 
Mr. and Mrs. Frank H. Sykes 


Leaving on the Grace liner Santa Paula 
for a cruise through the Caribbean are 
Mr. and Mrs. Frank H. Sykes. Mr. 
Sykes is vice-president and manager of 
agencies for the Fidelity Mutual Life. 

* * * 


W. E: Edgeworth, metropolitan New 
York manager, Mutual Ben-fit Health & 
Accident Association, has just been elect- 
ed to the executive committce of the 
managers association in that organiza- 
tion, which was in session recently at 
the home office in Omaha, Nebr. Mr. 
Edgeworth was so honored by reason of 
his conspicuous success in establishing 
the Mutual Benefit H. & A. in Greater 
New York. 

* * * 

Lorraine L. Blair, manager of the 
women’s department of the Connecticut 
Mutual Life general agency, Chicago, is 
founder and executive director of the 
women’s finance forum. She has been 
with the agency since 1932. In her work 
as executive director of the women’s 
finance forum she has addressed many 
types of organizations on advantages of 
sound finances in the home. This forum 
has been endorsed by the Cook County 
Federation of Women’s Clubs and the 
International and Federated Council of 
Business and Professional Women. Mt- 
sic is her hobby and she is an accom- 
plished pianist. 
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P. Tecumseh Sherman 
An interesting item of legal news is 


the dissolution of the firm of Taft & 
Sherman, 15 William Street, New York, 
which has been well known to insurance 
people for many years by reason of P. 
Tecumseh Sherman’s advisory activity for 
the stock casualty insurance companies. 
It is good news that Mr. Sherman will 
continue as consulting counsel of the 
\ssociation of Casualty & Surety Ex- 
ecutives as he is a leading authority on 
workmen’s compensation and automobile 
insurance legal matters and a sagacious 
advisor. 

It may not be common knowledge that 
P. Tecumseh Sherman is the only living 
son of the famous General William T. 
Sherman of Civil War fame. Now 70 
years old, although he doesn’t look nor 
act it, Mr. Sherman has given nearly 
thirty years of service to the casualty 
insurance business. He played an im- 
portant part in having New York’s first 
compensation law adopted and made val- 
uable contributions to the literature cov- 
ering various social insurance questions. 
He was retained as an advisor by several 
state commissions studying that subject 
as well as by a group of casualty compa- 
nies. Frank E. Law, when vice-president 
of the Fidelity & Casualty, is believed to 
have been responsible for Mr. Sherman’s 
close affiliation with the insurance busi- 
ness. Edson S. Lott, now board chair- 
man of the United States Casualty, will 
always remember Mr. Sherman’s advis- 
ory work on the Committee of Nine on 
Financial Responsibility for Automobile 
Accidents. Mr. Lott was chairman of 
that committee. 

The Committee of Nine, recognizing 
the strong demand for more compulsory 
automobile liability laws of the Massa- 
chusetts type, has given exhaustive study 
to ways and means to strengthen finan- 
cial responsibility acts and Mr. Sher- 
man’s knowledge of legal angles to the 
situation has been invaluable. He is 
strongly opposed to compulsory auto laws 
and the much discussed auto compensa- 
tion plan. 

Mr. Sherman is also familiar with the 
occupational disease problem and it is 
interesting to note that years ago he 
expressed the opinion that there are 
only a few diseases of gradual contrac- 
tion, responsibility for which in individual 
cases can be attributed with any reason- 
able degree of certainty to the occupa- 
tion of the persons affected. 

* * 


British Court Holds Fire Insurance 


Adds to Value of Property 

Justice Lawrence in the British High 
Court recently decided an income tax 
Point of great interest to property own- 
ers. He held that where the cost of fire 
insurance was borne by the tenant, it 
was a ground on which the annual value 
of the property could be-increased. 

lhe House Property Investment Co., 








Ltd., appealed from a decision of the tax 
commissioners, who had confirmed an as- 
sessment of £105 gross, for tax purposes 
respecting a house at Byfleet for the 
year 1936-1937. The company contended 
the assessment should be £104, and that 
no account should be taken of the fire 
premium of £1 per year paid by the 
tenant. 

Justice Lawrence said the decision of 
the tax commissioners was correct and 
he dismissed the appeal with costs. 

W. H. Vincent, managing director of 
the investment company, described the 
court’s decision as a revolution in prop- 
erty assessments. 

“Tt will mean,” he said, “that the cost 
of the insurance premiums of all proper- 
ties rented as investments will be added 
to the assessments. For a great number 
of years, until 1910, insurance was con- 
sidered an extraneous matter. If this 
decision remains final, the landlord or 
tenant will be called upon to pay an 
additional tax upon the amount of the 
insurance premium paid.” 

It is probable that an appeal will be 
made against this judgment. 

* x x 


Thesis Wins Law School Prize 


Clayton W. Daneker of the home of- 
fice agency and development depart- 
ment of the United States F. & G., has 
been awarded first prize for a_ thesis 
on “Should the Defenses of the Gratui- 
tous Surety Be Available to the Surety 
For Hire?” submitted in a contest held 
for seniors of the Law School of the 
University of Maryland. 

x * * 


Lloyd’s Grants Lutine Salvage License 


The Committee of Lloyd’s has granted 
a license for salvage operations on the 
site of the wreck of H.M.S, Lutine, which 
for more than 138 years has lain among 
the shifting sands at the entrance to the 
Zuider Zee. 

The license has been issued to the 
Billiton Co., The Hague. The company 
proposes to work with its new dredger, 
Karimata, which has a length of nearly 
250 feet and a dredging depth of just on 
100 feet. She has been built for tin 
dredging in the Strait of Karimata, Neth- 
erlands East Indies, and her buckets are 
so large and of such strength that it is 
believed they should be able to bring to 
the surface any treasure or wreckage 
that remains. 

By agreement between the Dutch and 
British Governments and by Act of Par- 
liament, salvage work at the scene of 
the wreck is vested in the Corporation 
of Lloyd’s and from time to time the 
Corporation has granted licenses to vari- 
ous salvors, but hitherto the results have 
been discouraging. By the beginning of 
the twentieth century the total salvage 
proceeds amounted to more than £100,000 
($500,000), and there has been no sub- 
stantial recovery since. The famous bell 


which now hangs in the middle of the 
underwriting room at Lloyd’s was raised 
in 1859. It weighs 106 pounds and is 
seventeen and one-half inches in diam- 
eter. 

The Karimata will commence dredging 
operations early in June if the weather 
is favorable. She will be towed to Ter- 
schelling Island a week before operations 
begin. Much sand has been deposited 
by the currents on the wreck, which is 
believed to have about $10,000,000 in gold 
on board. So powerful is the Karimata, 
however, that it is hoped she will be able 
to bring the wreck to the surface piece- 
meal, 

* * * 


A. D. T.’s High Record of 
Achievement 

Last year was one of distinct accom- 
plishment by American District Tele- 
graph. Co. in its nation-wide protection 
service against fire, burglary and holdup. 
This organization services many risks 
for insurance companies. 

In the sprinkler supervisory and water- 
flow alarm service supervisory alarms 
indicating impairment of sprinkler sys- 
tems numbered 108,769. Waterflow alarms 
indicating fire conditions or serious leaks 
numbered 1,768. Percentage of water 
damage losses to insurable values of pro- 
tected properties was two one-hundredths 
of 1%. During the past ten years sub- 
scribers to these services have enjoyed 
99.97% immunity from fire and water 
losses. 

In the watchman supervisory and 
manual fire alarm service investigations 
of failure of watchmen to signal on 
schedule numbered 179,800. The total 
number of signals supervised was ap- 
proximately 300,000,000, producing a 
watchman patrol efficiency of 99.94%. 
Manual fire alarms handled were 1,353. 
Percentage of fire losses to insurable 
values was two one-hundredths of 1%. 
The ten year immunity from loss record 
in this branch of the service was 99.96%. 

In the burglar and holdup alarm serv- 
ices burglars captured as a result of 
A. D. T. alarms numbered 455. Per- 
centage of losses in attacks on A. D. T. 
protection to insurable values protected 
was nine one-thousandths of 1%. The 
ten year immunity percentage was 99.98. 
A. D. T. central station protection serv- 
ices are available in 350 communities. 

* * * 


And So They Were Married 


“Arrest that man—he wrecked my 
car!” Miss Olene Wooten told officers 
in the Glasgow, Ky., City Court. 

Haiden Basil, the accused motorist, 
waited politely while Miss Wooten swore 
to the charges against him. While po- 
lice scribbled out the warrant, Basil dis- 
cussed the case with his accuser. The 
conversation fell to a whisper. They 
smiled and started out of the court- 
room arm in arm. 

“Wait; here’s 
bailiff called. 

“Never mind; we’re going to get mar- 
ried,” Miss Wooten explained. 

And so they were—by Acting County 
Judge J. Robert White. 


* * * 
Airplanes Stay Up Longer 


While the newspapers appear to be 
running front page stories of loss of pas- 
senger airplanes and all on board with 
more frequency, those who travel by 
air can gain solace from the fact that 
now one can travel more miles with 
less likelihood of being dashed to death 
against one of our Western mountains, 
or dropped into one of our mile-deep 
canyons. In other words the increase 
in number of airplane passengers com- 
pared with the number of fatalities is 
sufficient to make it appear that air 
travel is safer now than it was. There 
can be no doubt that conditions are im- 
proving. 

In a report made by Secretary Jerome 
Lederer of the National Safety Council 
to its aeronautical section he says that 
1937 was noteworthy for scheduled air 
transportation because it marked con- 
tinued increases in air safety as well 
as in air travel. The air lines flew 





your warrant,” the 








J. H. Nickell Ranks High Among 
Insurance Buyers 
J. H. Nickell, insurance manager, Phil- 
adelphia Electric Co., who has just been 
re-elected vice-president of the American 
Management Association insurance divi- 
sion, is one of the pioneers in insurance 
buyers’ ranks. This October he will ob- 
serve his thirtieth anniversary with Phil- 
adelphia Electric, the past twenty years 
of which he has handled the company’s 
insurance and real estate problems. The 
presiding officer at the recent Atlantic 





J. H. NICKELL 


City convention, he impressed many in- 
surance company men by his personality 
and knowledge of the business. 

A new director of A.M.A. is Dudley 
Cates, vice-president, Commercial In- 
vestment Trust, Inc., New York, parent 
company of National Surety Corp. Mr. 
Cates, a newspaper man early in his ca- 
reer, was with Marsh & McLennan for 
some years. 

“= = 
Art Gallery Anniversary 


The celebration of the centenary of 
the National Gallery, London, recalls the 
fact that it was started 100 years ago 
with the collection of Julius Angerstein, 
famous Lloyd’s underwriter. Mr. Anger- 
stein’s collection was bought by the na- 
tion for $300,000. He is sometimes called 
the founder of the gallery, but that title 
really belongs to Sir George Beaumont, 
a cousin of the famous playwright who 
collaborated with John Fletcher. 


approximately forty-one million more 
passenger miles than in 1936, with an 
improvement of 22.2% in passenger miles 
per fatality. The number of passengers 
carried increased by 10% to 1,268,000, 
yet the number of passenger fatalities 
per million passenger miles was reduced 
by 16.8%. 

Air line flight crews also benefited 
from the increasing safety of air line 
operations. The improvement in the 
fatality record of pilots, co-pilots and 
stewardesses was 52% in spite of 2,294,- 
281 more miles flown than in 193%. New 
records for the number of passenger 
miles flown without passenger fatality 
were established by practically all air 
lines. 

If one wishes to become a bomber 
and operate one of the Army or Navy 
planes, it is gratifying to note that this 
occupation is now much safer for the 
operator than it was. The Council is 
giving commendable attention to the avi- 
ation industry. At present its efforts are 
devoted almost entirely to the scheduled 
air lines, The report points out that 
no proper division is made between the 
various types of operations, such as char- 
ter operations and student instruction, 
and this reflects adversely on the char- 
ter operator. Mr. Lederer says that 
non-scheduled operators would benefit by 
joining the Council. 
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Elect F. A. Hubbard 

Chairman of G. & R. 
O. L. BROOKS TO BE PRESIDENT 
Is Now Second Vice-President of Loyalty 


Group in Charge of Southwestern 
Department 





Fred A. Hubbard, who has served as 
president of the Globe & Rutgers since 
December, 1934, has been elected chair- 
man of the board of directors. He is 
being succeeded as president by Olin L. 
Brooks, effective July 1. Mr. Brooks is 


now second vice-president of the Fire- 
men’s and other companies in the Loy- 
alty Group, in charge of the Southwest- 
ern department at Dallas, Tex. 

Since Mr. Hubbard took hold of the 
company, commencing active business in 
July, 1935, he has built up an agency 
plant for the company to its present ef- 
fective strength of nearly 2,000 agents, 
with a steadily increasing premium in- 
come, reaching about $1,900,000 in 1937. 
Policyholders’ surplus has risen from $5,- 
132,000 in 1934 to $8,744,000 at December 
31, 1937. 

Mr. Brooks, who comes to the com- 
pany as president, is the son of A. L. 
Brooks, a prominent fieldman in the 
Southeast, and is a graduate of the 
Georgia School of Technology. He was 
formerly with the Southeastern Under- 
writers Association, subsequently for ten 
years with the Niagara Fire of New 
York City, and for the past eight years 
with the Firemen’s and affiliated com- 
panies. 

Mr. Hubbard became chief adminis- 
trative officer of the Globe & Rutgers 
following its reorganization under the 
direction of the New York Insurance 
Department. He had been inactive for 
nearly a decade but prior to that period 
had been associated with the Hanover 
Fire for nearly thirty years, being senior 
vice-president at the time of his retire- 
ment in 1923. He entered insurance with 
a local agency at Elgin, IIl., and later 
was with the Western department of the 
Sun, joining the Hanover in the Western 
department in 1894. 





R. B. Goodcell Appointed 


California Commissioner 


Governor Frank F. Merriam of Cali- 
fornia has named Rex B. Goodcell, for- 
mer Superior Court judge in San Ber- 
nardino County and later Collector of 
Internal Revenue in Los Angeles, as In- 
surance Commissioner to succeed Samuel 
L. Carpenter, Jr., resigned, the appoint- 
ment to become effective July 15, the 
date Mr. Carpenter leaves. The appoint- 
ment is for the unexpired portion of 
Mr. Carpenter’s term and is subject to 
confirmation by the Senate in January. 

Mr. Goodcell was a resident of San 
Bernardino and judge of the court there 
when he resigned in 1922 to accept the 
position of internal revenue collector for 
this district. He was a candidate for 
governor at the Republican primaries in 
1924, and since the expiration of his 
term as collector has been practicing law 
in Los Angeles. 





A. J. HARDT ANNIVERSARY 


A cocktail party was held Wednesday, 
June 15, at the Downtown Club in New- 
ark, N. J., in honor of the twenty-fifth 
anniversary of A. J. Hardt, vice-presi- 
dent of the Joseph M. Byrne Co., which 
occurred on that date, and was attended 
by Mr. Hardt’s friends and business as- 
sociates. 


Hanover Elects Sammons 
Vice-Pres. and Director 





HAS CHARGE OF LOSS DEP’T 





Joined Company in 1902; For Several 
Years Headed Auto Dep’t; Ad- 


vanced Two Years Ago 





At a meeting of directors of the Han- 
over Fire held in New York last week, 
F. Elmer Sammons, whose title for- 
merly was vice-president and secretary, 
was made a director and then elected 
vice-president. Mr. Sammons has spent 





F. ELMER SAMMONS 


his entire business life with the Han- 


over, recently celebrating the thirty- 
fifth anniversary of his connection with 
the company. 

Edward L. Coffill, who has formerly 
been assistant secretary, was appointed 
secretary. He has been with the com- 
pany since 1926, having charge of its ac- 
counting and allied departments. 

Fred C. Bertiaux of the Western de- 
partment, was appointed resident assist- 
ant secretary of that department. 

Mr. Sammons, who enjoys a fine repu- 
tation in loss adjusting circles, joined the 
Hanover in 1902 after attending Brook- 
lyn grammar schools. His first boss was 
William Morrison, then assistant secre- 
tary in charge of the Southern depart- 
ment. Later Mr. Sammons became ex- 
aminer of the Pacific Coast department 
and then was placed in charge of the 
brokers’ department. Twenty-two years 
ago he established the automobile de- 
partment of the Hanover and in the last 





J. A. Kesey, General Agent 


PREMIUM RESERVE 
OTHER LIABILITIES : 
SURPLUS TO POLICYHOLDERS . 
TOTAL ASSETS . 


The Tokio Marine & Fire 


Insurance Company, Ltd. 
United States Fire Branch: 80 John Street, New York 


U. S. Statement December 31, 1937 


Bonds & Stocks valued on New York Insurance Department Basis. 
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“WHAT COMPANY DO 
YOU REPRESENT?" 


This is the first question to enter a prospect's 
mind, and upon it rests the Agent’s own suc- 
cess and security. The answer must be facts 


that prove dependability ... protection... 
service and character. They must be strong 


arguments to the Agent's advantage. 


And 


they must be a stable foundation for his 
present and future achievement! 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch St., Philadelphia, Pa. 
NEW YORK OFFICE: Central Fire Agency, Inc. 


92 William St., N. Y. C 


CHICAGO OFFICE: 209 W. Jackson Boulevard 
SAN FRANCISCO OFFICES: 


beer Montgomery Street 
Marine—222 Sansome Street 








Sommers, Re-elected President of 
S. E. U. A., Discusses Commissions 


Paul B. Sommers, president of the 
American of Newark and also president 
of the National Board of Fire Under- 
writers, was re-elected president of the 
Southeastern Underwriters Association 
at the fifty-seventh annual meeting at 
Hot Springs, Va., last week. Other of- 
ficers re-elected were Joseph K. Hooker, 
vice-president of the Automobile, vice- 
president, and Lloyd T. Wheeler, man- 
ager and secretary. 

Discussing the problem of increasing 
commissions, by contingents or other- 
wise, in his annual report President 
Sommers said: 

“The Southern Agents Conference 
presented a petition for contingent com- 
mission, in April of this year. This 
proposal was supplemented by a formula, 
or plan, for the allocation of such an 





few years has been handling loss work 
for the company for all lines. He was 
elected vice-president and secretary in 
April, 1936. 


Grorce Z. Day, Ass’t. General Agent 


$ 1,903,636.30 
1,044,037.34 
10,394,211.93 
13,341,885.57 


Securities carried at 





$609,232.73 in the above are d 








in i States as required by law. 





added remuneration. Our committee 
dealing with the subject, very properly 
took the position that the proposal was 
of nation-wide importance, and should 
not be decided by any one territorial 
body. 

“I believe that an increase of commis- 
sions from the present percentage of 
the premium would invite criticism from 
the public and investigations by Insur- 
ance Departments. It would also be 
found unsatisfactory to the agents be- 
cause high commissions inevitably at- 
tract additional and less competent 
agents into the business and at the same 
time raise the percentage normally paid 
to brokers, solicitors and sub-agents, 
and encourage the extension of the non- 
policy writing agent evil with which our 
business is unnecessarily burdened in 
present high commission territories.” 

While adjustments of rates, rules and 
forms are being made in an orderly way 
and there are some indications of a 
growing appreciation that fire insurance 
rates are approaching too low a level, 
Mr. Sommers said, the business must 
realize that the downward trend of 
rates and broadening of rules and forms 
will continue until more nearly normal 
loss conditions prevail.” He added: 

“It is, of course, our duty and desire 
to set the cost of insurance at an equit- 
able figure, and, in finding the proper 
successive solutions for this ever chang- 
ing problem, I believe we have the con- 
fidence of the public generally. Oc- 
casionally self-appointed reformers with 
ill-considered opinions and recommenda- 
tions attempt to disrupt the orderly pro- 
cedure of our activities in this direction. 
All of us must promptly challenge and 
correct any false statements concerning 
the business of organized capital stock 
fire insurance because our record of pub- 
lic service is commendable and needs no 
defense to those who have benefitted by 
its accomplishments.” 
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Waste Insurance Bill 
Introduced in N. J. 

PROTECTION FOR MORTGAGEES 

Covers Mortgage Foreclosure Costs and 


Damage to Property Done by 
Mortgagor or Tenant 





A bill was introduced late last month 
in the New Jersey legislature to permit 
the writing of a new form of coverage 
by fire insurance companies, namely in- 
surance against loss by reason of legal 
costs and expenditures incurred in the 
foreclosure of any mortgage or instru- 
ment in the nature of a mortgage or 
pledge, and against loss or damage to 
property by reason of waste. The bill, 
amending Section 17 of the revised stat- 
utes, was introduced by Senator Hen- 
drickson in the upper house and referred 
to the committee on banking and insur- 
ance. Passage of the bill is not expected 
this year at least. 

Waste is defined in the bill to be loss, 
injury to, destruction or demolition of a 
building or buildings, the fittings and ap- 
purtenances thereof, done or permitted to 
be done by the mortgagor, owner or ten- 
ant in possession. 

There is considerable interest in fire 
insurance circles in this new form of 
protection which is reported as_ being 
written by one or more companies in sev- 
eral states. It is designed to protect 
mortgagees against foreclosure costs and 
against damage to the mortgaged prop- 
erty by the occupant which cannot be 
insured under other forms of policies. 
In informed circles it is said that the 
Federal Housing Administration desires 
this new insurance on the properties 
on which it holds mortgages. 


Legion to Send 15 Children 
To Camp; Golf Party Tuesday 


Insurance Post 1081, American Legion, 
New York, at Tuesday’s regular monthly 
meeting voted unanimously in favor of 
appropriating $300 to send fifteen under- 
privileged children from lower Manhat- 
tan to the Legion camp at Roosa Cap, 
N. Y. This action by Post 1081 is in 
keeping with its welfare program and 
the promotion of Americanism among the 
younger generation. Eight new members 
were inducted into the post at this 
meeting. 

Next Tuesday the post will hold its 
first Spring golf tournament at Rockville 
Country Club, Rockville Centre, L. I. 
Committee in charge, composed of W. A. 
Rattleman, National Union Fire; Eugene 
Richard, American of Newark, and Ed. 
Westendorf, Willard S. Brown Co., will 
accept reservations up until June 18. 
Subscription is $4 per person. 


HARRINGTON LUNCHEON JUNE 20 


Following tradition, the Insurance So- 
ciety of Massachusetts will tender a 
luncheon to Charles F. J. Harrington, 
Massachusetts’ new Insurance Commis- 
sioner, on Monday, June 20, at 12:30 
o'clock at the Boston Chamber of Com- 
merce, with some 600 insurance men 
scheduled to attend. Mr. Harrington is 
a former president of the society. Speak- 
ers will be limited with Governor Charles 
F. Hurley, Mayor Maurice Tobin of Bos- 
ton, Alexander Ellis, president of the 
Insurance Society; Horace Cahill, speak- 
er of the Massachusetts House, and Bay- 
ard Tuckerman, member of the gover- 
nor’s council scheduled, though the new 
Commissioner will doubtless speak, also. 


F. S. LINDSAY TO WED JULY 1 


Mrs. Sally Crooks Robinson of New 
York City and F. Stephen Lindsay of 
Montclair, N. J., vice-president of the 
American of Newark, will be married in 
New York on July 1. The bride-elect, 
Whose former husband, Albert Robinson, 
died in 1936, is the daughter of the late 
Mr. and Mrs. Warren Crooks of Malone, 
N.Y. Mr. Lindsay is the son of the late 
Mr. and Mrs, Walter Lindsay of Hunt- 
ington, N. Y. The couple will reside in 
Montclair. 











Buffalo Board President Leader 
In Insurance-Credit Movement 


Charles H. Wilson Has Been Special Agent, Branch Manager 
for Company and Local Agent During His Thirty-four 
Years in Insurance 


Linked closely with the present nation- 
wide movement to inform credit mana- 
gers more fully of the relation of fire 
insurance to credit are numerous promi- 
nent insurance company executives and 
fieldmen, local agents and brokers. At 
numerous meetings of credit men insur- 
ance representatives, having studied the 
great losses suffered by lenders of credit 
through lack of adequate insurance cov- 
erage carried by borrowers, not only 
point out the responsibility of credit 
executives to protect the resources un- 
der their care but ways in which a hit 
or miss attitude of insurance purchas- 
ing by debtors may be avoided. 

In western New York State there is 
a local agent who has already created a 
most favorable impression in insurance 
circles generally for his active and in- 
telligent participation in the campaign to 
educate credit men more fully on insur- 
ance problems. He is Charles H. Wil- 
son, president of the Buffalo agency of 
Wilson, Forster & McCall, Inc., and also 
president of the Buffalo Association of 
Fire Underwriters. He was elected to 
head the local board in April this year 
and this position lends additional recog- 
nition and prestige in his appearances be- 
fore credit groups. 

Mr. Wilson was the first insurance 
man in Buffalo in the present movement 
to discuss insurance before the credit 
group of that city. His address was, nat- 
urally, viewed beforehand as somewhat 
of an experiment. At every such meet- 
ing there is some question whether real 
interest will be aroused. But doubt was 
soon dispelled. When Mr. Wilson had 
concluded his prepared talk on fire insur- 
ance he was bombarded with questions 
for nearly two hours. At the recent mid- 
year meeting of the National Associa- 
tion of Insurance Agents at Hot Springs, 
Ark., he participated in the general dis- 
cussion of credit and insurance and last 
month he was a featured speaker at the 
annual convention at Syracuse of the 
New York State Association of Local 
Agents. 


Survey Analysis for Buyers 


The survey form of analysis of an as- 
sured’s or borrower’s insurance require- 
ments is favored by Mr. Wilson and he 
has told credit men how the competent 
stock fire insurance company local agent 
is equipped to render such service. 

“Having completed an analysis we are 
able to recommend complete insurance 
and the purchaser is able to decide what 
he should buy and how much of a chance 
he will take,” says Mr. Wilson. “But 
you will note, he knows what he is do- 
ing. This system makes for intelligent 
buying. As a result he is never without 
important protection while he avoids un- 
necessary insurance. 

“Having made an intelligent approach 
we find complete insurance protection 
with cost reduced to the minimum by 
rate engineering and avoidance of dupli- 
cate or overlapping coverage. 

“Now our survey analysis assumes an- 
other aspect—financial. Payment of pre- 
miums is arranged on a budget plan en- 
abling payment from earnings in small 
monthly amounts, 

“Loss prevention engineering, spon- 
sored by the local agent, justifies itself 
because we find no system of insurance 
can completely indemnify the honest 
man, who, through misfortune of fire, 
has lost the use of his property. 

“Credit men are entitled to have se- 
curity from insurable credit losses. They 
are now able to offer their debtors a 
service as friend and counsellor. The 





CHARLES H. WILSON 


debtor will appreciate the suggestion and 
should seek his own local agent for this 
necessary service. Where the credit 
executive insists on this service, there is 
awakened in the mind of the debtor a 
realization that hazards which can in- 
directly cause a loss to his creditor will 
be infinitely more disastrous to himself. 
It is a worthwhile service to the custo- 
mer debtor. 

“The local insurance agent in the cus- 
tomer’s locality is important. It is he 
who analyzes the problem and suggests 
the right program. It is he who keeps 
the train on the track while planning 
ahead and who keeps the firm solvent 
when disaster threatens.” 


Active in Buffalo Affairs 


A public-spirited citizen, Mr. Wilson 
has long been active in civic affairs in 
Buffalo and is highly respected and ad- 
mired by a large circle of friends and 
acquaintances outside of the insurance 
business. F 

Mr, Wilson has long been associated 
with Masonic work. He is past high 
priest of Summit Chapter, Buffalo; past 
master, Buffalo-Keystone Council; Royal 
and Select Masters; prelate in Tancred 
Commandery. Also he has retained his 
membership in his mother lodge, Bay- 
onne, N. J., No. 99, F. & A. M. 

In addition to being president of the 
Buffalo Association of Fire Underwriters 
Mr. Wilson is likewise treasurer of the 
Casualty Insurance Club of Buffalo. He is 
past director and charter member of the 
Buffalo Athletic Club; at present a di- 
rector of the Ellicott Club Association 
which owns the athletic club property; a 
director and at present second vice-presi- 
dent of the Greater Buffalo Advertising 
Club, and for six years president of the 
South Shore Country Club, Buffalo, and 
now an honorary life member. He is a 
member of the Chamber of Commerce 
and chairman traffic safety committee. 


Earned for Trip to West 


Born in Jersey City, N. J.. Mr. Wil- 
son’s parents moved to Bayonne when 
he was 4 years old. There he attended 
public school for awhile following which 
he transferred to the Trinity Church 
School at 90 Trinity Place in New 
York City, where he was graduated. 
After graduating he established a news- 
paper route and like many others of his 
time met the 4:29 a.m. train for morn- 
ing New York papers. After he had es- 








tablished this business he sold out and 
being “a tired” business man, took his 
money and treated himself to a trip. 
This trip took him to Buffalo, Chicago, 
Denver, Salt Lake City, Pendleton, Po- 
catello and Spokane. Leaving Spokane 
he went on to Wenatchee, Wash., where 
he took a job on a stern wheel river 
boat at a place called Brewster about 
seventy-five miles up the Columbia River 
from Wenatchee. While there, he was 
deck-hand, fireman, purser or any other 
job needed doing, including cook. Many 
are the thrilling experiences in that wild 
country which he had. 

After three months of this he went to 
Seattle, then returned home to Bayonne. 
It was in 1904 that he went with the 
Fidelity & Casualty at 97 Cedar Street, 
New York, as a clerk in the plate glass 
department. In December, 1910, he was 
appointed a special agent and given his 
choice of either Syracuse, N. Y., or St. 
Louis, Mo. He chose Syracuse because 
of its proximity to home in event of 
failure. It was almost a failure more 
than once, he says. 


Went to Buffalo in 1913 


On April 1, 1913, he went to Buffalo, 
still a special agent, and remained as a 
permanent resident. He says, “Buffalo 
is the finest spot he has seen, read about 
or heard about, and the people are the 
finest you can find.” He says that when 
he landed in Buffalo he knew only one 
person, E. E. Mueller, resident manager 
of the Fidelity & Casualty, his boss. 

Shortly after arriving he went with 
Worthington & Sill, Inc., as manager of 
their casualty department. He was man- 
ager and claim adjuster, and after five 
years became branch manager of the 
Commercial Casualty, continuing until 
September 1, 1921, when Wilson, Forster 
& McCall, Inc., came into being. He 
has been president of this firm since its 
formation. From a modest beginning 
this firm has grown and prospered until 
it is now one of Buffalo’s leading in- 
surance agencies. 

The Wilson, Forster & McCall, Inc., 
agency was formed by Mr. Wilson, Carl- 
ton C, McCall and Frank H. Forster, 
who were engaged in the sale of accident 
and health insurance for the Commercial 
Casualty, of which Mr. Wilson was 
branch manager ‘at Buffalo prior to Sep- 
tember, 1921. The founders are all still 
associated with the agency today which 
agency has been a member of the Buffalo 
Association of Fire Underwriters since 
1922. It does not handle real estate. 

Mr. Wilson’s agency represents eleven 
fire insurance companies and two casu- 
alty carriers. The companies are the 
Alliance, Capital of California, Central 
Union, East & West, Empire State, Fire- 
man’s Fund, Merchants of Rhode island, 
National Union Fire, Patriotic, Rhode Is- 
land, Richmond, General Accident and 
Norwich Union Indemnity, 





Some Changes Planned For 


Local Agents’ Convention 


The National Association of Insurance 
Agents, now engaged in preparing its 
program for the annual convention at 
the St. Paul and Lowry Hotels, St. Paul, 
Minn., during the week of September 25, 
will likely continue the precedent estab- 
lished at Dallas last year of ending the 
convention on Thursday afternoon rather 
than on Friday morning. In other years 
the Friday morning session, following 
the annual ball the night before, was 
generally poorly attended even though 
the program called for important busi- 
ness action then, including the election 
of officers for the new year. 

Another change now under considera- 
tion is in the Tuesday program. It is 
planned to allow more time for terri- 
torial group meetings of the national 
council Tuesday morning with the joint 
meeting of councillors and state officers 
put off until luncheon instead of begin- 
ning at 10 a. m. as has been the custom. 
On Tuesday afternoon the local board 
conferences will be held, also a meeting 
of the rural agents’ committee. 
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CHAIRMAN PATTINSON REPORTS 


High Safety Level 





Facts and figures which established 
1937 as a highly year for 
the Royal Insurance, Ltd., were reviewed 
in the remarks of Chairman Arthur E. 


Pattinson at the ninety-third annual gen- 
shareholders in Liver- 


satisfactory 


eral meeting of 
pool, May 23. 

In the fire department the net pre- 
miums amounted to £5,538,750, the losses 
to £2,237,172 and a profit of £628,499. The 
fund amounts to £5,715,500 equal to 103% 
of the premiums. 

In the life department, the net new 
sums assured amounted to £5,158,467 and 
the premiums received, after deduction 
of reassurances, to £2,037,729. The life 
and annuity funds amount to £28,828,781. 

In the accident and general depart- 
ments the net premiums amounted to 
£5,945,545, the claims paid and outstand- 
ing to £2,849,029, and the profit to £490,- 
761. The funds amount to £5,878,218, 
equal to 98% of the premiums. 

In the marine department the net pre- 
m‘ums in 1937 amounted to £926,403 and 
the claims paid on account of that year 
to £285,152. The 1936 account has been 
closed and the profit of £40,927 carried 
to profit and account. The fund 
carried forward amounts to £1,540,639 
equal to 166% of the 1937 premiums. 

In addition to the underwriting profits 
of £1,160,187 from the fire, accident and 
marine departments, and £50,000 (one- 
fifth of shareholders’ proportion of life 
profits for 1930-1934), the profit and loss 
account has been credited with £1,256,646 
for interest not carried to other ac- 
counts. After providing for interest on 
debenture stock and for final dividend 
for 1937 and other outgoings, a balance 
of £2,450,581 is carried forward. The 
total funds at the end of the year amount 
to £50,760,161. 

Touching upon the United States op- 
erations of the Royal, Mr. Pattinson 
commented as follows: “In the United 


loss 


tinue. Unfortunately this favorable trend 
was not maintained, for, in the latter 
months of the year, there was a marked 
recession of trade. It must be remem- 
bered, however that in the United States 
industrial conditions are apt to change 
quickly and, with the great potentiali- 


ties and resources which that country 
possesses, it may not be unreasonable 
to hope for the statesmanlike efforts 


that are now being made for an elim'- 
nation of the causes of international 
friction will meet with the fullest meas- 
ure of success, and will lead in their 
turn toward closer world economic co- 
operation and to a freer international 
exchange of commodities and services. 
This, in itself, as a contribution to pros- 
peritv, both in this and other countries, 
would best serve the cause of peace.” 





Committees Named For 
General Agents’ Group 


The following committee appointments 
have been announced by President L. B. 
Daniels of the American Association of 
Insurance General Agents: Executive 
Fred R. Lanagan, chairman, Denver; W. 
L. Braerton, Denver; Bernard P. Car- 
ter, Richmond; Henry A. Steckler, New 
Orleans;. Membership: Henry A. Steck- 
ler, chairman, New Orleans; A. A. Naef, 
Seattle; F. E. Parkhurst, Jr., Wilkes- 
Barre. Publicity: Herbert Cobb Steb- 
bins, chairman, Denver; S. Linton Smith, 
Raleigh; Philip D, Richards, San Fran- 
i Conference: Bernard P. Carter, 
chairman, Richmond; J. G. Leigh, Little 
Rock: Langdon C. Quin, Atlanta. Gen- 
eral Welfare: Frank H. Duff, chairman, 


cisco. 


Dallas; W. L. Braerton, Denver; Ray 
MacIntyre, Jacksonville. Memorial: J. 
Shepherd, Little Rock. National 


councillor: J. K. Shepherd, Little Rock. 





N. J. SPECIALS ELECT 

Galem H. Buckingham of the Phoenix 
Assurance has been elected president of 
the New Jersey Special Agents Asso- 
ciation. Other officers are C. H. Con- 
klin, Northern of New York, vice-presi- 
dent; Edward Kelly, Hanover Fire, 
treasurer; Arthur Bachmann, Home of 
New York, secretary. 


Treaty 
18 Washington Place 
Newark, New Jersey 


FIRE RE-INSURANCE 


Facultative 
90 John St.. New York City 
Pacific Reinsurance Bureau, Ltd. 
114 Sansome Street, 
San Francisco, California 








NATIONAL BOARD COMMITTEES 


Four New Chairmen of Standing Com- 
mittees; Nine Are Held Over for 
Another Term 


Standing committees of the National 
Board of Fire Underwriters were named 
this week by President Paul B. Som- 
mers. Four of the committees have new 
chairmen. They are as follows: finance, 
H. H. Clutia, Northern of New York; 
fire prevention and engineering stand- 
ards, William B. Rearden, Firemen’s; 
membership, J. K. Hooker, Automobile ; 
standard rating schedules and forms, H. 
R. Waite, Agricultural. Chairmen of all 
the committees are ex-officio members of 
the executive committee. 

Committee chairmen who were reap- 
pointed to serve for another year in- 
clude the following: actuarial bureau, F. 
A. Christensen, America Fore Group; 
adjustments, O. E. Lane, Fire Associa- 
tion; construction of buildings, John O. 
Platt, Insurance Co. of North America; 
incendiarism and arson, Harold Warner, 
Royal-Liverpool Groups; laws, F, C. 
White, Hartford Fire; maps, Esmond 
Ewing, Travelers Fire; public relations, 
John M. Thomas, National Union Fire; 
statistics and origin of fire, F. W. Sar- 
ceant, New Hampshire Fire; uniform ac- 
counting, Hart Darlington, Norwich 
Union Fire. 


SYRACUSE AGENCY CHANGES 

The Arthur E. Post local agency of 
Syracuse, N. Y., is to be continued by 
Lyman D. Bailey in partnership with 
Willis H. Hills from offices in the Onon- 
daga County Savings Bank Building. 
Established in 1915 by the late Arthur 
E. Post, the agency has been owned and 
operated for several years by Mr. Bailey. 
Mr. Hills was formerly secretary of the 
Clark agency. 
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MARYLAND FIGURES FOR 1937 





Insurance Department Issues Data on 
Stock and Mutual Fire and Casu- 
alty Business Last Year 

Many interesting facts in regard to in- 
surance business done in Maryland dur- 
ing 1937 are given in the annual report 
of State Insurance Commissioner Wes- 
ley S. Hanna. It covers all branches, 
showing the risks, premiums, losses, etc. 
Maryland stock fire insurance companies 
assumed net risks totaling $287,592,448 
received net premiums of $1,015,961 and 
paid net losses of $406,947. Maryland 
mutual companies assumed risks of $131,- 
589,088, received premiums of $745,234 
and paid net losses of $297,350. Stock 
fire and marine companies of other states 
wrote net risks of $1,780,691,928, received 
premiums of $7,573,604 and paid net losses 
of $3,173,368. Mutual fire companies of 
other states had net risks of $217,458,355, 
net premiums of $1,113,723 and paid ne: 
losses of $497,063. Fire and marine com- 
panies of foreign countries wrote net 
risks of $374,330,740, received net pre- 
miums of $1,040,894 and paid net losses 
of $390,507. 

Premiums received by Maryland cas- 
ualty, fidelity and surety companies for 
the year totaled $4,270,387 and losses 
paid were $2,493,426. Casualty, fidelity 
and surety stock companies of other 
states had premiums of $7,644,579 and 
paid losses of $2,762,113. Mutual com- 
panies of other states reported premi- 
ums of $2,852,464 and losses paid of $1,- 
296,638.- Branches of foreign compa- 
nies had premiums of $965,652 and losses 
paid were $344,378. 





Revised List of Inspected 
Electrical Equipment 


_ The Underwriters’ Laboratories has 
just issued a 400 page book containing a 
list of inspected electrical equipment up 
to May, 1938. This includes all listings 
and replaces all similar lists, supple- 
ments and bulletins of earlier dates. This 
list is revised semi-annually. 





LABORATORY TESTS SHOWN 


Fred Stemm, Milwaukee insurance 
agent and past president Kenosha As- 
sociation of Insurance Agents, was in 
charge of the weekly meeting of the 
Kenosha Rotary Club which featured a 
showing of the motion picture “Ap- 
proved by Underwriters.” This picture 
shows the extent to which tests and ex- 
periments are made of materials and de- 
vices to protect the public against fire, 
water and theft losses. 
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New York Brokers Given Pointers 
On Meeting Price Competition 


More than 600 New York City insur- 


ance brokers crowded to capacity the 
great hall of the Chamber of Commerce, 
65 Liberty Street, New York City, on 
Tuesday afternoon to listen to the first 
presentation of the work of the Business 
Development Office ever made at any 
gathering in Manhattan. Other meet- 
ings explaining to agents how the facili- 
ties of the B. D. O. help producers meet 
the price competition of non-stock insur- 
ers have been held within the borders 
of Greater New York City, but this was 
the first devoted entirely to brokers. 

F. S. Dauwalter, director of the B. D. 
O.; Laurence E. Falls, vice-president of 
the American of Newark, and E. M. 
Allen, executive vice-president of the 
National Surety Corp., were speakers. 
Charles V. Scanlon of Benedict & Bene- 
dict, brokers, acted as chairman, and Eu- 
gene C. Richard, New York City mana- 
ger of the American and chairman of 
the committee arranging the meeting, 
spoke briefly, introducing Mr. Scanlon. 
The meeting lasted for more than two 
hours, from four to after six o’clock in 
the afternoon, with questions consuming 
more than half an hour. 

Fear that numerous non-stock insurers 
are weakening their competitive position 
by going after business in the conflagra- 
tion sections of large cities and main- 
taining their high dividends by reducing 
surplus was expressed by Mr. Scanlon. 
If this is continued long he said policy- 
holders of such companies may wish they 
had not bought fire insurance on a price 
basis only. He expressed the hope that 
the stock casualty companies will follow 
the fire companies and organize some- 
thing similar to the B. D. O. and also 
that the brokers’ associations form some 
bureau which individual brokers can con- 
tact when seeking help from the B.D. O. 
What Fire Insurance Does For Public 

Why stock fire insurance is preferable 
in security and service to the non-stock 
forms was explained by Mr. Falls. He 
said the brokers owe it to their clients 
to be informed accurately on the various 
types of insurance carriers as well as 
with various kinds of insurance coverage 
available. Telling also what stock fire 
insurance has done and is doing for its 
customers beyond the payment of losses, 
which information should be passed 
along by producers to prospects, Mr. 
Falls said: 

“The premium dollar buys more than 
indemnity. This industry organized and 
now supports: 

“Through the National Board of Fire 
Underwriters: The arson bureau and the 
adoption of model arson laws; uniform 
use of standard fire-fighting equipment; 
drafting and adoption of safe electrical 
codes; promotion of safer building 
standards. 

“Through the Underwriters Laborator- 
ies, Inc.: Testing and dependable ap- 
proval labels for building materials, safe- 
ty devices, electrical inventions, fire de- 
tection and alarm systems, theft preven- 
tion equipment. 

“Through the Factory Insurance Asso- 
ciations: The finest system ever devised 
for inspection and recommendation for 
reduction of expensive fire waste. 
“Through many widespread rating bu- 





reaus: Expert inspection of properties 
not serviced by Factory Insurance Asso- 
ciations; relative rating of building con- 
struction, occupancy, housekeeping and 
manufacturing methods, constantly en- 
couraging improvement therein and re- 
sultant reduction of average insurance 
rates. 

“Through salvage corps: The protec- 
tion of property endangered by fire, pre- 
serving it for use by the community— 
further reducing insurance rates through 
salving such property from unnecessary 
destruction. 

“Through the National Fire Protection 
Association: The formation, adoption 
and observance of standards of practice 
and materials to reduce national waste 
by the use of sprinkler equipment, fire 
doors, wire-glass and other fire-stops” 

Allen on Profit Motive 


Mr, Allen emphasized the importance 
of keeping before buyers of insurance 
the idea that the profit motive in fire 
insurance is as entirely logical as in their 
own businesses; it is the essence of the 
American system of all business. There 
can be no reconciliation between the 
stock and mutual systems, as they are 
wholly contradictory to one another, he 
declared. Admitting that non-stock in- 
surance is very tempting to many as- 
sureds because of the lower price ap- 
peal, Mr. Allen warned that brokers can- 
not afford to use non-stock policies, even 
occasionally as a last resort, because 
such use endangers the broker’s entire 
business. Non-stock companies do not 
recognize agents’ or brokers’ ownership 
of expirations, he said, and they reserve 
the right to deal direct with their as- 
sureds upon renewals, thus eliminating 
the producer and his commission if they 
so desire. 


Assureds expect many services from 
their brokers, Mr. Dauwalter said, and 
the latter are fully entitled to compen- 
sation in the form of commissions. One 
of the best services a broker can render 
is to see that his clients’ insurance is 
placed in strong companies. The mere 
fact that a company secures a license to 
operate in New York State is no guar- 
antee of its continued solvency, Mr. Dau- 
walter pointed out. There is a vast dif- 
ference between the strength and loss 
paying records of many fire companies. 

The average American is quality mind- 
ed rather than price minded, he said, 
and if he has the money he prefers to 
buy clothes, automobiles, food, shelter, 
etc, as far above the lowest quality 
as he can afford. So why not with in- 
surance? Often, said Mr. Dauwalter in 
answering his own question, because he 
has not been sufficiently informed re- 
garding the quality features of insurance 
policies and regards every contract as 
of equal worth. 


One of the questions asked Mr. Dau- 
walter was whether rates are still too 
high and should stock fire companies 
generally adopt the practice of issuing 
participating policies to meet non-stock 
price competition? Replying, he said 
that if the present burning ratio should 
return to the average of the fifteen years 
prior to 1933 stock and mutual compan- 
ies would suffer loss ratios around 75%. 





NEW YORK BROKERS’ COURSE 





Insurance Society Course of Sixty-two 
Lectures Begins September 12 and 
Closes on May 15, 1939 
The New York Insurance Society is 
now distributing outlines of the qualifi- 
cation course for applicants for insur- 
ance brokers’ licenses in New York 
State which will start on September 12 
and continue until May 12, 1939, with 
final examinations on the course on May 
15. The course will consist of sixty-two 
lectures of two hours each and the cost 
will be $55 to members of the society 
and $60 to non-members. Lectures will 
be held Mondays and Fridays from 5 45 
to 7:45 p. m. in the auditorium of the 
Travelers, 55 John Street. Walter J. 
Mosenthal is chairman of the committee 
arranging the course with Leonard Ja- 
cobs vice-chairman. In order to com- 
plete the course satisfactorily each stu- 
dent must pass each examination with 
a mark for not less than 65% and attend 
at least 90% of the scheduled lectures. 

The course will cover fire insurance, 
inland marine, aviation, life, surety, ocean 
marine, automobile, casualty, compensa- 
tion and accident and health coverage, 
claim adjustments, production, theory of 
rate-making, company statements and 
accounts. Lecturers will include Arthur 
C. Goerlich, educational director of the 
New York Insurance Society; Carl J. 
Stephan, secretary, Loyalty Group; E. C. 
Niver, vice-president, New York Board 
of Fire Underwriters; W. Warren Ellis, 
executive secretary, National Association 
of Insurance Brokers; Henry C. Thorn, 
manager, marine department, North 
America; Emil A. Goerlich, Royal-Liver- 
pool Groups; Leroy N. Whitelaw, Pru- 
dential Insurance Co.; W. L. Jack Nel- 
son, United’ States Aviation Underwrit- 
ers; John C. Brodsky, assistant resident 
manager, Fidelity & Casualty; E. 
Mathews, manager, casualty department, 
Aetna Casualty & Surety; Frank 
Schoener, manager, burglary department, 
Yorkshire Indemnity; Walter J. Mosen- 
thal, president, H. Mosenthal & Son, 
Inc.; Lee Ingraham, manager, claim de- 
partment, Aetna Casualty & Surety; 
Joseph J. Magrath, Chubb & Son; Floyd 
Rk. DuBois, Frank & DuBois; Ernest L. 
Clark, J. C. Penney Co.; R. P. Stockham, 
secretary, North British & Mercantile, 
and Joseph F. Lawler, New York Insur- 
ance Department. 


F. A. SCHUESSLER’S NEW POST 


Frederick A. Schuessler, connected for 
the last eight years with Mills & Hon- 
ness, Inc.. New York City, has joined 
the agency of Lamma & O’Connor as 
manager of the Brooklyn office at 144 
Montague Street. This agency also has 
an office at 84 William Street and rep- 
resents several leading companies for fire, 
marine, automobile and casualty lines. 


SAYRES SAIL FOR EUROPE 


H. Edward Sayre of Newhouse & 
Sayre, Inc., 116 John Street, accompanied 
by Mrs. Sayre and their son Dick, sailed 
last Saturday for Europe on _ the 
Britannic. 


HERMAN BLUMENAU DIES AT 70 

Herman Blumenau, head of the insur- 
ance and real estate firm of L. Blu- 
menau’s Sons, Inc., in Brooklyn, died 
last week at the age of 70. He was the 
son of the late Levi Blumenau, who es- 
tablished the agency in 1856. Surviving 
are the deceased’s widow, a son and a 
daughter. 














Stock company assureds have participat- 
ed in company profits through the tre- 
mendous reduction in rates in the last 
four or five years. 

Another question was: Why is London 
Lloyd’s and other non-admitted insurers 
“Kosher” for reinsurance and not for 
direct coverage? In other words, why 
can insurance companies deal with non- 
admitted insurers whereas the agent and 
broker is prohibited from doing so? Mr. 
Dauwalter said that question should be 
taken to the State Insurance Depart- 
ment. 
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New National Fire General 
Agent for New York City 





Pach Brothers 
EDWARD R. HINDLEY 

Following the retirement of Captain 
Henry M. Zweig, Edward R. Hindley has 
been named general agent supervising 
the National Fire Group’s New York 
brokerage and service department at 85 
John Street. The National Fire Group 
is composed of the National Fire of 
Hartford, Mechanics & Traders, Frank- 
lin National of New York and the Trans- 
continental. 

Born in Darien, Conn., Mr. Hindley 
served in the Army Air Corps during 
the World War and was graduated from 
the Sheffield Scientific School of Yale 
University as a mechanical engineer in 
the class of 1919. He shortly joined the 
Standard Oil Co. of New York, and 
spent three years with that company in 
Karachi, India. In 1923 he returned to 
this country and on October 1 joined 
the National Fire Group in its improved 
risks department. On November 20, 1924, 
he was assigned to the Pittsburgh office 
as special agent, and on August 15, 1931, 
was made state agent and given charge 
of the western Pennsylvania territory. 
In April of this year he came to New 
York to be associated with Captain Zweig 
in the New York office. 





SPRINGFIELD AGENTS MEET 


Frank W. Brodie of Waterbury, Conn. 
chairman of the New England Advisory 
Board, addressed the members of the 
Springfield, Mass., Board of Fire & Cas- 
ualty Underwriters last week. With re- 
spect to meeting non-stock competition 
a special committee of the board pro- 
posed that members list with the secre- 
tary of the board all risks lost to these 
non-stock insurers, particularly mercan- 
tile and similar lines, and that a com- 
mittee be appointed to contact such risks 
with a view to saving them for stock 
companies, 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








that impressed me at 
Syracuse of the 


The main thing 
the recent meeting at 
N. Y. State 
Inc.. was the fact that instead of a noisy 
and cacophonous jazz-band, the band 
was a good cone, and played “decent 
music, and not overloud, so that you 
could converse with your table mates. 
Former bands drowned out all conversa- 
tion, under the “rough-neck” impression 
that guests must not be allowed to carry 
on a sensible conversation, but that all 


Association of Local Agents, 


conversation must be suppressed and 
that only a lot of noise could produce 
jollity. Also, instead of some poor 
vaudeville, a good college glee club 
rendered a very pleasing selection of 
songs. Also, many companies did not 
have any “headquarters,” and those that 


did, urged visiting agents to attend meet- 
ings and closed down during sessions. I 
think the members of the committee in 


charge of the convention deserve much 
credit. I have attended these meetings 
as far back as 1895, and think the asso- 
ciation has made very great strides in 


the right direction and is now a digni- 
fied, useful and necessary organization, 
and should have the support of every 
agent in New York State. I have profit- 
ed much by attending its sessions, be- 
sides having a chance to meet old friends 
and new friends among local agents and 
company men. 
* * * 

Meeting an Interesting Personality 

While at Poughkeepsie, N. Y., I had 
to inspect a country home at Beekman, 
an old farm house converted into a mod- 
ern well equipped home by the owner 
and his wife. I had been told that the 


assured was an inventor and scientist, 
and as we drove into the yard he greet- 
ed me and the agent very hospitably, 
and soon we were conversing as if we 


had known each other for years, mainly 
because I became interested in his in- 
terests at once, and he liked a good 
listener. His name is Jacques R. Ams- 
del, chief chemist of research division, 


American Records Corp. (Columbia- 
3runswick) of New York, Chicago and 
Hollywood and he has several inven- 


tions to his credit, mainly having to do 
with sound transmissions to phono- 
graphic disks of his invention. 

Without your knowing it, when you 
so to the movies, you get the benefit of 
his studies and inventions. Like all men 
in their particular lines, he is better 
known among men of his own calibre 
than by the layman. He showed me some 
of his diplomas, also letters patent of his 
inventions, while taking me through his 
house and we finally landed in the con- 
verted basement, with old fashioned fire- 
place and timbers. 

While he had never learned to read 
from notes, asked me to mention any 
classical music and he would play “ | 

did, mentioning, “Baccarole,” ‘“Moon- 
light Sonata” and he immediately per- 
formed on his piano there, meanwhile 
the disk he invented and perfected played 
with him. He told me that he never 
thought of taking up playing the piano- 
forte but was forced to in order to bring 
out the right sound effects in his disks. 
His playing and sense of harmony are 
just wonderful to me, especially as he 
has never played by note. He says he 
inherited his talent for music from his 
mother. In respect to genius as mani- 
fested by men like this, I think man is 
closer to the Deity than through any 


other manifestation. He has been work- 
ing hard for years and bought this place 
for rest and recreation, which he is go- 
ing to get by raising fruit, having set out 
about $10,000 worth of fruit trees. 

It is not to be wondered at that he 
needs a rest, having gone on at high 
pressure and having to fight for his 
rights under some of his patents. His 
wife, too, is a highly educated woman in 
line of telephone acoustics. He is a 
graduate of an Eastern college (I for- 
get which) and his father was a college 
man, his mother a very talented musi- 
cian. I have rarely met a more interest- 
ing personality, so well versed in chem- 
istry, acoustic sciences, physiology, and 
everything interesting, and I spent a 
very fine morning, and left with an in- 
vitation to the agent and myself to call 
again soon and spend a day with him. 

It shows how the insurance business 
gives you opportunities to meet all kinds 
of interesting people and the chance to 
make friends, which to me is one of its 
appeals. 





Newark Ins. Commission 


Presents Report on Survey 


A report that little, if any, reduction 
can be made in the city’s fire insurance 
placements, which cost $67,572 last year, 
has been made to the Newark Insurance 


Fund Cormmission. Prepared by the spe- 
cial committee named to survey the city’s 
insurance set-up, the report has been 
studied at a conference of the commit- 
tee and the commission. 

The Insurance Fund Commission in- 
cludes the City Commission majority of 
Mayor Ellenstein and Directors Duffy 
and Franklin. In the recent city inquiry, 
activities of the commission were spot- 
lighted, with the result a Grand Jury 
issued a presentment criticizing the man- 
ner in which the commission operates. 

After the presentment the Essex Coun- 
ty Board of Underwriters asked permis- 
sion to make a survey of the city’s 
insurance and promised savings. The 
Insurance Fund Commission said it would 
permit such a survey, but named a com- 
mittee of which only one member came 
from the Board of Underwriters. 

Under the present Insurance Fund 
Commission set-up, all insurance is 
placed by the commission. Then the 
individual city departments benefiting by 
the insurance pay the commission. Only 
the fund commissioners have anything to 
say about where the insurance policies 
are to be placed. 


VIRGINIA BLUE GOOSE ELECTS 


R. F. Rushin, Home of New York, 
the new most loyal gander of the Vir. 
ginia pond of the Blue Goose, He was 
elevated to that post at the annual meet- 
ing last week succeeding R. Coleman 
Rice, Phoenix of London. Other officers 
of the pond elected at the meeting are 
John W. Kessler, Virginia Fire & Ma- 
rine, supervisor of the flock; Albert C. 
Word, Louis E. English, Inc., custodian 
of the goslings; William C. Saunders, Jr., 
Fireman’s Fund, guardian of the pond; 
E. Harvey Stover, Aetna, keeper of the 
golden goose egg; George G. Jefferson, 
B. P. Carter general agency, wielder of 
the goose quill. Messrs. Rushin and 
Rice were elected delegates to the Grand 
Nest meeting to be held in Los Angeles 
August 23-25. 





HONOR CLIFFORD H. RICE 





New England Fire Insurance Leaders 
Mark Fiftieth Anniversary With 
Niagara Fire 

New England fire insurance leaders, 
each representing outstanding fire com- 
panies and agencies, gathered at the 
Chamber of Commerce last Friday for 
a reception and testimonial luncheon to 
Clifford H. Rice of the Boston agency 
of Rice & Whitney, who on June 1 
observed the fiftieth  eneataae? of his 
association with the N Niagara Fire of the 
America Fore group. Born in Wellesley 
in 1869, Mr. Rice started his Niagara 
career in 1888, and when twenty-two 
years of age was appointed New England 
special agent. In 1894 he was promoted 
to general agent for New England and 
two years later was made manager of 
the company’s Boston branch office, posts 
which he has since held. 

The New England group, paying trib- 
ute to Mr. Rice’s character and ability 
as an underwriter, made the testimonial 
an outstanding event in his long career. 
Carleton D. Smith, special agent of the 
America Fore group, was chairman of 
the committee and toastmaster. Herbert 
G. Fairfield, past president of the Boston 
Board of Fire Underwriters, presented 
Mr. Rice with a gift from that group; 
A. J. Murphy brought congratulations 
from New England fieldmen other than 
Mr. Rice’s group; Harvey McClure of 
Bangor, Me., senior fieldman, brought 
greetings from the fieldmen from New 
England and New York other than those 
connected with Mr, Rice’s office; George 
Hart read letters of congratulations from 
Mr. Rice’s many friends who were un- 
able to be present and Toastmaster 
Smith presented the guest of honor with 
varied gifts from several groups asso- 
c‘ated with Mr. Rice over the years. 





St. Louis Underwriters 


Change Name of Association 


The Insurance Board of St. Louis is 
the new name adopted for the association 
of insurance producers in St. Louis for- 
merly known as the Fire Underwriters 
Association of St. Louis. This change 
was recommended by the executive com- 
mittee and approved last week by a 
meeting of the membership. The Insur- 
ance Board of St. Louis as early as 1872 
was known as the St. Louis Board so 
that the new name is similar to the 
one adopted almost seventy years ago. 
The members of the St. Louis Board 
take pride in the accomplishments of 
their board throughout this long history. 

The change in name at this time is 
due to a public relations campaign ap- 
proved at the same meeting, the members 
feeling that the new more inciusive title 
better described the activities of its 
members since practically all the leading 
agents and brokers writing all lines are 
members. Announcement was made, 
however, by the president, Arthur F. 
Felker, that there is no intention of 
enlarging the rules of the board beyond 
those having to do with fire underwrit- 
ing. The public relations committee will 
be headed by Briggs A. Hoffmann, a 
vice-president of the Lawton-Byrne- 
Bruner agency. 





Lawyers Form Insurance 


Section in New Jersey 


An insurance section has been formed 
by the New Jersey State Bar Associa- 
tion, with Joseph C. Paul president. Mr. 
Paul is attorney for several insurance 
companies, and a state assemblyman. 
Other officers of the insurance section 
are: Lionel C. Kristeller, vice-president, 
and Samuel M. Hollander, secretary. Dis- 
trict officers have been named as follows: 

M. Joseph Greenblatt, Atlantic, Ocean and 
Cumberland counties; former Justice Frank T. 
Lloyd, Camden and Gloucester counties; Howard 
Eastwood, Monmouth and Burlington counties; 
State Senator George K. Large, Hunterdon. 
Mercer and Warren counties; Douglas Hicks, 
Union and Middlesex counties; Raymond G. 
Betsch, Bergen, Morris and Somerset counties; 
Sylvester C. Smith, Jr., associate counsel, Pru- 
dential Insurance Co., Essex county; David 
Klausner, Hudson county, and A. L. Bohl, 
Passaic and Sussex counties. 
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THE PHOENIX 
INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
Cash Capital, $6,000,000.00 
Surplus to Policyholders, $44,807,872.44 





QUALIFIED AGENTS NEEDED 


Blackall Tells Connecticut Ass’n How 
Poor Selling Undermines Good Re- 
lations With Public 


Insurance Commissioner John C, 
Blackall, at a meeting of the Connecti- 
cut Association of Insurance Agents at 
Wampanoag Country Club last week, 
stressed the desirability of more _ thor- 
ough training in the agency field and 
the necessity of a keener appreciation, 
on the part of agents, of the coverage 
of policies. He related several cases 
that had come to the attention of his 
department, and others that had reached 
the courts. 

Mr. Blackall cited the Misholoff case, 
in which the purchaser of a car told his 
insurance agent that he wanted fire and 
theft insurance on the car. No questions 
were asked by the agent about the na- 
ture of the purchaser’s title. The line 
was brokered through an agent who, in 
turn, failed to ask any questions and the 
policy was issued showing the usual 
sole and unconditional ownership clause. 
The car was stolen. The lower court 
awarded $3,000 and the Supreme Court 
of Errors in Connecticut reversed this 
judgment on the ground that the policy 
terms had been violated, and issued an 
order allowing the assured only the re- 
turn of. premiums paid. 

“The insurance business, by its very 
nature, depends largely on the confidence 
that sound companies and capable and 
ethical agents have established for it 
over a period of years. One of the im- 
portant functions of our department is 
to make certain that that confidence is 
not jeopardized or lessened and it 1s 
also through the efforts of an organiza- 
tion; such as yours that much can be 
accomplished along these lines,” said the 
commissioner. 

“Most opinions—good or bad—of the 
insurance business are the result of the 
policyholders’ dealings and contacts with 
insurance agents and our department iS 
never unmindful of the importance of 
keeping out of the business any influ- 
ences that might tend to undermine the 
high principles that your organization 
is striving to maintain.” 








NEW BROKERAGE FIRM 
Gustav Strauss, Mortimer E. Shaff and 
George Dolgin announce the formation 
of Strauss, Shaff & Dolgin to conduct 
a general insurance business at 171 M: id- 
ison Avenue, New York City. 
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This is No. 10 of the series, “’Round the 
World with the Royal-Liverpool Groups.” 
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Commissioners 


(Continued Page 1) 

their ultimatum to the New York De- 
partment he could see no way out but 
to withdraw. Commissioner Read, while 
holding that the zone system of company 
examinations “is far better and more sat- 
isfactory to the majority of the states” 
than the methods used prior to January, 
1937, declared that there is “no need to 
get mad at or find fault with the com- 
missioner whose law does not permit him 
to subscribe 100% to the zone plan. The 
association’s by-laws provide a method 
for examination of companies where the 
home state commissioner does not act 
upon request. The duties and responsi- 
bilities of several departments of insur- 
ance are fixed by statute and the right 
of examination undoubtedly is given.” 

Taking up the matter of costs of ex- 
aminations, Mr. Read said: 

“Protection should be given by this 
committee to the companies domiciled in 
the states subscribing to the zone plan 
for company examinations, and see that 
only competent examiners are employed, 
and that they work office hours, or in 
other words give one dollar of service 
for each dollar received. The several 
states acting individually or through their 
zone managers will have to pursue their 
own way as to the examination of com- 
panies domiciled in states which do not 
subscribe to the zone plan.” 

During the last year the question has 
been raised as to how far a home state 
commissioner should go in suggesting 
the number of zones and which zongs 
should participate, said Commissioner 
Read; also how far a home state com- 
missioner should go in suggesting a cer- 
tain state of a zone, and in some cases 
examiners. 

“In the absence of specific instructions 
your chairman has followed the sugges- 
tions of the home state commissioner as 
to number and which zones should par- 
ticipate, and has furnished the manager 
of each invited zone with information 
contained in the home state commis- 
sioner’s letter, and a list showing volume 
of business transacted by the company 
to be examined in the several states of 
his zone,” said Mr. Read. 

“The majority of the states have com- 
plied with the intent and spirit of the 
association resolution as to the zone svs- 
tem for conducting examinations of in- 
surance companies. Some states have 
complied in part, and other states have 
not complied at all with the association 
resolution as to the zone plan.” 


from 


Reports on Costs 


Appended to Commissioner Read’s re- 
port was a long list of reports of com- 
pany examinations in the several zones 
into which the country is divided, the 
reports showing the states participating, 
per diem costs, sustenance charges per 
day and whether the examinations were 
made by insurance department or inde- 
nendent examiners. Only a few states 
have employed independent examiners or 
consulting actuaries, these being Dela- 
South 


ware, West Vireinia, Arkansas, 
Dakota, Utah, Kentucky, Idaho, New 
Mexico, Oklahoma, Montana. Some re- 


ports did not indicate whether depart- 
ment or independent examiners were em- 
ployed. Generally speaking the charges 
of the independents were not higher per 
day than those of the insurance de- 
partment men. 

Per diem charges range from $10 to 
$25 except in a few cases. The hichest 
reported was $35. Sustenance charges 
averaged between $7 and $8 a day. Some 
states reported as low as $3.89 and one 
or two as high as $10. In a few cases 
the total costs of company examinations 
are given by Commissioner Read, the 
highest being for an examination of the 
Loyalty or Firemen’s Group by the 
Pennsvlivania department, the charges 
being $9,215 and the sustenance item be- 
ing $3,961. 


Might Apply Average Values 


To Stocks, Say Commissioners 

Quebec, June 16—The commissioners’ 
valuations committee reported that in its 
opinion the proposal of a permanent use 
of average values merits further study. 
The committee thought it logical to ap- 
ply the theory of average values to 
stocks as for the best interests of the 
insurance business generally and the 
companies. 

The committee believes it is also pos- 
sible that some plan for creating re- 
serves against fluctuations of securities 
might be established. It thinks that the 
experience in accepting amortized values 
for bonds amply secured and not in de- 
fault produces a stabilizing influence. 


December Meeting Vote Held 


Slap at New York Department 

Quebec, June 16.—Attitude of the com- 
missioners’ executive committee in refus- 
ing to vote for holding the December 


meeting in New York City at time of 
the life presidents’ meeting and putting 
this date decision up to convention gen- 
erally is regarded as a slap at the New 
York Department because of its attitude 
toward convention examinations’ contro- 
versy. There are many irritations here 
under the surface as convention gets 
ready to discuss its sore thumb item on 
agenda, the zone system of examinations. 

Late comers include William Leslie of 
National Bureau and J. Ross Moore of 
National Automobile Association. Rich- 
ard A. Corroon was host last night to 
party of fifty insurance men and wives. 








Answering Criticism 
(Continued from Page 4) 


that when a man surrenders a policv to 
buv another, it is a life insurance com- 
nany that accepts the new one and, 
therefore, it is up to life insurance com- 
panies themselves to put a curh on the 
practice. He wanted to know what com- 
panies have done to educate the public 
as to fallacies of the books. Personally 
he did not think authors were getting 
rich writing these books calline insur- 
ance a racket and said that a Philadel- 
nhia author of this tyne was workine 
for thirty dollars a week at the present 
time. 

Commissioner Blackall thought the 
harm done was exaegcerated and that 
little business was being lost because 
of the books. He said if a man’s roof 
leaks he does not go to the Mavor to 
have him fix the roof but goes to a car- 
nenter. If statements in a book about 
insurance upset the policvholder he does 
not think the insurer should go to the 
Commissioner to ask what stvle of nolicv 
he should buy. He should go to an 
agent. 

Roger B. Hull, managine director of 
the National Association of Life Under- 
writers, appeared before the committee 
and made a strong statement about loss 
of confidence in insurance caused by the 
publication and circulation of the books. 
Answering a question. he said that the 
critics charged the public two dollars a 
thousand for their advice and while they 
claimed they do not sell insurance an 
agent comes around next ‘day and tries 
to sell the reader of the book who has 
had the consultation with the outfit ad- 
vertising the book. 

The committee was held over and 
asked those present to file memoranda 
as to just what damage is being done 
production. 


Blackall For President 


Quebec. June 15—On Wednesday night 
Commiissoiner Blackall was leading in 
sentiment for the next president of the 
National Association of Insurance Com- 
missioners but at that time it was not 
known definitely how the ballot will re- 
sult when vote is taken. 


ESSEX COUNTY AGENTS MEET 


Total Membership in Board Now 104; 
Pedestrian Accident Elimination 
Campaign Started 
The Essex County Board of Under- 
writers held a dinner meeting at the 
Crestmont Golf Club, West Orange, N. J., 
Monday. Herbert L. Brooks, assistant 
secretary of the Joseph M. Byrne Co., 
Newark, and president of the board, was 

in charge of the meeting. 

Three new members were elected, 
bringing the total membership to 104. 
The new members are George M. Wall- 
hauser Agency at Newark, James H. 
Owen, East Orange, and Bernard M. 
Degnan of West Orange. Mr. Degnan 
has been long established in the insur- 
ance business in West Orange and was 
recently elected mayor with the greatest 
plurality ever given for that office. 

The meeting was the last to be held 
until Fall and the purpose was to ac- 
quaint the members with the work the 
officers have been doing behind the 
scenes. Reports were given by the 
various officers and committees of the 
activities during the year. The commit- 
tee on the Newark city insurance survey 
reported progress and the hope was ex- 
pressed that their efforts will eventually 
succeed. 

The Essex County agency survey is 
progressing slowly and the committee 
is making an exhaustive study of the 
agency situation in Essex County prior 
to formulating a definite plan of pro- 
cedure, 

A pedestrian accident elimination cam- 
paign was proposed and accepted. Com- 
prehensive data on the subject was se- 
cured from Arthur H. McGee, motor 
vehicle commissioner. It was pointed 
out that 40% of all accidents involve 
pedestrians. The campaign will be 
launched as a board project and the co- 
operation of local authorities and organi- 
zations as well as the public will be 
enlisted. 


N. Y. Board Names Heads 


Of Committees For Year 
Committees of the New York Board 
of Fire Underwriters organized for the 
ensuing year at the regular monthly 
meeting of the board Wednesday by 
electing the following chairmen and vice- 
chairmen: 

Board of directors—James J. Hoey, 
chairman, and A. J. Smith, vice-chairman. 

Finance—J. W. Russell, chairman, and 
George F. Neiley, vice-chairman. 

Fire patrol—Joseph T. Goeller, chair- 
man, and A. J. Smith, vice-chairman. 

Laws and legislation—James J. Hoey, 
chairman, and A. R. Phillips, vice-chair- 
man, 

Losses and adjustments — William A. 
Riordan, chairman, and A. R. Hanners, 
vice-chairman. 

Fire prevention and water supply— 
Willard L. Chambers, chairman, and Wal- 
ter C. Howe, vice-chairman. 

Electricity—F. W. Kentner, chairman, 
and Montgomery Clark, vice-chairman. 

Membership—J. W. Russell, chairman, 
and F. W. Kentner, vice-chairman. 

The fire patrol committee reported that 
the patrol had answered 23,080 alarms 
in the Manhattan, Bronx and Brooklyn 
districts in the year ended May 31, 1938, 
as compared with 22,257 in the year 
ended May 31, 1937, an increase of &23, 
or 3.7%. 


NORTH BRITISH OUTING 


The Employes Club of the North Brit- 
ish & Mercantile Group held an enjoy- 
able outing to Indian Point Tuesday. 
The party of 306 employes and officers, 
as well as seventy guests, left the Bat- 
tery by boat, arriving at Indian Point, 
where athletic games and contests of 
various sorts were enjoyed both by par- 
ticipants and spectators. United States 
Manager C. F. Shallcross, Assistant Man- 
agers C. E. Case and George H. Dux- 
bury, together with secretaries in charge 
of underwriting divisions, were on hand 
and entered into the activities, helping 
to make the occasion an all-round success. 
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Morasch State Agent Of 


Fireman’s Fund In New Jersey 


The Fireman’s Fund has advanced 
Fred H. Morasch to the position of 
state agent in charge of the entire field 
operations in northern and central New 
Jersey, including that portion of the 
territory formerly supervised by Special 
Agent Robert F. Moore, who recently 
resigned to join the Boston and Old 
Colony. 

Mr. Morasch will be assisted by Special 
Agent and Engineer Philemon Hoadley 
and the full facilities of the Newark 
service office, Headquarters will con- 
tinue to be maintained at 9 Clinton 
Street, Newark. 


Insurance Golf Ass’n Holds 


Tournament on Long Island 

An excellent outing was enjoyed by 
members and guests of the Insurance 
Golf Association at its Spring tourna- 
ment Tuesday at the North Hempstead 
Golf Club, Port Washington, L. I. Of- 
ficers were elected as follows: President, 
H. H. Kraemer; vice-presidents, Sam 
Mehorter and Stuart Richardson; secre- 
tary, Arthur Vreeland, and _ treasurer, 
Henry F. Lehr. Nearly 100 persons at- 
tended the affair. 

By unanimous vote at the meeting 
the name of the organization was 
changed from the Insurance Golf Asso- 
ciation back to its original title of “The 
Chiselers.” 

Golf prizes were won by the follow- 
ing: Low gross, Herbert C. Ray, Jr, 
who received the club plaque; low net, 
Fred O. Clark; guest prize, Russell 
Howe; kickers’ prize, J. Robertson; 
foursome prizes, F. Saunders, C. D. Bo- 
gart, D. McFalls, T. T. Grimson, J. F. 
Inglis, William Haughey, S. Richardson, 
Harry Husted, Sam Mehorter, Joseph 
Sullivan, W. F. Tynan, F. Fett, W. L. 
Voight, Ed Inglis, Lee Coffey, J. Koégel, 
DeMott Belcher, S. H. Lane, Bud Hall, 
Fred Acker, D. Webster and H. H. 


Kraemer. 


MAY FIRE LOSSES UP 7% 

Fire losses in the United States in 
May are estimated at $22,917,577 by the 
National Board of Fire Underwriters. 
This is an increase of 7% over the same 
month last year when losses amounted 
to $21,437,739. For the first five months 
of 1938 losses are estimated at $131,- 
733,620 compared to $131,145,479 for the 
same period last year and $135,083,447 
for the first five months of 1936. 


JAMES M. DAGGETT DIES AT 65 
James M. Daggett, senior vice-presi- 
dent of the well known Albany, N. Y. 
agency of Rose & Kiernan, Inc., died 
last week at his home from a heart at- 
tack. He was 65 years old and is sur- 
vived by his widow, a daughter, Muriel, 
and a brother, Edmund, of New York. 
Mr. tenets had been connected with 
Rose & Kiernan, Inc., for fifteen years 
and prior to that had been an adjuster 
for the Royal Indemnity. A_ brother, 
John M. Daggett, manager at Roches- 
ter, N. Y., for the Fire Companies’ Ad- 
justment Bureau, died on May 23. 
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N. J. Court Holds Adjusting Does 


Not Constitute Practice of Law 


A ruling that the adjustment of insur- 
ance claims did not constitute the “prac- 
tice of law” was handed down in New 
Jersey’s Court of Chancery last week by 
Vice-Chancellor Maja Leon Berry. The 
decision was considered to be of nation- 
wide importance in view of recent at- 
tempts by lawyers to combat what they 
describe as “illegal law practice” by in- 
surance concerns, real estate brokers, 
trust and title companies. 

By his ruling, Vice-Chancellor Berry 
dismissed the test case brought against 
W. D. Ullrich, Atlantic City insurance 
adjuster, by the Atlantic County Bar As- 
sociation. The jurist agreed with Ull- 
rich’s counsel, Merritt Lane of Newark, 
that what Ullrich had been doing for 
various insurance companies was exactly 
what laymen have been doing for insur- 
ance companies for many years. 

John E, Toolan of Perth Amboy, N. J., 
appeared in the cause amicus curiae on 
behalf of the New Jersey Association of 
Underwriters, the local agents’ organiza- 
tion. 

In his opinion Vice-Chancellor Berry 
held that the appearance of an adjuster 
at informal hearings of the Compensa- 
tion Court in behalf of his company and 
the assured is not the illegal practice of 
law; that action of the adjuster in filing 
in blank spaces on printed form releases 
and covenants not to sue did not consti- 
tute the practice of law, and that the 
action of an adjuster in investigating 
cases did not constitute illegal practice 
of law. 

Mr, Lane presented a comprehensive 
brief of more than ninety pages on be- 
half of the defendant. Extracts from 
his argument follow: 

“The proofs do not indicate that the 
defendant is practicing law in any sense 
of that term. 

“The business of adjusting insurance 
losses, particularly fire, has been recog- 
nized as a distinct business and con- 
siderable law has grown up with respect 
to the authority of adjusters and the 
like, and in many states the business 
has been regulated by statute. 


Adjustment Bureaus 


“T direct attention to sub. (b) R. S. 
2:111-6, which provides that the pro- 
hibitory provisions of sec, 2:111-1 to 
2:111-4 should not be held to prohibit 
‘(b). Any person, association or corpo- 
ration lawfully engaged in the business 
of conducting a mercantile or collection 
agency or adjustment bureau from em- 
ploying an attorney at law to give legal 
advice, concerning, or to prosecute ac- 
tions in courts which relate to, the ad- 
justment and collection of debts and ac- 
cofints only.’ 

“By it the legislature, impliedly at 
least, recognizes the legal existence of 
adjustment bureaus. It authorizes those 
adjustment bureaus to employ attorneys 
at law. There is here a recognition that 
laymen may operate adjustment bureaus. 

“It is obvious that, if the position of 

complainants be correct, then other pro- 
essions or businesses which have not 
generally been considered as involving 
the practice of law do involve the prac- 
tice of law. Among them is accountancy. 
Accountants are not today mere machine 
computers; in the progress of their ac- 
countings they are bound continuously 
to apply legal knowledge. The _ busi- 
ness has been regulated by statute in 
many states, including New Jersey. 
_ “The legislature has found no difficulty 
in regulating these businesses in the pub- 
lic interest and, if there be any danger 
to the public in permitting adjusters to 
operate as does defendant, the legislature 
should regulate as indicated by Judge 
Dearing in his dissenting opinion in the 
Missouri case of Liberty Mutual Insur- 
ance Co, v. Clark. 

“I refer to the English practice as set 
forth in Cordery’s Law Relating to Soli- 
Citors, 4th Ed. 1935, as indicating that 
the type of work performed by defend- 
ant would not be considered as practic- 


ing law and such work as must be per- 
formed by a solicitor. It would be con- 
sidered improper for a solicitor to per- 
form the work. 


“I suggest that, if the advanced posi- 
tion taken by the bar is correct, lawyers 
in the performance of the work now 
claimed for the bar, will find themselves 
in the position in which a lawyer should 
never place himself. In making investi- 
gations, statements are taken of wit- 


nesses; witnesses repudiate their state- 
ments; it is necessary to call to the 
stand those who took the statements to 
contradict the statements of witnesses 
made upon the stand; such a person 
should not be a lawyer. 


“One of the fundamental rules of the 
profession is that its members should not 
place themselves in the position in which, 
in the interest of clients, they are obliged 
to take the stand and pit their word 
against the word of another witness. 
And yet this will be the inevitable result 
if work of the nature claimed by the 
bar must be exclusively performed by its 
members.” 


VA. RATE BUREAU MEETS 

A. R. Phillips, vice-president of the 
Great American, remains chairman of 
the governing committee of the Virginia 
Rating Bureau. Other members of the 
committee whose terms expired this year 
were also re-elected at the annual meet- 
ing last week in Richmond as follows: 
B. C. Lewis, Jr., vice-president, Virginia 
Fire & Marine; Dowdell Brown, mana- 
ger, Southern department of the Com- 
mercial Union; B. M. Culver, president, 
Continental. Mr. Lewis remains vice- 
chairman of the governing committee. 
E. Wright Spencer was re-elected mana- 
ger of the Bureau. It was the tenth 
annual meeting of the Bureau. 
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& Unfortunately, the Fire Demon is an ill-mannered fellow who doesn’t send out invitations 


like the above. His parties are all surprise parties... and often, by the time the news gets to the 


fire department, the “festivities” are out of hand . . . (J No one can predict the time or place that 


fire will strike, but A.D.T. does the next best thing— provides the assurance that when fire does 


break out, it will be detected automatically when it starts, and the fire department automatically 


summoned during those first few precious moments. (J A.D.T. provides two automatic fire 


protection services: Sprinkler Supervisory and Waterflow Alarm Service; and for unsprinklered 


properties, Aero Automatic Fire Alarm. Adoption of A.D.T. Automatic Fire Protection Systems 


often results in substantial savings in protection overhead. Write for descriptive booklets. 
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Honor Y 


agher 


At N. Y. Fire & Marine Golf Meet 


Memorial Adopted Unanimously by Association; Oswald 
Kirkby, Jr., Wins Championship Cup; “Bill” 
Glenney Takes Founders’ Trophy 
By W. L. Hadley 


The writer finds himself beset with 
deep emotions as he attempts to record 
the happenings attendant upon the twen- 
ty-third annual tournament of the New 
York Fire & Marine Insurance Golf 
Association, which was played over the 
twin courses of the Baltusrol Golf Club, 
Short Hills, N. J.. on June 9. This emo- 
tion I am sure was shared by all those 
taking part in this tournament who have 
participated in the association’s annual 
meets over the years. 

Missing from the activities and picture 
of this field day and evening dinner of 
the New York Fire & Marine Insurance 
Golf Association was Edward (“Eddie”) 
Gallagher, one of its charter members 
and treasurer of the association since its 
organization twenty-three years ago. If 
there were ever any doubts in the mind 
of the late “Eddie” as to the affection 
in which he was held by his associates 
in the association, and those guests who 
participated in its tournaments, a look 
from Over Yonder on the proceedings 
during the day and evening of June 9 
would quickly dispel them. 


“Divot 


First row, left to right: H. H. Kramer, C. J. Goodman, F. E. West, H. D. Wri 
William T. Glenney, J. H. Chapman, Robert S. Walker, Alex Heid, T. H. E. Stoker, 
Second row, left to right: R. Burke, Fred L. Bross, Sam Mehorter, E. L. Lewis, L. Fosdick, J. C. Griffin, E. Kelly, 


An association trophy establishing a 
permanent memorial to Edward Gal- 
lagher was eagerly contested for by 
those who revered “Eddie.” It was 
won for the first time by Edward M. 
Schmults of Tetor & Schmults, agents, 
Ridgewood, N. J. 

Gallagher Memorial 


Prior to the presentation of this 
trophy at the dinner in the evening a 
memorial prepared by the board of gov- 
ernors and officers of the association 
was read by President Harry W. Bar- 
ley, and on motion was unanimously 
adopted. This memorial will be en- 
grossed on a scroll and a copy presented 
to Mrs. Gallagher. 

One of the most impressive features 
of this year’s dinner was the vocal num- 
bers by Fred Bross, sung especially in 
honor of the late Edward Gallagher. 
The numbers were “Sweet Mystery of 
Life” and “Ireland Must Be Heaven.” 

Kirkby, Jr., Wins Championship Cup 

The second association Wallace Reid 
Championship Cup was retired from 


at 


Diggers” 


H. C. Blaetz, J. F. Schumacher, Johnny Farrell. 


Third row, left to right: W. B. Rearden, Herman Ambos, Fred L. Bross, Joseph M. Byrne, * * Brady, F. K. Baker, 


Baker, R. J. Howard, L. C. Griswold, H. F. Cornwall, J. H. Chalener. 


Fourth row, left to right: Robert O’Gorman, R. F. Van Vranken, Charles Schupp, C, J. Brickell, Harry W. Barley, Alex Heid, R. F. Van Vranken, Louis Matthes, 


D. J. Stewart, Robert Bauer, F. B. Heller, E. P. Veitch, J. J. O’Donohue. 


competition through being won for the 
third time by Oswald Kirkby, Jr., with 
a gross 74. Arthur Vreeland, Jr., was 
runner up in this competition with a 
gross 79. There is tradition in Oswald 
Kirkby, Jr., winning the Wallace Reid 
Championship Cup. His famed golfing 
father won the association’s first Cham- 
pionship Platter in 1915. 

There is international flavor attached 
to the winning of the guest cup of the 
association this year in that T. H. E. 
Stoker of Willis-Faber-Dumas, Ltd., 
London, England, guest of “Jack” Kee- 
gan, turned in a winning effort under 
American handicapping and carried the 
trophy back home with him. He had 
not been in this country for twenty-nine 
years prior to his present visit. Mr. 
Stoker was a happy participant in the 
doings at Baltusrol. He expressed the 
hope to come back and repeat before 
another twenty-nine years roll by. 

One of the treasured trophies of the 
New York Fire & Marine Insurance 
Golf Association annual tournament is 
that presented by A. Duncan Reid—the 
Senior Cup—for possession of which 
those members of the association over 
fifty years of age do battle. This year 
it was won by Robert O’Gorman of 
O’Gorman & Young, agents, Newark, 


= % 
President’s Trophy 
A newcomer to this tournament—and 
be it said one who is destined to be 
popular with its members—went right 
(Continued on Page 36) 


Baltusrol 


R. F. Van Vranken. 


Championship Cup 


Winner and Runner-Up 


THE TWO “JUNIORS” 


Arthur 
Vreeland 


Golf Club 


Oswald 
Kirkby 


ght, W. W. Moorhead, J. W. Teese, Wilfred Garretson, R. C. Rice, Oswald Kirkby, 
Alex Heid, W. Morse, J. H. Chapman, H. Maser, 
A. Vreeland, A. Willis, A. B. Crehore, H. C. 














irkby, 


laser, 


H. C. 









| household goods. 





June 1 7, 1938 


THE 
a UNDERWRITER 


Page 35 








Hinkley Lays Course 
For Office Workers 


ASSISTING OUTSIDE SALESMEN 





Building Confidence by Acquiring Suffi- 
cient Knowledge to Give Correct 
Answers to Questions 





Ralph G, Hinkley, manager New Eng- 
land department American Insurance 
group, has written a booklet entitled 
Sales Technique for Insurance Office 
Women. In his foreword he says that 
the contribution of this large class to 
the great business of insurance is too 
seldom recognized and sometimes not 
fully appreciated. Here are some of his 
observations : 

“Every day you will find many oppor- 
tunities to apply salesmanship to your 
work in the agency office. The customer 
or prospect calls at your office volun- 
tarily. He does not look upon you as a 
salesman. Your employer is selling an 
intangible. The real basis for selling an 
insurance policy is the confidence created 
in the buyer’s mind that contracts will 
be made good when performance is nec- 
essary. 

“Be courteous always. That puts a 
customer at ease. Make explanations 
simple. Address a customer by name 
if possible. The same courtesy should 
be observed in using the telephone. 
Speak distinctly. Cluttered desks do not 
indicate industriousness. Manuals and 
rate books should be kept up to date. 


| The more you know about rules, forms 


and rates the more accurate will be the 
information you dispense. Know where 
to look for information desired. Do not 
under any circumstances try to bluff the 
answer to a question. There is no better 
way of building good will than by giv- 
ing the customer the correct answer. 
Why People Come In 


“There are many purposes for which 
people come into an insurance office 
but in the main they boil down to the 
following: To pay a bill; to arrange for 
a renewal; to inquire or notify you 
about a necessary change, or to give you 
an order for new business. The man 
who comes to pay a Dill is a customer 
for additional insurance. Reference to 
the records will disclose what kinds of 
insurance he has and has not. Mention 
to him the line you consider most neces- 
sary for him to have and on which you 
can make an enthusiastic sales talk. Ask 
him if he has made an inventory of his 
Keep informed about 
people who have bought new things that 
should be insured. Mention an expira- 
tion that is coming up soon and get an 
order for renewal. Quote annual pre- 
miums in cents a day or week, like: 
$7.50 a year is about 2 cents a day. 

Helping Collections 

“People who come in to renew a policy 
can be handled in the same manner. 
Mention the extended coverage endorse- 
ment or other forms. Become familiar 
with the inland marine forms such as 
personal effects, fine arts, fur floaters, 
stamp collections, shot guns, cameras. 
When handling an inquiry for a new 
Policy try to get all the information 
necessary to write the policy. Try to 
sell a broad coverage. Whether a cus- 
tomer is buying a new policy, renewing 
an old one or getting an endorsement 
that calls for additional premium, say: 
I suppose you want to pay for this 
now.” You will be surprised to find how 
often it works, 

Those Who Won't Pay 


“Insurance buyers can be divided 
roughly into three classes as to pre- 
mium payments. There are still a few 
People who believe a policy is not in 
effect until it is paid for. To such a 
Person—T suppose you want to pay for 
this now’—will not give offense. Other 
People will say they can’t pay today but 
will in thirty days, or on the fifteenth 
of the month. In that case make a 


written memorandum of what the cus- 


— says, to follow up at the agreed 
e. 


Another class of customer might 


Competition Successfully Met 


Several instances of successful meet- 
ing of non-stock fire and casualty com- 
petition have been reported to the New 
Jersey Agent, monthly publication of the 
New Jersey Association of Underwriters. 
They serve to show the beneficial results 
obtained by close cooperation between 
agents and fieldmen in pushing the pro- 
gram of the Business Development Of- 
fice. Following are three cases: 

Union County: A factory in that local- 
ity carrying insurance in excess of $300,- 
000 has been returned to stock companies 
through the efforts of Special Agents T. 
McNamee, Potomac Fire, and J. Luehs, 
Pacific Fire. This plant had been in 
the mutuals for a twenty-year period. 

Passaic County: Through the efforts 
of the N. D. Darmstatter Agency at 
Passaic and F. H. Morasch, Fireman’s 
Fund, another sizeable manufacturing 
risk has been removed from the mutuals. 


“The interesting part of this case was 
in the final expressions of the assured. 
He said they had decided to purchase 
stock company insurance in defense of 
the American system of merchandising,” 
Mr. Morasch said, discussing the 
matter. 

Union County: Through the efforts of 
the Pearsall & Frankenbach, Inc. 
agency at Westfield and F. H. Morasch, 
Home Fire & Marine, another sizeable 
garage property heretofore insured with 
mutual carriers has been returned to 
stock companies. As in many other 
cases previously reported, the insuring 
mutuals were content to carry the busi- 
ness at a published rate less dividend 
considerations approximating 25%. A 
survey of the premises and other agency 
considerations finally developed a rate 
commensurate with the mutual’s net cost, 
on which basis the property insurance 
was again returned to agency channels. 





say: ‘Not on your life, I’m taking this 
line away from E. Z. Mark, down the 
street. He gives me a year to pay. If 
you don’t want the business on the same 
terms you don’t get it.’ The only answer 
for that one is: ‘Please take it right 
back to E, Z. Mark. 
Stock vs. Mutual Company 


“In some agencies representing both 
stock and mutual companies an office 
clerk will sometimes say to a customer: 
‘Do you want a stock or a mutual com- 
pany.’ Of course we would not do 
that; we would use a stock company. If 
the customer asks the difference be- 
tween a stock and a mutual company he 
is usually told the mutual policy is 
cheaper or that the company pays a 
stated dividend. You should be familiar 
with the difference between the two 
classes of companies. The mutual policy 
may not be cheaper and the dividend may 
not be guaranteed. 

“Occasionally you meet a person who 
believes insurance is a racket. If he 
has reasonable intelligence and open 
mind you can change his viewpoint with 
a few sensible questions. Do everything 
possible to improve the outside sales- 
man’s effectiveness.” 





Assistance Easy to Get 
But Difficult to Drop 


Addressing the Springfield (Mass.) 
Board of Fire & Casualty Underwriters 
on May 17 Massachusetts Commissioner 
of Insurance Harrington emphasized that 
the best regulated business is that which 
best regulates itself. He also said: “It 
is pleasing to note indication of a chang- 
ing attitude on the part of certain com- 
pany executives toward their producers, 
Recent public utterances by a limited 
number of company executives indicate 
that these executives are alive to the 
danger of serious damage to the Ameri- 
can Agency System by continued hostil- 
ity toward brokers and agents. I hope 
there will be an extension of this con- 
ciliatory attitude.” 


MUTUALS LESS CAREFUL 


Mutual fire companies are reported to 
be loosening up considerably on their 
underwriting and stock insurance men 
are expecting to see this reflected in a 
higher loss ratio for the mutuals for 
1938. During the past few weeks mu- 
tuals have taken away two paper box 
factories from stock companies. One of 
the risks was written at 25% off board 
rates while the other was written at 
one-third off. The experience of the 
stock companies with paper box factories 
has been sad. 


T. B. GOLDSMITH ADVANCED 


T. Brady Goldsmith, who has been as- 
sociated with the Southern department 
of the National Union Fire of Pitts- 
burgh since 1932, has been appointed 
agency superintendent of the company 
to succeed J. Hunter White, advanced 
to assistant secretary. 











Firemen’s Executive Writes 


Roosevelt on Recovery Plans 


Suggestions for governmental help to- 
ward recovery have been sent to Presi- 
dent Roosevelt by C. John Kuhn, third 
vice-president of the Firemen’s of 
Newark group. Mr. Kuhn wrote as “an 
individual business man” and embodied 
observations of the attitude of business 
toward government and what the Presi- 
dent could do to enlist help of business. 

“You have accomplished much that is 
good,” wrote the Newark insurance exec- 
utive, “but you are now destroying that 
which has been done by attempting to 
crowd into a short space of time neces- 
sary reforms that in our system must 
take decades for absorption. As a result 
you have so confounded and antagonized 
business leadership as to render it vir- 
tually impotent to do the things you 
want done. Even small business men, as 
you well know, have echoed these senti- 
ments.” 

Mr, Kuhn listed ways of accomplish- 
ing three things he believes vital to re- 
covery: restoration of confidence in gov- 
ernment, a chance for business and capi- 
tal to show what they can do ard bal- 
ancing of the national budget. 


ARSON CASES IN ONTARIO 


The Canadian Province of Ontario is 
registering excellent progress against the 
crime of arson, according to Fire Mar- 
shal W. J. Scott, K.C., of that province. 
Speaking recently before the National 
Fire Protection Association convention 
in Atlantic City Mr. Scott said that in 
1936 the authorities obtained thirty-seven 
convictions for arson and other crimes 
connected with fires out of fifty-four 
cases brought to trial. Last year the 
province obtained a total of forty-five 
convictions out of sixty-five cases brought 
to trial, or a conviction ratio of almost 
70%. This year so far he said there 
have been ten convictions out of twelve 
cases and at present there are at least 
six persons under arrest awaiting trial 
on arson charges. Mr. Scott also ex- 
plained to the convention methods used 
by his department in investigating arson 
cases, 


SPECIAL AGENT IN W. VA. 

Vice-President H. B. Collamore of the 
National Fire of Hartford and the Me- 
chanics & Traders announces the ap- 
pointment of Charles R. Silhavy as spe- 
cial agent in West Virginia to assist 
State Agent W. L. Bellmer and Special 
Agent D. S. Butler. Mr. Silhavy joined 
the automobile department of the Na- 
tional Fire as an underwriter in 1928, 
in 1932 was transferred to fire under- 
writing and in 1936 to inland marine 
underwriting so that he has had extensive 
training and experience in all three of 
the important branches of the business. 











Directors of the Phoenix of Hartford 
have declared the regular quarterly divi- 
dend of 50 cents a share, payable July 
1 to stock of record June 15. 


Best Issues 1938 Edition 


Of Guide with Key Ratings 


The Alfred M. Best Co. has issued 
the 1938 edition of Best’s Insurance 
Guide with Key Ratings. This is the 
thirty-second annual edition. This pub- 
lication supplies, for quick reference, 
policyholders and financial ratings and 
comprehensive statistics indicating the 
financial condition, general standing and 
operations of all stock, fire, marine, 
casualty and surety companies operat- 
ing in the United States, whether do- 
mestic or foreign together with mutual 
insurance companies and all reciprocals 
and American Lloyds. There are more 
than 1,100 insurance companies covered, 
as well as over 2,500 of the smaller 
mutuals. Summary data, such as ad- 
mitted assets, insurance in force and 
premiums written during the past year 
are shown for the smaller mutual classi- 
fication. 

In addition to the statistical exhibit, 
it shows the net basic factors of each 
company or association followed by 
Best’s general rating of each institu- 
tion, from the policyholders’ point of 
view. These ratings are based upon 
the analyses of a number of factors of 
varying importance which, in the ope- 
ration of any insurance institution, re- 
sult in the permanency of the institution 
and degree of safety to its policy- 
holders. The financial rating indicates 
Best’s estimate of the net safety back 
of each company and is based upon 
the surplus to policyholders, plus equi- 
ties and unearned premiums and less 
any indicated shortages in reserve. 

The charge per copy of this publica- 
tion is $5. The Alfred M. Best Co. is 
located at 75 Fulton Street, New York 
City. 





VIRGINIA AGENTS’ PROGRAM 


T. Alfred Fleming, director of con- 
servation for the National Board of Fire 
Underwriters, and J. C. Nicholson, promi- 
nent local agent of Winston-Salem, N.C., 
have accepted invitations to address the 
fortieth annual convention of the Vir- 
ginia Association of Insurance Agents to 
be held at Hot Springs June 24 and 25. 
Subject of Mr. Fleming’s address has not 
been announced. Mr. Nicholson, who 
is chairman of the accident and preven- 
tion committee of the North Carolina 
Association of Insurance Agents, will 
have for his subject “Highway Safety.” 
Others who had previously accepted in- 
vitations to speak at the convention are 
Charles F. Liscomb, Duluth, Minn., na- 
tional president; Oscar Beling, superin- 
tendent of the agency system department 
of the Royal group, and George A. 
Bowles, Virginia commissioner. R. E. 
Hawks, chairman of the membership 
committee of the Virginia association, 
is expected to report an increase in mem- 
bership during the past year of approxi- 
mately 20%. The total enrollment now 
stands at 318. 





1937 OREGON EXPERIENCE 

Total net premiums written by stock 
fire companies on Oregon risks in 1937 
are reported at $7,363,757, with losses of 
$3,243,766, according to figures compiled 
by Commissioner Hugh H. Earle. This 
compares with the 1936 figure of $6,570,- 
969 in premiums and $2,843,526 in losses 
paid. Fire premiums for 1937 totaled 
$3,884,917 with losses of $1,509,854 as 
compared with the 1936 experience of 
$3,848,148 premiums and $1,524,757 losses. 
Ocean marine premiums in 1937 were 
$367,960, losses of $250,492, as compared 
to 1936 figure of $388,306 premiums and 
losses of $447,887. Auto premiums in 
1937 showed an increase to $2,660,504 
with losses of $1,304,243, as compared 
with the 1936 premium of $1,909,225 and 
losses of $736,917. 





743 IN NEW JERSEY ASS’N 
Membership in the New Jersey Asso- 
ciation of Underwriters is now 743 
Chairman Donald M. Pearsall of the 
membership committee hopes to hit the 
800 mark by the time of the association 
convention in September. 
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Wins Gallagher 
Memorial Trophy 





EDWARD M. SCHMULTS 


Fire-Marine Meet 
Page 34) 


out and attached for himself the Presi- 
dent’s Trophy, presented by Harry W. 


(Continued from 


3arley. J. H. Chalener, the winner, is a 
welcome addition to the association 
roster. This event was decided after a 


tie with R. J. Newhouse. 

It is a long honk since the name of 
W. T. “Bill” Glenney made the winners’ 
page in this association competition. This 
year, however, “Bill” was out in front 
in the Founders’ Trophy play and car- 
ried home the Joseph S. Frelinghuysen 
prize. Play for this prize is limited to 
those who were among the founders of 
the association. 

Since the organization of this associa- 
tion the name of “Bill” Glenney has 
adorned its championship cup four dif- 
ferent times. During that time he has 
been the association’s secretary. He and 
the late “Eddie” Gallagher for many 
years were the chief men of all work in 
connection with its annual days of play. 
In passing it is worthy of note that 
“Bill” was third runner up for the cham- 
pionship cup this year with a gross 80. 
Newhouse and Sayre Get Second Leg 

on Team Cup 

Among the chief centers of interest at 
this association’s annual get-together is 
the play for the “Bill” Hadley Team 
Championship Cup. The Baltusrol play 
brought in R. J. Newhouse and H. E. 
Sayre of Newhouse & Sayre, the win- 
ners. This is their second leg on the 
trophy. 

In the kickers’ handicap event the 
drawn number between 70 and 80 was 
75. Ten participants in the event re- 
turned a net 75. In the draw for a 
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honors. 

The draw for a set of matched Wilson 
irons added the name of Samuel A. 
Mehorter to the list of winners of the 
day. 

An invitation extended by W. L. Had- 
ley to hold the twenty-fifth anniversary 
tournament of the New York Fire & 
Marine Insurance Golf Association in 
1940 at Raritan Valley Country Club, 
Somerville, N. J., where the initial tour- 
nament of the association was played, 
was referred to the board of governors 
for their consideration. 


HANAWALT 35TH ANNIVERSARY 

L. Ross Hanawalt, assistant manager 
of the Western department of the Na- 
tional Fire Group, was given a surprise 
dinner May 31 at the Union League 
Club in Chicago by a group of his office 
associates on the occasion of his having 
completed thirty-five years of service, 
Manager George H. Bell acting as toast- 
master. He was given a bronze combi- 
nation Chelsea clock and barometer for 
his office. Comptroller W. H. Roadifer, 
under whose supervision Mr. Hanawalt 
started, made the presentation on behalf 
of those present. 





=—= 

N. B. & M. HONORS AGENT 

On June 15 Harry F. Klinefelter & ¢, 
prominent local agency of Baltimor 
rounded out twenty-five years of Con. 
tinuous agency representation of the 
North British & Mercantile. To ¢op, 
memorate the event Secretary Robert? 
Stewart, accompanied by Special Agent 
Leon B. Temple of the North British 
visited the agency and presented Harp 
F. Klinefelter with a beautiful Weg, 
minster chime clock. A testimonial dip. 
ner was also given by Mr. Stewart jy 
Mr. Klinefelter’s honor. 










































‘These men must 









































You have seen this caption and the pictures of these men recently in national weeklies. 
Accompanying them was text matter helpful to insurance selling everywhere even if, as you 
might expect, specifically pointed to making easier the selling efforts of Hartford Agents. 


This was the message: 


“Your doctor asks you many personal questions so that he may know all about the 
functioning of your body—to keep you healthy or make you well. 


know about you 















“Your attorney asks many pertinent questions so that he may understand the I Re 
intricacies of your business—to keep you out of trouble or get you out. 7 

0} 

“Your insurance agent, likewise, must have equally personal and pertinent informa- : 

tion about your business and your property to insure you at a reasonable cost against a 
financial loss—to give you peace of mind.” ‘ 

fi 

The text concluded with the suggestion that it is " 
easy to get in touch with a “Hartford”? agent almost : 
anywhere in the United States by calling Western Union, ; 
or in Canada by calling Canadian National Telegraphs d 
— a service beneficial at once to Hartford Agents and si 
their customers. 


Hartford Fire Insurance Company | 


—and Hartford Accident and Indemnity Company write practically every form of insurance except life insurance 


HARTFORD, CONNECTICUT 
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— Pointing out that for landed stocks of 


wheat in store it was impossible to ob- 
tain cover from underwriters against war 
risk, W. Charles Lamarque, president of 
the London Corn Trade Association, said 
at the recent annual meeting: 
“Unless the government is prepared to 
undertake such insurance, it may well be 
asked whether the existing position is 
likely to defeat, to an extent, the gov- 
ernment’s food storage policy, designed 
to increase the country’s normal holdings 
of essential commodities. Unless cover 
against war risk can be obtained, mer- 
chants throughout the country are likely 
to reduce to the minimum the stocks 
which normally they are accustomed to 
carry.” 
Mr. Lamarque referred to the world- 
wide adoption by underwriters of the 
waterborne agreement limiting marine 
war risk cover from the time the goods 
are placed on board until discharge over- 
side at the final port of destination, or 
after expiry of fifteen days from vessel’s 
arrival at destination, whichever occurs 
first. 
“An important effect of the restric- 
tion,” he pointed out, “is that the goods 
are not covered while in craft at port of 
destination or while in craft or store or 
on the dock awaiting transhipment. Ef- 
forts have been made to induce under- 
writers to modify the terms, particularly 
in regard to craft risk, but as yet have 
not been successful.” 
Shipowners Want War Risks 
Insurance Bill 






















British Merchants, Shipowners and 
Brokers Consider War Risk Cover 


that is essential to the maintenance of 
the nation’s overseas supplies.” 
British Insurance Brokers President 


on War Risks 


Delivering the presidential address to 
the British Corporation of Insurance 
Brokers at the annual meeting in Lon- 
don, R. C. Burton Rowe spoke of the 
feasibility of insurance against war risks 
on land. 

“The council has studied the question,” 
said President Rowe, “and is convinced 
that no scheme would be appropriate to 
the conditions of a future war as far as 
can now be seen. A delegation from 
the council, after an interview at the 
Board of Trade, came away convinced 
that the government was giving careful 
attention to this important subject—one 
which must be dealt with by the govern- 
ment of the day should the eventuality 
arise. 

“Last year the corporation made repre- 
sentations to the Board of Trade com- 
mittee inquiring into compulsory insur- 
ance, and the council in the main agreed 
with the recommendations contained in 
the report published last July—recom- 
mendations intended to secure that inno- 
cent sufferers in road accidents should 
not fail to secure the compensation which 
is their due. It cordially endorsed the 
recommendation that the doctrine Uber- 
rimae Fides must be retained in insur- 
ance. 

“At the International Conference of 
Insurance Brokers held in Paris last year 
there was gratifying evidence of the 
status attained by the insurance broker, 
a remarkable demonstration of a desire 
to cooperate between the representatives 
of the various countries and the unani- 
mous recognition of the duties and re- 
sponsibilities of the broker.” 

Mr. Rowe was re-elected president for 
the ensuing year. 





aklies The British shipowners’ parliamentary 
- ° committee has passed a resolution urging 
S you that “steps be taken by representation to 
y the government and in parliament to se- 
vents cure the prompt introduction and early 
’ passage of a bill adopting the war risks 
insurance scheme, covering United King- 
dom ships, their cargoes and their crews, 

the 


New Hampshire Asks Filing 
Of Auto Rates, Rules, Forms 


Insurance Commissioner Arthur J. 
Rouillard of New Hampshire is requir- 
ing that licensed companies writing au- 
tomobile fire, theft and collision file 
with the Department all rates, rules and 
forms used by them in that state. In 
a letter to the companies he says in 
part as follows: 

“It is noted by this Department that 
fire, theft and collision rates and rules 
have not been submitted to it for ap- 
Proval. This course of procedure is 
necessary to enable this Department to 
etermine whether rates and forms used 
are fair, equitable and reasonable and 


entitle the companies to public confi- 
dence. 

“You are hereby advised that you 
should submit to this Department within 
thirty days, rates and rules now being 
used by your company in this state and 
wherever there is any deviation from the 
so-called manual rates you should make 
some indication of it. 

In the future you are hereby advised 
to submit any proposed changes of forms, 
rules and rates together with experience 


ly data, to justify any change proposed.” 


ADMITTED TO MARYLAND 
The Service Fire of New York and 
the Hamilton Fire, both with their main 
offices in New York City, have been ad- 

mitted to do business in Maryland. 








LOYALTY GROUP OUTING 

Members of the Loyalty Group Em- 
ployes Association held their annual out- 
ing Wednesday at Bertrand Island Park, 
Lake Hopatcong, N. J. Nearly 2,000 
were present. Prizes for winners in ath- 
letic events were donated by President 
John R. Cooney. 


N. Y. Court Holds Theft Insurer 
Liable for Collision Damage 


An unusual action was recently brought 
on an automobile theft policy which spe- 
cifically provided that damage resulting 
from theft should not be deemed a loss 
caused by collision. The policy also gave 
the company the option, in the event of 
theft, to return the stolen automobile 
with he compensation for physical dam- 
age. The proceeding submitted to the 
New York Appellate Division, on an 
agreed statement of facts under sections 
546-548 of the Civil Practice Act, a con- 
troversy as to the coverage of the policy. 

The automobile was stolen on the night 
of August 20, 1936. Shortly before mid- 
night the insured notified the police. 
About three hours later a policeman 
found the car, abandoned on a highway. 
He recognized it as one for which an 
alarm was outstanding. While he was 
driving it to the police station, it was 
damaged as the result of a collision. The 
amount of the loss was agreed on as 
$1,288. 

The insurance company disclaimed lia- 
bility on the ground that, when the po- 
lice officer took possession of the car, the 
theft was at an end, and that, therefore, 
the damage sustained was not damage 
from theft, but due solely to collision. 

The Appellate Division held, Bolling v. 
Northern of New York, 3 N. Y. S. 2d, 
599, that, under the circumstances in- 
volved the plaintiff was entitled to re- 
cover. The company had not as yet 
learned of the theft, or exercised its 
option with respect to the return of or 
compensation for the property. The de- 
livery of the car to the police station 
was primarily for the benefit of the 
insurer, at least unti] such option was 
exercised. The fact that the injury oc- 
curred after the police had discovered 
the whereabouts of the car, but before 
it arrived at the station house, did not, 
it was held, justify a holding that the 
right to protection had ceased. The con- 
tract was one of complete indemnity 
against loss from theft, and would in- 
clude diminution in value ensuing during 
the continuance of the theft. Edwards 
v. Maryland Motor Car Ins. Co., 204 
App. Div. 174, 197 N. Y. S. 460; Calla- 
han v. London & Lancashire Fire Ins. 
Co., Ltd., 98 Misc. 589, 163 N. Y. S. 322, 
— 179 App. Div. 890, 165 N. Y. S. 
1079. 

The court held that the theft had not 
ended, within the meaning of the policy, 
at the time when the collision occurred. 
If the company intended to cover only 
physical damage while the car was being 
driven by the thief, it could have said so 
in plain language. 

“This type of insurance being indem- 
nity insurance, the company is required 





Marine War Risk Rates Revised 


The joint rating committee of company 
and Lloyd’s underwriters in the London 
market has issued another revised sched- 
ule of rates covering risks of war, strikes, 
riots and civil commotion on goods in- 
sured by open covers and open policies. 

The first revision simply emphasizes 
that the rates set out are agreed mini- 
mum terms. The intention is that no low- 
er rates should be quoted, but insurance 
companies and underwriting syndicates 
are at liberty to quote such higher rates 
as they deem justified. The next amend- 
ment is the inclusion of a list of the 
nationalities of the vessels to which the 
recommended minimum rates for Medi- 
terranean voyages apply. The nationali- 
ties are United States, British, Belgian, 
Dutch, Danish, French, German, Italian, 
Japanese, Norwegian, Polish, Portuguese 
and Swedish. 

The main grouping of voyages is for 
the Mediterranean “south or west of a 
line Cette, Malta and Tripoli (Libya), 


excluding coasting voyages.” The mini- 
mum rates for these main voyages re- 
main at two shillings and sixpence (60 
cents) for £100 for all vessels save oil 
tankers, for which 5 shillings per £100 
is quoted. These rates compare with 
5s. and 12s.6d.% respectively, quoted to- 
wards the end of 1937. 

In the scale of further additional pre- 
mium rates for vessels trading with the 
Orient—Chinese and Japanese vessels 
excluded—a discrimination against the 
port of Amoy has now been withdrawn. 
In May the rate for this port was raised 
from 10s. to 50s. per £100, but it is now 
included in “China coast ports south of 
Shanghai,” for which 10s. is quoted, with 
the exception of Hongkong, rated at only 
2s.6d.%. Canton also continues to be 
rated at 10s. to which the rate was 
lowered from £1% on May 12. The last 
amendment provides that where a vessel 
calls at more than one Chinese port, 
while bound to a lower-rated port out- 
side China, the highest rates for two call- 
ing ports are to be added to the voyage 
rate, subject to a minimum of 5s. per 
£100. 


to make the assured whole. It could not 
do this by restoration of the automobile 
in damaged condition, unless on payment 
of damages caused by the theft. Kansas 
City Regal Auto Co. v. Old Colony Ins. 
Co., 196 Mo. App. 255, 195 S. W. 579; 
Simpson on Automobile Insurance, 2d 
Ed., § 237. 

“In determining what meaning is to be 
given to the provisions of the policy 
insuring against loss due to theft, we 
must be guided by the reasonable ex- 
pectations and purposes of the ordinary 
business man when making such a con- 
tract. Bird v. St. Paul Fire & Marine 
Ins. Co., 224 N. Y. 47, at page 51, 120 
N. E. 8, 13 A. L. R. 875. We think 
that the intention of the parties, as ex- 
pressed by the present contract, was that 
a loss such as the one sustained herein 
should be deemed one ensuing from 
theft.” 

Judgment was rendered for plaintiff 
for $1,288 without interest or costs. 





Charles P. Butler Discusses 


Current Insurance Problems 

Fire insurance men found much food 
for thought in the address of Charles P. 
Butler, fire manager at the New York 
office of the Insurance Co. of North 
and former Deputy Superin- 
tendent of Insurance of New York. 
Speaking before the fire sales congress 
at the recent session of the Pennsyl- 
vania Insurance Days, Mr. Butler de- 
clared that business—also insurance — 
must take time out today to adjust itself 
to the new concepts the people feel to 
government. He questioned whether the 
public realized that insurance was af- 
fected by every business influence. 

The present period of adjustment, he 
said, was affecting adversely the invest- 
ment income and the investment port- 
folio of insurance companies. The in- 
suring public had benefited in the past 
from the wise investment program in 
the form of broader coverages and lower 
rates. However, he pointed out, if the 
gains resulting from this financial pol- 
icy are to be retained, “emphasis in the 
insurance business must be on a sound 
underwriting policy that will give the 
business a profit dollar out of the pre- 
mium.” 

Touching on inland marine insurance, 
Mr. Butler remarked that while it was 
a natural outgrowth of the marine busi- 
ness, that the inland marine underwriter 
had evidenced his greatest ability in the 
field of property insurance. “I hate to 
think of the criticism against the busi- 
ness for failure to provide necessary 
coverages,” he said, “if the inland ma- 
rine underwriter had not had the courage 
to pioneer.” 


America 





ALL-RISK FORM IN CANADA 


The Canadian. Underwriters Associa- 
tion has advised member companies of 
the introduction of comprehensive house- 
hold insurance on contents of private 
dwellings. The policy covers against 
fire, burglary and other specified perils, 
with extension to other locations; lia- 
bility to the public for injuries or dam- 
age; liability to servants for injuries 
(maximum limit: $5,000, one person; 
$10,000, one accident); personal holdup 
and fatal injury by fire or burglary. 


MRS. J. L. PARSONS ESTATE 


The late Mrs. Lucille F. Parsons of 
Llewellyn Park, N. J., left an estate of 
$1,420,506 which will be divided equally 
among her three children, according to 
an announcement of the New York State 
Transfer Tax Department, She was the 
wife of J. Lester Parsons, president of 
the Crum & Forster companies. Mrs. 
Parsons died last September at her Sum- 
mer home at Eastern Point, Groton, 
Conn., after an illness of eighteen months, 
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Evans and Bond Hosts 
At Maryland’s Party 


CELEBRATE 40TH ANNIVERSARY 
Over 250 Attend Three -Day Affair; 
Prizes Awarded by General Chair- 


man Harper; Banquet in Baltimore 





With Silliman Evans, chairman of the 
board, and Edward J. Bond, Jr., presi- 
dent, as the chief hosts the Maryland 
Casualty fittingly observed its fortieth 
anniversary this week with a three-day 
convention and celebration in Baltimore 
and Atlantic City, N. J. The party opened 
in Baltimore with over 250 general 
agents, branch managers and guests of 
the company from all points in the United 
States and visitors from Canada, Cuba, 
Puerto Rico and the Canal Zone on hand 
at the home office to enjoy an elaborate 
program of entertainment. The activities 
started off as soon as registration of 
out-of-town guests at the Belvedere Ho- 
tel was completed, with an official recep- 
tion by officers, directors and the staff 
of the celebration party. This was held 
in the auditorium of the company’s club- 
house. 

Chairman Evans and President Bond 
extended the glad hand of welcome to 
the visitors following which prizes were 
presented to the winners in the 1937 
production contests including the Presi- 
dent’s Club contest. William T. Harper, 
vice-president and agency director, gen- 
eral chairman of the celebration, pre- 
sented these prizes as follows: 

W. E. Smith & Co., Tampa, Grand 

Prize Winner 

W. Eldredge Smith & Co., Tampa, Fia., 
received the grand prize for the general 
agent or branch office securing the great- 
est number of points for percentage of 
increase in business and for loss ratio 
below the company’s loss ratio, combined. 

Gaedke - Miller Agency, Milwaukee, 
Wis., was awarded the casualty prize 
for the general agent securing the great- 
est number of points for percentage of 
increase in casualty premiums, exclud- 
ing compensation and employers’ liability, 
during 1937. 

To the Charlotte branch office, H. E. 
Mayhew, resident manager, went the 
casualty prize for the branch office se- 
curing the greatest number of points for 
percentage of increase in casualty pre- 
miums, excluding compensation and em- 
ployers’ liability, during 1937. 

Stuart Investment Co., Lincoln, Neb., 
received the bonding prize for the gen- 
eral agent securing the greatest num- 
ber of points for percentage of increase 
in bonding premiums during 1937. And 
to the Pittsburgh branch office, Ralph 
H. Furner, resident manager, went the 
bonding prize, for the branch office se- 
curing the greatest number of points for 
percentage of increase in bonding pre- 
miums during 1937. 

President’s Club Winners 


Winners in the various classes of the 
President’s Club contest were as follows: 


Boston office, Duke C. Dorney, Jr., resident 
vice-president; Detroit office, H. B. Quinn, resi- 
dent vice-president ; Cleveland office, K. O. Saun- 
ders, resident manager; Indianapolis office, J. 
Frank Miller, resident manager; Havana office, 
A. L. Kierstead, resident manager; Gaedke-Mil- 
ler Agency, Milwaukee; V. Wankowski & Co., 
Inc., San Diego, Cal.; Manuel San Juan Co., 
Inc., San Juan, Puerto Rico; Baldwin Insurance 
Agency, Miami, Fla.; W. Eldridge Smith & Co., 
Tampa; L. Calvin Jones, Inc., Youngstown, O.; 
Stuart Investment Co., Lincoln; Bert P. Gump 
Agency, Johnson City, Tenn., and Burke & 
Price, Harrisonburg, Va. 


Baltimore Mayor Banquet Speaker 

Following these ceremonies, the guests 
were entertained at a luncheon, a golf 
match, bridge, and a sightseeing tour of 
the city. In the evening the visitors, with 
many officials and employes of the home 





No Change in N. Y. Auto 
Rates Until Next Fall 


HALTED 


COMPROMISE PLAN 





Bureau Co. People to Submit New Safe 
Driver Reward Data to N. Y. 
Department by July 1 





No change will be made in the present 
rate set-up for automobile bodily injury 
and property damage in New York City 
until the Fall when the rates come before 
the New York Insurance Department for 
general review. This decision, it is 
learned, was agreeable to both National 
Bureau and non-Bureau companies, as it 
will give those who have been seeking 
a solution of the safe driver reward prob- 
lem an opportunity to do further re- 
search work. As a matter of fact, the 
compromise plan providing for a 5% 
credit and certain surcharges upon which 
a special committee had worked for 
weeks, is not liked by Bureau company 
people. From their viewpoint the es- 
sential fundamental is a plan which could 
be applied without abuse and without too 
great an expense to safeguard its suc- 
cessful operation. They feel that a plan 
can be devised which would retain the 
best features of the safe driver reward 
plan, and at the same time would satisfy 
those who advocate prospective rating. 

With this thought in mind it was pro- 
posed to the New York Department that 
the effective date of a new plan be de- 
ferred until the Fall and the Bureau 
people will endeavor to present to the 
Department before July 1 certain prin- 
ciples upon which they feel a plan can 
be developed and to which all carriers 
can subscribe. A point stressed through- 
out the conferences of the special com- 
mittee was that the stability of rating 
procedure which now exists in New York 
State should be preserved above all 
things. Thus, the Bureau people argue, 
one plan rather than a variety of plans 
should be adopted. This is because “a 
variety of plans might result in chaos 
and break down the rating standards 
which now exist as a result of the co- 
operation and wise supervision exercised 
by the New York Department.” 


H. L. BREDBERG PROMOTED 


Harold L. Bredberg, who has been 
with National Service & Appraisal Co., 
Chicago, for the past five years, has 
been elected a vice-president. He is also 
a director of the A. & H. Club of Chi- 
cago and treasurer of the Chicago Bur- 
glary & Plate Glass Underwriters As- 
sociation. Before entering the inspec- 
tion field Mr. Bredberg did special 
agency work with fire and casualty 
companies. . 








J. SCOFIELD ROWE MARRIES 


J. Scofield Rowe, vice-president, Metro- 
politan Casualty and Commercial Casu- 
alty companies in the Loyalty Group, 
was married June 9 to Mabel Edna 
Marsh, daughter of Mrs. Ida Marsh of 
Madison, N. J. 





office, were guests at a banquet at the 
Hotel Belvedere. Chairman Evans acted 
as toastmaster and the speakers included 
Mayor Howard W. Jackson of Baltimore, 
President Bond, John W. Donahue, resi- 
dent vice-president in Philadelphia, who 
has been with the company since 1900, 
and Clarence J. Rogers of Black, Rogers 
& Co., Ltd., New Orleans, appointed gen- 
eral agents of the Maryland in April, 
1898, and the oldest general agency rep- 
resentative of the company. The ban- 
quet was followed by a dance at the com- 
pany’s clubhouse. On June 15 and 16 the 
guests were entertained at Atlantic City. 
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Compensation Report 
Made by C. W. Hobbs 


TO COMMISSIONERS MEETING 


Contingency Loadings and Occupational 
Disease Statistics Receive 
Particular Attention 





A major recommendation made in the 
report of Clarence W. Hobbs, commis- 
sioners’ special representative on the 
staff of the National Council on Com- 
pensation Insurance, to the Quebec con- 
vention of the National Association of 
Insurance Commissioners this week, calls 
for consideration of the effect of the St. 
Petersburg resolution as to contingency 
loading. Mr. Hobbs also called the as- 
sociation’s attention to the statistics on 
occupational disease, and the indicated 
desirability of a modification of occupa- 
tional disease loadings. 

On the general situation Mr, Hobbs 
said that compensation experience in 
1937 was favorable on the whole; that 
the present business recession cannot 
fail to produce unfavorable results dur- 
ing this year, and that up to date there 
appears little reason for change in the 
substantial features of the rating plan 
approved at the St. Petersburg conven- 
tion. Except for the effect of law amend- 
ments the trend of rate changes has 
been generally downward. Government 
projects have been on a scale sufficient 
to cause a notable effect on rate levels. 
The period covered by the report has 
not been productive of striking develop- 
ments. If the business depression is pro- 
longed the present rating plans might be 
under severe strain. 


Rating Operations 


On rating operations the report notes 
that in some states the rate level is 
close to or even below that of 1929; in 
most it is still above and in some cases 
very much above. ' 

With respect to contingency loading 
Mr. Hobbs says: 

“In view of the fact that at present a large 
majority of states have substantial credits, it is 
well worth considering whether it might not be 
advisable to let the process continue, with ad- 
justments in case of any state that is now 
carrying or hereafter may be carrying an im- 
possibly large debit balance. 

“It is respectfully recommended that this 
matter be considered by the committee on 
workmen’s compensation. In view of the fact 
that the Council will need instruction as to the 
procedure to be followed, it is desirable, if pos- 
sible, that this matter be acted upon not later 
than the December session.” 


Loss Constants 


Discussing loss constants Mr. Hobbs 
observed that such constants extrava- 
gantly large, or extravagantly small or 
even negative, are to be avoided. If 
loss constants consistently negative are 
indicated, there should be no hesitation 
in discarding the loss constant plan un- 
til such time as a warrant for imposing 
it can be found, he said. 


Occupational Disease 
Matters relating to occupational dis- 
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ease are covered in much detail. The 
conclusions drawn being: 

“(1) The National Council ought to begin to 
carry accumulated experience into specific load. 
ings, especially in the pneumoconiosis classifica. 
tion, giving due consideration to the adequacy 
of the experience both in point of volume, and 
in point of the duration of time covered by the 
record. It is not suggested that the loadings 
be made on a pure experience basis. It is suff. 
ciently evident from the records that the com. 
bined experience of all states is no very ac. 
curate index of hazards. In classification after 
classification, the indications depend on the ex. 
perience of a single state or even of a single 
case. Where the incidence of a single im. 
portant case may have a considerable effect, 
no index is trustworthy. I think, however, that 
the loadings as a whole should avail to produce 
a premium bearing a logical relation to the ex. 
perience; and that the process of revision might 
well take the form of adjusting the loadings 
which seemed most seriously out of line. 

(2) Some study should be given to the ques- 
tion, whether, if a single state appears on broad 
general average figures to be seriously out of 
line with the rest, its experience should be 
considered in computing occupational disease 
loadings for all states. That would require, 
however, a longer study than two policy years. 

(3) In view of the fact that the general oc- 
cupational disease loading is apparently some 
what more than adequate, some consideration 
should be given to the question whether some 
of the smaller specific loadings might not with 
advantage be eliminated. 

“(4) If it is true that the incidence of occu- 
pational disease has a catastrophic element, 
namely that in normal times it is moderate, be- 
coming serious only in times of depression, con- 
sideration should be given to the setting aside 
of the sums derived from the specific loading in 
a catastrophe reserve.” 


Miscellaneous Subjects 
The report deals with a wide variety 
of miscellaneous material related to the 
compensation business. Concerning the 
“All States” compensation endorsement 
Mr. Hobbs says in part: 


“There may in time appear the desirability 
of the National Association appointing a spe 
cial committee to sit from time to time to 
consider the proceedings of this and other com- 
mittees engaged in standardization procedure. 
This would serve the purpose of keeping the 
committees in touch with the views of super 
visory officials and avoid misunderstandings. The 
standardization program, in case of workmen’s 
compensation insurance, is hardly sufficient in 
itself to warrant the appointment of such 4 
committee.” 

Membership in the National Council 


is now 107. 


J. EDGAR HOOVER’S ARTICLE 

Edgar Hoover, director, F. B. I, 
United States Department of Justice, 1s 
the author of an article in. the current 
Pioneer of the Employers’ Liability en- 
titled “Insurance Companies and the 
Federal Bureau of Investigation.” His 
views will be reviewed in The Eastern 
Underwriter next week. 


FAIRCHILD ON COAST TRIP 
Claude W. Fairchild, general manager, 
Association of C. & S. Executives, went 
on to the Pacific Coast following his at- 
tendance at the commissioners’ meet- 
ing this week in Quebec. He will be 

back in New York the end of June. 


WHITE SULPHUR MEETINGS SET 

The annual convention of the Interna- 
tional Association of Casualty & Surety 
Underwriters and that of the National 
Association of Casualty & Surety Agents 
will be held at White Sulphur Springs, 
W. Va., September 19-22. 
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On the Production “Firing Line” 








Three Day Celebration of U.S. F.&G. 
Agents in Honor of A. G. Oakley 


New York V.-P. Seriously Sick, Sends Appreciation; $233,555 
Produced in 90-Day Testimonial; White & Camby Leading 
Agency; President Davis Heads Home Office Party 


In appreciation of a splendid produc- 
tion record of $233,555 in new casualty 
and surety premiums produced during 
March, April and May by agents re- 
porting to its New York office, the 
United States F. & G. played host to a 
happy party of 248 producers last week- 
end at Westchester County Club, Rye, 
N. Y. The constant incentive in this 
production contest was to do honor to 
Alonzo Gore Oakley, vice-president of 
the company, who is celebrating his 
fortieth anniversary, and the fact that 
he was seriously sick in the hospital 
and could not attend the gathering was 
a source of deep regret. But Mr. Oak- 
ley had insisted that “the show go on” 
and from his sick-bed he sent a mes- 
sage to Pelham L. McClellan, general 
chairman of the testimonial, which was 
read at the Friday evening dinner. 

Oakley’s Message 


“Even though I may be unable to be 
with you physically,” said Mr. Oakley, 
“Tt do feel that I am present in spirit 
and my thoughts will be with you 
throughout the entire time. 

“Will you express to our agents my 
sincere appreciation of their splendid 
efforts and my keen interest in watch- 
ing the increase in the testimonial 
throughout the past three months, to- 
gether with my heartiest congratulations 
on the magnificent result achieved by 
them! 

“One of the material benefits of such 
a party is the ability of many of our 
agents to meet personally the splendid 
gentlemen directing the numerous activi- 
ties of the company from its home office 
and the corresponding benefit to the 
company in having our home office offi- 
cials become personally acquainted with 
the fine agency organization of the com- 
pany at its New York branch office.” 

In closing, Mr. Oaklev said that as 
soon as he was physically able he in- 
tended to visit each one of the U. S. F. 
& G. agents who contributed to the testi- 
monial and “personally thank them for 
their loyalty and fine spirit of coonera- 
tien to the company I represent.” 

Scroll Shows Fine Spirit of Loyalty 


Reflecting the spirit of Mr. Oakley’s 
message the keynote of this gathering 
of agents was loyalty and cooperation 
toward the United States F. & G. This 
was strikingly in evidence in the hand- 
some testimonial scroll to Mr. Oakley. 
presented by the agents “as a token of 
our appreciation of his uniform courtesy, 
sense of fair dealing and unfailing con- 
sideration to us during his forty vears 
with the New York office of the U. S. 
F.& G. .. ™” This testimonial was 
signed by every agent. 

A friendly good time was enjoyed Fri- 
day evening at the beefsteak party, the 
Start-off of the celebration, which was in 
charze of the agents with General 
Chairman McClellan as toastmaster. The 
following morning rain spoiled golfine 
foursomes, but when the sun came out 
in the early afternoon golf tournaments 
got into full swing. So did horseshoe 
Ditching, a soft ball game, and table 
tennis. 

“Country Fellers” Won Contest 


Sneaking about competition the pro- 
duction contest was given ereat im- 
retus by nairing the avents off into two 
teams—“UJs Country Fellers” and the 
City Slickers,” and it was a nip and 
tuck fight for the honors into the final 
week when the “Country Fellers” made 


a tremendous spurt and won by a mar- 
gin of $7,125. The “City Slickers,” how- 
ever, took a $20,000 handicap in the be- 
ginning of the contest. 

The office of White & Camby, Inc., 
New York City, headed by Edward I. 
White who was a New York county 
chairman, was the leading agency in 
production. His fellow chairmen were 
C, Vincent Taylor and John T. Harrison. 
County chairmen included Edwin Cahn, 
Bronx; W. Luckey and Richard 
Perkins, Dutchess; J. E. Fries, Kings; 
G. C. Rose and George Townsend, Nas- 
sau; W. O. Sayer, Orange; Addison Pal- 
mer, Putnam; J. F. Holecek and J. W. 
Geyer, Queens; C. S. Wagner, Rich- 
mond; Henry and J. V. Kilby, Rock- 
land; M. L. Burns and E. A. Sharp, 
Suffolk; M. H. Rhulen, Sullivan; Bruyn 
Hasbrouck, Ulster, and A. E. Cooke 
and Pelham L. McClellan, Westchester. 
Frank J. McCormack of the White & 
Camby Agency was secretary. The 
agents organized and ran the entire 
testimonial from start to finish. 


President Davis Impressed 


Heading the home office party Presi- 
dent E. Asbury Davis was greatly im- 
pressed by the production record made 
Auring this testimonial. He expressed 
the grateful appreciation of the home 
office in his address which featured 
Saturday evening’s banquet. In intro- 
ducing him, Toastmaster William H. 
Estwick, manager of the New York of- 
fice, said: “The staff of the New York 
office is sitting on the top of the world. 
We are very proud of our agents. We 
have been bragging about them to the 
home office and now our executives can 
see for themselves that our enthusiasm 
was well warranted.” 

President Davis expressed his per- 
sonal regret at Mr. Oakley’s absence, 
told how moved he was at his insistence 
that the celebration be staged as plan- 
ned, and said he had never seen a finer 
spirit of cooperation among the agents. 
The original goal, he noted, had been 
set at $150.000 and the final figure was 
$233,555 which he regarded as magnifi- 
cent in view of the business recession. 
“It takes leadership to bring about such 
an accomplishment,” he said in thank- 
ing the county chairmen. Mr. Davis 
also touched on U. S. F. & G. standing 
throughout the country, the efforts con- 
stantly being made to give prompt claim 
service, the company’s slogan “Consult 
Your Agent as You Would Your Doc- 
tor or Lawyer,” and the home office 
school and correspondence courses main- 
tained by the company so that agents 
may be properly equipped to sell insur- 
ance. In closing he emphasized the 


County Chairmen in Testimonial 





spirit of human relations which prevails 
throughout the company. 

President Frank E. Gantert of the 
Fidelity & Guaranty Fire, running mate, 
also spoke appropriately to the occasion 
as did Hugh D. Combs, vice-president, 
U. S. F. & G. in charge of claims. Other 
home office executives present were 
Vice-Presidents C. L. Phillips and M. 
Barratt Walker, and Alan P. Hoblitzell, 
comptroller. R. Howard Bland, chair- 
man of the board, scheduled to attend, 
could not make it because of a mid-west 
engagement. 


John T. Harrison Responds 


John T. Harrison of Flynn, Harrison 
& Conroy, New York, speaking on be- 
half of the agents, said their greatest 
desire was the speedy recovery of Vice- 
President Oakley. Mr. Harrison point- 
ed to Edward I. White as the leading 
agent in the drive. TJokingly he said 
that “if the ‘City Slickers’ had not 
loaned several city agents to the ‘Coun- 
try Fellers’ we would have won the 
contest.” His wish was that this cele- 
bration be the first of a number of such 
gatherings, and there was an enthusiastic 
response from the agents when he called 
for a vote of thanks to the officers for 
the good time had by all. The “City 
Slickers” incidentally will “blow” their 
country competitors to a dinner. 

Final results were announced officially 
by Kenneth H. Wood, assistant manager, 
New York office, who took general 
charge of arrangements for the affair 
and did a swell job. The city agents 
had the jump in the beginning, he said. 
but the country agents got organized 
and won by $7,125. “A magnificent job, 
magnificently done,” he said. 

Prize Winners 

To Edward I. White, president, White 

& Camby. Inc., New York County chair- 
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Photo by Arthur Cahn, Bronx Agent 
Seated, left to right: Edward I. White, New York; Pelham L. McClellan, 
Mt. Vernon; Edwin Cahn, Bronx. 
Standing, left to right: Jack E. Fries, Brooklyn; George Townsend, Nassau; 
Max H. Rhulen, Sullivan; F. J. McCormack, New York; Vincent Taylor, New York; 
George C. Rose, Nassau; Charles S. Wagner, Richmond. 


man, went a special prize of a decanter 
set in cut crystal and silver, in recogni- 
tion of putting his agency in first place 
for the largest percentage and volume 
of new business produced by any one 
agency in the testimonial. 

Prize winners at table tennis were 
Jack E. Fries of Brooklyn, who is vice- 
president of the Brooklyn Brokers As- 
sociation, and Max H. Rhulen, Sullivan 
County chairman, In golf the class A 
low gross honors were won by Charles 
Langdon of Hempstead, an agent for 
the F. & G. Fire. W. Ogden Sayer, 
Orange County chairman, got first prize 
in the low net, class A. In class B 
the low gross winner was George Goldo- 
witz of Westchester County, and low net 
prize went to W. E. Boyland, Bronx. 

The climax of the evening came when 
Mr. Wood presented prizes to the fol- 
lowing chairmen whose counties went 
over the top in the testimonial: Charles 
S. Wagner, Richmond; Max H. Rhulen, 
Sullivan: J. F. Holecek and Jules W. 
Geyer, Queens: Milton L. Burns and E. 
A. Sharp, Suffolk. 


70 Attend Outing of N. Y. 


A. & H. Club Despite Rain 


The Accident & Health Club of New 
York held its sixth annual outing at 
Schmidt’s Farm. Scarsdale, N. Y., on 
Saturday, June 11. E. H. O’Connor, club 
vice-president in charge of arrangements, 
was assisted by Julius L. Ullman and TJ. 
LeRoy Clark co-chairmen. Lawrence K. 
Farrell presided at the awarding of 
prizes at the evening banquet. 

The baseball game between the Never- 
sweats (downtown men) and the Ter- 
riers (uptown men) was won by the 
Neversweats, each member of which re- 
ceived a prize. Prize winners in other 
events follow: 


M. I. Gurian and T. H. Bagnall, first and 
second prizes respectively for handball. Scott 
and Rex Chaffee, first and second prizes for 
horseshoe pitching. Robert Dall, first prize 
for pinochle. Carl Mosher, first prize and 
Charles 7. Haight second prize for bridge. 

Several individual prizes in the golf tourna- 
ment were awarded to Hugo Henn, C. F. Don- 
nocker, Ira Hassell, Charles Fay, William 
Bischoff and Rex Chaffee. 


Seventy attended despite the bad 
weather the first part of the day. 


I. C. CLARK AGENCY SECRETARY 


Irving C. Clark has been promoted to 
be agency secretary of the American 
Surety and the New York Casualty, ef- 
fective June 7. Mr. Clark entered the 





American Surety in October, 1919, as 
clerk, and on June 7, 1926, he was trans- 
ferred to the agency department. 
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Fortieth Anniversary of Maryland Casualty 


Recalls Outstanding Achievements 


Present Prominence of Company Is Monument to John T. Stone, 
First President and Guiding Force for 22 Years; Pioneered in 


Safety Engineering 


The Maryland Casualty was founded 
in Baltimore March 1, 1898, with capital 
of $250,000 and surplus of $100,000. Be- 
hind the undertaking were many of the 
prominent financiers of the day, includ- 
ing Alexander Brown, of the banking 
house of Alexander Brown & Sons, old- 
est in the United States. Mr. Brown 
was one of the first directors. 

John T. Stone, then secretary-treas- 
urer of the American Bonding & Trust 
Co., the motivating spirit in establish- 
ment of the company, was chosen as 
the first president of the Maryland. It 
was an important choice. The story of 
the Maryland for its first twenty-two 
years, until Mr. Stone’s death in 1920, is 
mainly the story of Mr. Stone’s personal 
building of a great business institution. 
He was the guiding force of the com- 
pany, and it was his judgment and skill 
that brought the new company to the 
front rank of American casualty and 
surety companies. 

There were seven employes when the 
Maryland opened its first little office. 
One of the seven was F. Highlands 
Burns, who became president of the 
company in 1920 and who was chairman 
of the board at the time of his death, 
March 30, 1935. The only survivor of the 
group of seven is a Negro, George Carter, 
now a messenger in the executive offices. 


First Coverages Written 


The early casualty coverages of the 
Maryland filled the needs of American 
business and industry as they existed at 
the turn of the century. These cover- 
ages were: Employers’ liability, public 
liability, general liability, teams liability 
(forerunner of automobile insurance), 
elevator liability, accident, boiler, plate 
glass and sprinkler leakage. 

The various forms of liability insur- 
ance constituted the bulk of the business. 
Accident insurance was second in im- 
portance. Boiler insurance came natur- 
ally with the rise of the factory system. 
Plate glass coverage kept pace with the 
growth of cities and retail stores with 
show windows. 

The first policy written by the Mary- 
land covered public liability on the pass- 
enger elevators of the then new Balti- 
more & Ohio Railroad Building in Bal- 
timore, one of the skyscrapers of its day. 

The Maryland early instituted a prac- 
tice which has since been recognized as 
elemental in casualty insurance—that of 
regular periodical inspection of industrial 
liability risks to prevent mishaps and 
bring losses down to a minimum. 

“Other companies inspect only their 
boiler and elevator risks,” said Mr. 
Stone. “Very early in our career I be- 
came convinced that it was essential to 
the wise and prudent conduct of this 
business to inspect all our liability risks 


and 
Agency Force of 


in which there might be any feature sus- 
ceptible of inspection, This has added 
considerable to the expense of our in- 
spection division, but the cost has been 
amply justified and, in my opinion, many 
times the amount has been saved in the 
prevention of accidents and consequent 
losses.” 
Building Agency Force 

One of the first concerns of the Mary- 
land was the creation of an adequate 
agency force, a field personnel to pro- 
duce business and act as liaison units 
between the company and pol'cyholders. 

The first president promptly addressed 
himself to this task. He recognized at 
the outset the vital importance of a 
corps of well trained, intelligent and 
honorable field representatives. So es- 
sential did he regard this undertaking 
that he traveled throughout the United 
States, personally interviewing and se- 
lecting agents. Virtually every agent 
who represented the Maryland in the 
early years was chosen by Mr. Stone. 

The soundness of the original selec- 
tions is attested by the fact that after 
forty years many of them still represent 
the Maryland while in many more in- 
stances a son has succeeded the original 
appointee. 

Ten months after its organization the 
company had forty-two agents and 145 
sub-agents in thirty-four states. Stead- 
ily each year the force has grown until 
today there are more than 10,000 Mary- 
land agents. And so completely is the 
United States covered that today it is an 
axiom that “there is a Maryland repre- 
sentative within reach of the nearest tel- 
ephone.” 

Education in Safety 


The Maryland is in the forefront of 
casualty companies in dedicating to the 
work of accident prevention and safety 
education a distinct organization manned 
by specially trained personnel. This 
work is conspicuous among the social 
services of the company, and its devel- 
opment forms one of the most interest- 
ing chapters in the story of the Mary- 
land. 

Because of the pioneering work in 
safety engineering which has developed 
during the years the Maryland safety 
service has attained this remarkable 
record: 

In more than twenty years the Mary- 
land’s safety division has not once failed 
to lessen both the number and serious- 
ness of accidents in any industrial plant 
or automobile fleet where its recommen- 
dations have been put into effect. 

_The average manufacturer or automo- 
bile fleet operator can neither afford to 
employ a safety engineer nor provide 
the material and literature needed for 
proper safety supervision. These serv- 
ices are provided the assured without 
cost by the Maryland, 

Claim and Medical Service 

Working side by side with the Mary- 
land’s safety division and claim service 
is the company’s medical service. De- 
veloped through years of experience in 
the requirements of industrial health 


Industrial 


10,000 Wide-flung 


and therapy, this division stands unex- 
celled by any similar service in the 
United States. It has saved thousands 
of lives, reclaimed innumerable workers 
from disability and played a great part 
in creating the present high standards 
in its field. Every day, year after year, 
physicians and surgeons are on the job 
caring for Maryland assureds in indus- 
try, protecting health and aiding the 
injured. 

Thousands of factories and industrial 
plants in every section of the United 
States profit by this service. The 
health of countless workers is_ safe- 
guarded, just as the Maryland engineers 
provide safeguards against mechanical 
hazard. And when accidents do occur, 
the injured workman is assured of in- 
telligent medical and surgical treatment, 
provided as a regular part of Maryland 
service. 

The Maryland was one of the first 
casualty companies to recognize the vital 
need for both preventive and curative 
medical facilities in industry, and this 
company has kept pace with all modern 
developments in the field and worked for 
its advancement. Today, throughout the 
United States and in other areas where 
the Maryland writes insurance, the com- 
pany has a corps of more than 4,000 
physicians and surgeons, specially select- 
ed for competence. 

The prompt and fair settlement of 
claims has always been a keen source 
of pride to the Maryland. Today, in 
claim divisions covering the whole Mary- 
land territory in greater North America 
and elsewhere, the Maryland has more 
than 500 trained claim men. This corps 
did not grow overnight. It is the result 
of forty years of steady development. 


Direct Protection Provided 


The Maryland claims to be the first 
casualty. insurance company in_ the 
United States to provide direct liability 
protection for the automobile owner. 
Until this was provided, the prevailing 
insurance offered only indemnity to the 
motorist. In other words, the automo- 
bile owner was obliged to carry his own 
burden and pay his own claims, and 
then was reimbursed by the casualty in- 
surance company to the extent of what 
he had paid. The person who suffered 
injury or loss had no direct action 
against the insuring company. 

The Maryland adopted the practice 
of stepping in at the outset of the mo- 
torist’s difficulties after mishaps and 
carrying the entire burden through to 
the final payment of claims. So welcome 
was this service to motorists that other 
casualty companies soon adopted it. To- 
day the automobile owner insured in the 
Maryland is free of all expense resulting 
from accidents up to the limits of his 
insurance. 

Field Extended Rapidly 

As opportunities for insurance service 
arose from time to time in territories 
and protectorates of the United States 
and adjoining countries, the Maryland 
entered business there. Five years after 
it was founded the Maryland started op- 


Rehabilitation; 


erations in Canada. Panama was added 
to the field in 1910, followed by Cuba in 
1911, Alaska in 1914, Puerto Rico in 1918 
and Hawaii in 1925. 

Suretyship was undertaken in 1910, 
twelve years after the founding of the 
Maryland. A fidelity and surety bond 
department was established that year. 
Up to that time the company had been 
strictly a casualty insurance institution. 
During the last quarter century the writ- 
ing of fidelity and surety bonds has 
grown steadily until today it is firmly en- 
trenched as an essential factor in Ameri- 
can business. 

New forms of protection are constantly 
being demanded to fulfil newly created 
needs in the rapid expansion of Ameri- 
can business. In devising these forms 
of security the Maryland has been a 
leading factor for twenty-five years. 
Some idea of the complexity of the field 
may be gained from the fact that today 
this company is qualified to issue several 
hundred different classes of fidelity and 
surety bonds, covering practically every 
imaginable situation of trust or guar- 
antee of performance. 


Present Coverages Provided 


As expanding commercial operations in 
this country widened the scope and need 
for casualty insurance and surety bond- 
ing the Maryland played its part in pro- 
viding them. From the first original 
coverages provided by the company in 
1898 the list has grown until today the 
Maryland writes more than forty types 
of casualty insurance and more _ than 
twenty general bonding lines, including: 

Casualty insurance: Aircraft, automo- 
bile, accident and health, burglary, boil- 
er, elevator, engine, electrical machinery, 
fly-wheel, general liability, plate glass, 
sprinkler leakage, water damage, work- 
man’s compensation, 

Bonding lines: Fidelity, bankers’ 
blanket, check alteration and forgery, 
public official bonds, contract, deposi- 
tory, judicial, fraud. 

Expansion of Offices 


When the Maryland started business 
forty years ago it occupied one room 
in the Keyser Building in downtown 
Baltimore. So rapidly did the company 
grow that one year later the offices re- 
quired half a floor—4,200 square feet— 
in the larger Equitable Building. In 
February, 1904, the Maryland was left 
homeless when fire swept the city’s busi- 
ness district. While the company oc- 
cupied temporary quarters in a convert- 
ed dwelling, its first home office build- 
ing was built in downtown Baltimore. 
There the company remained from 1905 
unti! 1921. 

This building was enlarged twice to 
accommodate the growing business of 
the company. Nine years later the 
Maryland moved to its present home 
office. Situated four miles from the cen- 
ter of Baltimore, on a twenty-five acre 
tract, beautifully landscaped and amid 
suburban residential surroundings, the 
Maryland home office is one of the 
handsomest and best equipped office 
buildings in the United States. 
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Executive Leadership of Maryland Casualty 
Vested In Men of High Calibre 


A great insurance organization such as the Maryland Casualty is but the real- 
ization of the vision and ambition of its founders, the men who pioneered in new 


fields with the courage of their convictions. 


And so the late John T. Stone, who 


guided the Maryland’s destiny for twenty-two years, is a constant source of inspira- 
tion to the present executive leaders of this company, and the memory of his leader- 
ship and sagacity will never grow dim. Steeped in the Stone tradition and carrying 
on his ideals, Silliman Evans, as chairman of the Maryland’s board, is the chief exec- 
utive officer of the organization and Edward J. Bond, Jr., president, is chief admin- 


istrative officer under the direction of the chairman. 


Able and forward-looking as 


their careers which follow indicate, they make an excellent working team. 


The son of a Methodist minister, Silli- 
man Evans, chairman of the board, was 
born in a parsonage in Texas on April 
2, 1894. It was during his school vaca- 
tion that he first worked in a print shop, 
a job which influenced his entire subse- 
quent career. 

From 1911 until 1913, he studied at 
Polytechnic College, now Southern 
Methodist University, at Fort Worth. He 
left there to become a reporter with the 
Fort Worth Record, to which he later 
returned at the age of 21 to become 
managing editor, one of the youngest of 
his rank in the country. In the mean- 
time he had worked with the United 
Press in Chicago and later with the In- 
ternational News Service in that city. 

During the war, Mr. Evans served as 
special representative abroad in the 
Diplomatic Corps. When peace came, 
he returned to newspaper work, on the 
staff of the Fort Worth Star-Telegram. 
It was as a member of the staff of this 
paper that he gained his chief experience 
as a newspaperman. 


Air Lime Vice-President 


Mr. Evans’s first major venture out- 
side of the newspaper field was in 1926, 
when he became vice-president of the 
Texas Air Transport, and later of the 
Southern Air Transport. In 1929, he 
moved up as vice-president of the Amer- 
ican Airlines, where he remained, with 
headquarters in New York, until 1932. 

Mr. Evans then left the aviation field 
to accept appointment as fourth assistant 
postmaster general in the first Roosevelt 
administration. In his postal job, he 
was in direct control of the business 
end of the vast Post Office Department. 
His section employed 14,000 persons, 
bought and distributed all the supplies 
used in the postal service, operated the 
great fleet of 10,000 motor trucks, op- 
erated and maintained all the post office 
buildings throughout the country and 
rented and leased those not Federally 
owned, 

In one year of cperation, Mr. Evans 
turned back to the treasury $5,000,000 
of the $45,000,006 budget. His was the 
only large bureau in the governmert 
which operated under the budget in that 
fiscal year. He achieved this record 
without curtailing a single service and 
without dismissing a single employe in 
the interest of economy. 


Selected for Maryland Casualty Post 


it was partly his extraordinary record 
In the Post Office Department that 
brought him in to the fore in Washington, 

C., when an executive was sought in 
nearby Baltimore to shape the new busi- 
ness and financial policy of the Mary- 
land Casualty. 

Stepping into control of the Maryland 
as president and then chairman of the 
board, Mr. Evans strengthened the 
Maryland’s position among the country’s 
front-rank casualty and surety com- 
panies, During the four years under 


Mr. Evans’ direction, the annual gross 
premiums of the Maryland rose steadily 
each year, from $23,000,000 in 1934 to 
$30,000,000 in 1937. 

When Mr. Evans became president of 
the company he spent the first few 
months learning the ropes. He found 
that the Maryland was really in two 
lines of business. It wrote practically 
every kind of casualty insurance and 
surety bonds, through its 10,000 agents. 
The other side of the business involved 
investment of the money coming in from 
premiums. 

At the start Mr. Evans realized that 
if he were to make a go of the new job, 
he must enlist the whole-hearted loyalty 
and enthusiastic cooperation of the en- 
tire staff. He went at this in two ways. 
First, he made himself master of the 
complicated details of the business. Sec- 
ond, he set so fast a pace for himself 
that his associates had to hustle to 
keep up. 

A Hard Worker 


Mr. Evans is naturally a hard worker. 
In the beginning his office hours were 
as likely as not to run from 6 o’clock 
in the morning until midnight or later. 
He likes to tell of the astonishment of 
a night engineer in the power plant to 
whom he introduced himself at dawn 
one morning. Mr. Evans learned about 
power from him. That’s typical. 

For two years after he took the job 
he sat in at every meeting where big 
commitments were considered. At these 
meetings he was student as well as 
leader. Incidentally, his ability to grasp 
complicated details helped get him the 
respect and support of his staff. 

Previous to 1934 the Maryland had 
advertised only to agents. Mr. Evans 
started a campaign to reach consumers. 
This made the agent’s job easier, for it 
restored the prospect’s confidence in the 
company. In order to help boost sales 
Mr. Evans reorganized the company’s 
house organ, The Marylander. Too 
many house organs, he thinks, contain 
not what the readers want to know but 
what the editor wants to say; more can 
be accomplished by telling of specific, 
actual happenings than by preaching. 

The Marylander contains none of the 
usual “inspirational pep-talks,” for Mr. 
Evans believes that any salesman who 
needs to be pepped up with a pep-talk 
is not much of a salesman. Real sales- 
men want ideas that will help them 
sell—ideas on where to look for new 
business, new and effective sales argu- 
ments, ways to build up small customers 
into big buyers, and ways to keep old 
customers in the fold. Therefore, The 
Marylander is crammed full of brief 
anecdotes taken from the company’s ex- 
periences, some of which suggest sales 
possibilities which agents may have over- 
looked. Most of them can be effectively 
used in the agent’s selling talk. 

Some articles tell how Maryland pro- 
vided protection for specific companies. 
Some detail the methods successful 
agents have used. Every effort is made 
to get the agent’s attention by illustra- 
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tions and color and then to tell him 
something concrete that he can use in 
his business. 

Company Revitalized 


All of these activities of the home of- 
fice have helped revitalize the company. 
Mr. Evans’ associates insist that the re- 
sults are due to the man who three 
years ago knew almost nothing of casu- 
alty underwriting, but did know how to 
run a business. Yet Mr. Evans gives 
major credit to the ability and loyalty 
of the agents who sell the “goods.” 


E. J. Bond Has Spent His Entire Career 
With Maryland 


Edward J. Bond, Jr., became president 
of the Maryland in January, 1937, after 
having spent his entire business life up to 
that time with that company. His experi- 
ence in that one organization made him 
thoroughly conversant with innumerable 
details of the long list of coverages pro- 
vided by the Maryland in its many de- 
partments. When announcement was 
made of his elevation to the presidency 
a few years ago his extensive circle of 
friends and acquaintances in the business 
were well pleased with the selection. 
Many of them had intimate knowledge 
of his business policies and personal 
characteristics and they regarded him as 
a man whose position on any specific 
proposal could be gauged accurately and 
definitely. They had confidence in his 
judgment and were well acquainted with 
his thorough knowledge of the business. 
He was regarded not only as a company 
executive of marked ability but a 100% 
cooperator and a square shooter. 

His competitors had the satisfaction 
of knowing exactly where he stood; that 
he was in the habit of basing his con- 
clusions on fundamentals and that he was 
not afraid to state his position clearly and 
forcefully. Mingled with his positiveness 
of decision was a tolerance that was rec- 
ognized and appreciated even by those 
who might be most earnestly opposed to 
his views. 

Wanted to Be Engineer 

Mr. Bond’s boyhood ambition was to 
be an engineer. He attended Virginia 
Military Institute, where he was a popu- 
lar member of the student body, and 


Chairman of the Board 





EVANS 


SILLIMAN 


where he could obtain the engineering 
instruction he so much desired. He was 
graduated in 1908 but as the country had 
just then passed through one of its peri- 
odical panics, and employment was still 
at a low level, the possibility of his 
getting a position as an engineer was not 
bright. His father knew F. Highlands 
Burns, who was an influential member 
of the Maryland Casualty organization 
and who subsequently became its presi- 
dent. Through that acquaintance the 
elder Bond obtained a position for his 
son with the Maryland as bookkeeper. 
Incidentally, young Bond possessed no 
experience in bookkeeping. He worked 
in the auditing division under James H. 
Stone, brother of the then president of 
the company, the late John T. Stone. 
Work in the auditing department was 
heavy and hours were long. Besides, 
James H. Stone was an exacting super- 
visor of his staff as well as an able ex- 
ecutive and a man of particularly high 
character. 

After Mr. Bond had been in the audit- 
ing department for about a year he was 
transferred to the liability department 
where his principal duty was taking care 
of the hold-up file—looking up corre- 
spondence that should be answered. In 
this position he was brought into fre- 
quent association with F. Highlands 
Burns, then head of the liability depart- 
ment. Mr, Burns was one of the first 
among the company’s executives to real- 
ize and appreciate Mr. Bond’s ability. 
Their close relationship lasted for thirty 
years and Mr. Bond said once of Mr. 
Burns: “I never knew a more inherently 
honest man.” 

Learned Many Field Details 

While employed in the liability depart- 
ment Mr. Bond absorbed many details 
of the company’s field work in all its 
ramifications. His experience in the au- 
diting division also helped him to a 
considerable extent in getting an ade- 
quate picture of field problems. About 
that time he was taken off the hold-up 
file work and began checking rates. This 
was a highly important development in 
his career, for it gave him his first exper- 
ience in underwriting. In this work he 

(Continued on Page 44) 
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Some of the Oldest General Agencies 


Loyalty Outstanding Characteristic of Veterans Among 


Maryland’s Agency Forces; John T. Stone Per- 
sonally Appointed Many of Them 


Many of the general agencies of the Maryland Casualty have long time service 


records with the company, 


inception. Loyalty 


a number of them dating 
is their outstanding characteristic. 


back almost to the company’s 
The Eastern Underwriter 


wrote some of oldest general agencies about the history of their offices and length 
of representation with the Maryland, and from their replies the following story, 


teeming with human interest, 


Black, Rogers & Co., Ltd., of 
New Orleans 


One of the oldest general agencies of 
the Maryland Casualty is that of Black, 
Rogers & Co., Ltd., New Orleans, whose 


territory is Mississippi, Louisiana and 


agency was organized 
Warner and Charles 


East Texas. The 
in 1894 by James E, 
H. Black. 

Soon after the Maryland 
ized in March, 1898, President John T. 
Stone visited New Orleans and a general 
agency contract entered 
April 29 that year. That connection was 
for Louisiana, Southern Mississippi and 
a small portion of East Texas. The ter- 
ritory has since been expanded to take 
in practically the entire state of Mis- 
sissippi and additional counties in Texas. 
About twenty years ago the agency add- 
ed representation of several fire _com- 
panies for Louisiana, and later the Provi- 
dence Washington for automobile busi- 
ness in East Texas. 

C. J. Rogers, president, entered the 
agency in April, 1906, after earlier em- 
ployment with the Maryland Casualty, 
which dated from November, 1900. M. 
L. Warner, vice-president, is son of one 
of the founders of the agency, and Jules 
Durel Black, secretary, is a son of the 
other founder. 

“We have known and met all of the 
vicissitudes and changes which have 
taken place during the past four dec- 
ades,” said President Rogers. 

The agency is currently doing about 
$1,250,000 in annual net premium income 
and has about 300 agents throughout the 
territory, 


was organ- 


was into on 


Williams-Manny-Stevens & Eng- 
strom, Inc., of Rockford, IIl. 


Williams-Manny-Stevens & Engstrom, 
Inc., Rockford, Ill., or its predecessors, 
have represented the Maryland since 
1903. Dwight Manny of that agency said 
to The Eastern Underwriter: 

“One June day in that year V. J. North 
walked into the office of Henry W. Wil- 
liams looking for some business. Mr. 
North left town twenty-four hours later 
with his pockets full of burglary policies, 
all of which were placed on the books 
of the Maryland. Since that time Mr. 
Williams has continually represented the 
Maryland, the firm later being known as 
Williams & Wormwood; then Williams- 
Wormwood & Manny, and later Wil- 
liams-Manny Co. Later came the pres- 
ent title, Williams-Manny-Stevens & 
Engstrom, Inc.” 

Among the relics in the archives of 
the agency is an original letter over the 
signature of John T. Stone, then presi- 
dent of the Maryland, and written in 
January, 1912. Closing paragraph of this 
letter read as follows: 

“Let me say in general that as your 
letter conveys to my mind that your own 
mind is somewhat in a state of unrest 
as to your status with this company, I 
regard you as one of our best agents. 
Certainly, you are one of the most origi- 


has been built. 


nal characters in our whole business fam- 
ily, and I hope that as long as I am 
president of the company you will be 
our agent in Rockford.” President Stone 
was referring to H. W. Williams. 

“We are glad to say that through 
the years we have continued to rep- 
resent the Maryland,” said Mr. Man- 
ny, “and, while those of the home office 
may on occasion feel that Mr. Williams 
is still ‘one of the most original charac- 
ters’ it is our hope to continue the 
friendly relations of the past thirty-five 
years for many years to come.” 


McManus & Co. of Hartford, Conn. 


J. Henry McManus, head of McManus 
& Co. general agents at Hartford, 
Conn., signed his first contract with the 
Maryland on November 9, 1903, and he 
has loyally represented the company 
ever since then. “It is a peculiar coin- 
cidence,” Mr. McManus writes, “that my 
first insurance venture was with the 
Connecticut agency for the life and acci- 
dent department of the Travelers in 
December, 1900, at which time James G. 
Batterson was president and actively 
directing the policies of the company. 
When I signed my first contract with 
the Maryland in 1903 the late John T. 
Stone, its founder, was the leading force 
of the organization. These two men, 
in my opinion, stood out as pioneers in 
the casualty field.” 

Mr. McManus’s first application for a 


Maryland policy, written on November 
10, 1903, was a personal accident con- 
tract calling for a premium of $12.50. 
Since that time he has put on the Mary- 
land’s books in excess of $600,000. “We 
like others have had our reverses since 
1929,” he says, “but we are now run- 
ning | vat the rate of about $500,000 a 
year.’ 

McManus & Co. which recently 
moved into enlarged and modernized 
offices in the Essex Building, Hartford, 
is one of the oldest agencies in the city 
and few around the state have been in 
business longer. Mr. McManus, a na- 
tive of Hartford, spent six years in the 
banking field before embarking upon his 
insurance career. Making a life and 
accident agency connection with the 
Travelers he made good and was ap- 
pointed special agent for the company in 
Massachusetts. His success attracted at- 
tention of the Maryland, who signed him 
up as general agent for the state of 
Connecticut. The volume of business 
has developed to such an extent that 
the company maintains full facilities for 
handling claims, payroll audits, inspec- 
tions and engineering adjoining the Mc- 
Manus & Co. offices. 


Gaedke-Miller Agency, Milwaukee 


The Gaedke-Miller Agency, Milwau- 
kee, established in January, 1911, has 
represented the Maryland ever since that 
time. All of the agency’s present offi- 
cers and several other department man- 
agers have been with the agency since 
its inception. Its business is diversified 
in all casualty and surety lines, 

Gaedke-Miller’s standing is indicated 
by the fact that on 1937 business it won 
President Bond’s prize for increase of 
premium volume and its low loss ratio. 
Premium income was nearly $600,000. 





Maryland's Medical Division 
Big Factor in Industrial Health 


Headed by Dr. A. D. Lazenby This Unit of Company Main- 
tains Corps of 4,000 Physicians and Surgeons; 
Valuable Results Achieved 


The medical division of the Maryland 
Casualty is doing a constructive job in 
influencing competent medical care for 
the industrially injured and for the vic- 
tims of occupational diseases, not merely 
in the treatment of injuries or diseases 
but in their prevention as well. This 
division of the company works side by 
side and harmoniously with the safety 
and claim divisions. 

The medical division is under the di- 
rection of the chief surgeon of the com- 
pany, Doctor A. D. Lazenby, who is a 
graduate of the University of Maryland, 
a Fellow of the American Medical As- 
sociation, a Fellow of the American Col- 
lege of Surgeons, and a Fellow of the 
American Association of Industrial Phy- 
sicians and Surgeons. He is likewise a 
member of the board of traumatic sur- 
gery and industrial medicine of the 
American College of Surgeons and a 
member of the Council on Industrial 
Health of the American Medical Asso- 
ciation. 

Assisting Doctor Lazenby is Doctor 





Arthur Karfgin, also a graduate of the 
University, of Maryland, who has had 
wide training in the field of medicine. 


Health 


Thousands of factories and industrial 
plants in every section of the United 
States profit by the medical service of 
the Maryland Casualty. The health of 
countless workers is safeguarded, just as 
the Maryland engineers provide safe- 
guards against mechanical hazard. And 
when accidents do occur the injured 
workman is assured of the finest med- 
ical and surgical treatment obtainable, 
provided as a regular part of Maryland 
service. 

The Maryland was one of the first cas- 
ualty companies to recognize the vital 
need for both preventive and curative 
medical facilities in industry, and this 
company has kept pace with all modern 
developments in the field and worked 
for its advancement. 

The advent of casualty company med- 
ical service, of course, was brought about 
by the very real financial interest in the 
health of the industrially insured. But 


Safeguard Industrial Workers’ 


—_— 


The agency has fire and marine depart. 
ments representing many old line com. 


panies. O. H. Gaedke is president; A 4 
Miller, vice-president; A. L. Fischer, 
secretary; A. Genske, assistant secre. 


tary; and E.. F. Halkey, manage) 
department. 


C. D. Paige & Co., Providence 


C. D. Paige & Co., general agents, 
Providence, R. I., was established ; in 1908 
by Clifford D. Paige after sixteen 
years of employment in insurance agency 
offices. When 13 years old Mr. Paige 
began working for a newspaper in Proy- 
idence. Then he was an office boy in 
a general agency. He became an agent 
of the Maryland in 1919 and his first 
year wrote $24,000 in premiums. That 
premium volume was soon considerably 
increased. On January 1, 1926, his eld. 
est son, Donald S. Paige entered the 
business and the firm became C. D. Paige 
& Co. On January 1, 1928, his second 
son, Earl T. Paige, was admitted to the 
firm following a year’s study in com- 
pany offices. 

At a recent dinner celebrating the 
thirtieth anniversary of C. D. Paige & 
Co. four agents were in attendance who 
had been connected with the the office 
continuously since its establishment. The 
first clerk employed is now an agent 
for the companies in the office. Four 
of the first twelve customers who patron- 
ized the office thirty years ago are still 
active accounts. Ten of the next thirty 
customers are still active accounts. 

C. D. Paige writes: “The growth of 
this business has never been spectacular 
but steady progress finds us transacting 
the largest business this last January 
than in any month during our thirty 
years.” 


Surety 





at the same time it brought a much- 
needed relief to workers who, through 
ignorance or negligence of employers, 
had for years faced invalidism or mutila- 
tion through occupational diseases which 
were accepted as an inevitable accom- 
paniment of many trades. When the 
worker became injured, he usually was 
given treatment by physicians and sur- 
geons who competed in accepting the 
lowest fee. Needless to say, the suc- 
cessful low bidders were seldom the 
leaders of their profession. 


Has 4,000 Physicians and Surgeons 


Recognizing the injustice and _ineffi- 
ciency of this system, the Maryland was 
among the first casualty companies to 
build up its own organization for the 
treatment of industrially injured.  To- 
day, throughout the United States and 
in other areas where the Maryland writes 
insurance, the company has a corps of 
more than 4,000 physicians and surgeons 
specially selected for competence. Sta- 
tistics are kept covering medical cost 
and end results by individual doctors and 
individual claim divisions. So the com- 
pany is in a position constantly to be 
familiar not merely with the trend of 
expenses, but with the efficiency of the 
treatment being rendered its patients. 

In the home office building there is 
also a well equipped dispensary, where 
two nurses are on duty daily. First aid 
care is given for minor ailments and 
active cooperation is conducted with the 
family physicians, seeing that employes 
are properly cared for and their health 
maintained, A dental clinic is also main- 
tained where general dentistry is done 
for the employes. 


Achievements 


_ In brief, the Maryland’s medical serv- 
ice has achieved two valuable results of 
incalculable industrial and social value: 


1. The highest possible standards of 
healthful working conditions obtain- 
able by research in industry, and 

2. The best medical and surgical treat- 
ment and hospitalization for indus- 
trially injured. 


As a testimonial to the Maryland’s 
standards the company holds the certifi- 
cate of excellence awarded by the Amer- 
ican College of Surgeons only to those 
organizations that can meet its strict 
requirements. 
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olger Jensen, Practical Idealist, 


Directs Maryland's Safety and 


It would be impossible to present a 
picture of the Maryland Casualty’s en- 
gineering division activities both in the 
home office and the field without placing 
squarely in the center of the scene Hol- 
ger Jensen, head of this division and 
one of the best known insurance engi- 
neering executives in the country. For 
Holger Jensen, who comes of a sturdy 
family of sea-going Danes, created and 
gave nation-wide prominence to the 
Maryland’s engineering service, and he 
is entitled to major credit for the di- 
vision’s successful operation. 

Holger Jensen is a practical idealist, 
who has devoted his entire career to 
the Herculean task of making industrial 
plants safer, healthier and happier places 
in which to work. When he picked en- 
gineering it was in the face of a 1,000- 
year tradition of his family that all Jen- 
sens should go to sea. This throws 
an interesting sidelight on the intensity 
of his safety activity. As he tells the 
story, when he left home at the age of 
15 his Mother exacted a promise from 
him that he would not succumb to the 
lure of money but would “do something 
constructive and for the sake of human- 
ity.” Willingly he gave his promise, and 
the effect his Mother’s advice had in 
moulding his career is seen in the an- 
nual custom which he initiated in 1929 
“for the sake of humanity” of awarding 
an Accident Prevention Cup to the resi- 
dent engineer of the Maryland whose of- 
fice established the best competitive non- 
accident record. 

The “Danish Influence” 


There’s an interesting story about this 
cup which Mr. Jensen loves to tell and 
it concerns the care with which he se- 
lected it. 

The salesman who waited on him 
found that he was up against a man of 
positive tastes who would not be satis- 
fied with the ordinary silver cup. Mr. 
Jensen insisted upon something distinc- 
tive and finally the salesman put before 
him an odd-shaped cup which Jensen 
took an instantaneous fancy to. Curious 
at this enthusiasm the salesman inquired 
as. to his nationality. “Danish” was the 
Prompt response. Mr. Jensen was then 
told, “That explains everything. This 
cup was designed by a Dane, and the 
only cup of its kind in the store.” From 
that day on the cup was nicknamed the 
“Danish Influence.” 

Interestingly, the first engineering di- 
vision to win the Jensen Cup in 1929 was 
at Charlotte, N. C., a matter of great 
significance to Holger Jensen as “Caro- 
lina” was his Mother’s first name. In 
the succeeding years the cup was held 
by Montreal for two years; Baltimore 
in 1932 and 1934; Waco, Texas, Phila- 
delphia, New York City, Hartford, and 
this year by Chicago which division has 
made the highest average of any terri- 
tory during the past five years. Said 
Mr, Jensen in awarding it a few weeks 
ago to Resident Vice-President J. P. 
Keevers of that office: 

The cup reflects the fine accident 
Prevention work you and your associates 
have accomplished. For the engineering 
orce in any one of our headquarters 
to win the cup, it must, like in all human 


Accident Prevention Activities 


endeavors, depend to a great extent upon 
cooperation from all concerned. ... In 
your efforts in winning the cup you have 
prevented much human suffering and 
misery.” 
Alleviating Human Suffering His 
Ambition 


Alleviating human suffering and misery 
by accident prevention has been a life- 
time ambition with Mr. Jensen. It was 
h's good fortune to connect with the 
Maryland Casualty in the early days of 
the safety movement, for this company 
during its entire forty years has been 
in the front rank of accident prevention 
enthusiasts. Mr. Jensen started in 1906 
in Pittsburgh after about nine years’ 
connection with Cleveland Electric Rail- 
way Co. power plants. Organized safety 
was unheard of in those days and his 
was a thankless job. Pittsburgh, in the 
heart of industrial Pennsylvania and ad- 
jacent to the coal mines, gave him plenty 
of problems. Men were being killed and 
maimed daily in the large industrial 
plants, and on practically every train 
trip he took up the Monongahela di- 
vision he found the baggage car loaded 
with accident victims taken from the 
mills and mines and being rushed to 
Pittsburgh. Mr, Jensen claims that the 
unloading of these victims at the Fourth 
Avenue Station in Pittsburgh was one 
reason for the fact that the morgue was 
established at that point. 


A Cruel Drama 


He will never forget one Sunday be- 
fore Christmas the cruel drama enacted 
outside one of the coal mines along the 
Ohio River after an explosion had killed 
more than 300 miners. Standing in their 
bare feet in the snow were hundreds 
of women, faced with the stark reality 
that their husbands were gone forever, 
that decayed bodies piled high in rough 
board coffins were all that remained. 

This was the picture that etched itself 
indelibly in Mr. Jensen’s mind, that 
made all the more resolute his determi- 
nation that understanding should take 
the place of ignorance in the minds of 
the industrialists of that day. It was 
an uphill fight, made difficult because 
there was no safety consciousness. Mass 
production was the prime interest and 
industrial accidents were looked upon as 
a necessity—a by-product of industry. 
Thus, it took all of his tact and diplo- 
macy to convince plant managers that 
accidents could be cut down by installa- 
tion of machinery guards and goggles. 
They laughed at him at first, told him 
that goggles were sissified, that ma- 
chinery could not be fenced in. 

Safety—By Reciprocation 


The manager of one plant was insist- 
ent on the latter point but on the par- 
ticular day Mr. Jensen called upon him 
he was worried because an electric gen- 
erator was only producing 30% of its 
load. All kinds of remedies had been 
tried to no avail. Finally Jensen gave 
him an idea he had not tried and the 
manager ordered one of his workmen to 


try it. Mr. Jensen’s diagnosis proved 
correct and the generator was shut 
down for the necessary repairs. In ap- 


preciation of his advice the manager 
agreed to install the protective guards 
which Mr. Jensen recommended. But 
it was done by way of reciprocation not 


because he was sold on the need for 
plant safety. 

In another plant Mr. Jensen spent an 
entire day checking up on dangerous 
conditions and after some difficulty in 
reaching the general manager, was re- 
warded with five minutes of his time. 
Chief among his observations was the 
fact that three men had been killed and 
more than 100 seriously injured in a 
ninety-day period because of poor house- 
keeping in the plant. Mincing no words 
he shot this information squarely in the 
general manager’s face, blamed him per- 
sonally for the human wreckage, told 
him that each of the fatal accidents 
could have been prevented if only $20 
per man had been invested in safety 
care and attention. 

The manager’s face changed color. He 
turned to his master mechanic, who had 
accompanied Mr. Jensen on his tour of 
inspection, and asked: “Can we take care 
of the conditions Mr. Jensen points to.” 
The stubborn response was: “We can- 
not fence in machinery and have pro- 
duction.” But to Jensen’s delight the 
manager sided with him and agreed to 
follow his suggestion in the case of the 
fatal accidents, and said further that if 
the recommendations were put in letter 
form he would no doubt take care of 
them all. 

The Turning Point 


Mr. Jensen hailed this experience as 
the turning point in managerial attitude 
toward safety. It was the first appre- 
ciable dent he had been able to make. 
Within a year that plant was properly 
safeguarded and its management learned 
by bitter experience that “a safe plant 
is an efficient plant” and that “safety pays 
big dividends.” 

The educational work that has been 
accomplished by safety engineers from 
that time up to the present, greatly stim- 
ulated, of course, by the advent of 
workmen’s compensation laws in 1913, 
has resulted in the almost complete elimi- 
nation of the leading causes of indus- 
trial accidents. 

Mr. Jensen’s sphere of activity was 
greatly broadened when, in the Fall of 
1913, he was called to the home office 
of the Maryland Casualty to organize 
industrial accident prevention on a 
systematic basis. It marked the begin- 
ning of the wide-flung Maryland Casu- 
alty engineering division which maintains 
a corps of 160 engineers throughout the 
United States and foreign lands where 
the company is licensed. To carry on 
this work the Maryland annually in- 
vests more than $500,000. A home of- 
fice staff of fifteen are constantly in 
touch with the field staff. In addition 
a research division is maintained which 
has up-to-the-minute information on the 
latest safety developments and _ trends. 
Industrial risks get the benefit of a 
regular bulletin service and all kinds of 
helpful literature which is produced in 
such quantity that one artist in the home 
office devotes her entire time to the en- 
gineering division. Schools, civic organi- 
zations, police departments, all profit 
by the close attention which the Mary- 
land pays to the safety problem “for the 
sake of humanity.” 

Traffic Fatalities a Grave Problem 


One of the biggest problems, Mr. Jen- 
sen says, are the mounting street and 


highway traffic fatalities. It has in fact 
overshadowed in severity industrial ac- 


cidents. To cope with it the Maryland 
set up an auto fleet safety division 
which has produced some satisfactory 


results in improving the experience 
among commercial fleets. A typical case 
is that of a risk with 3,200 trucks which, 
a year before it was insured in the Mary- 
land, had a record of one accident for 
every 9,000 miles traveled. In its first 
year with the Maryland the accident 
frequency was cut in half and by the 
end of the second year the record showed 
one accident for every 23,000 miles, 

So thoroughly has the safety gospel 
been preached that the drivers in a 
Southern fleet insured in the Maryland 
gave a beating to one of their number 
who had spoiled their no-accident 
record, 


A Broadminded Attitude 


Broadminded, Mr. Jensen took the op- 
portunity when addressing the Chicago 
winners of his Accident Reduction Cup 
to point out that successful achievement 
in safety work came as a result of a 
cooperative spirit. During his more than 
thirty years in this field he has main- 
tained close contacts with the heads of 
the engineering departments of the 
Travelers, Aetna Casualty & Surety and 
the Hartford Accident & Indemnity, and 
he pays his respects to these companies 
“for their sincerity in the efforts put 
forth to bring about a reduction in acci- 
dents in the industries, as well as on the 
Streets and highways of our nation.” 
And such a tribute is indicative of the 
stature of the man and his company. 
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More Than 250 Including Baltimore 
Mayor and Governor Nice Among 
Invited Guests; 20 New Yorkers 
The Maryland Casualty was host to 
more than 250 at its fortieth anniversary 
celebration June 14 to 16 in Baltimore 
and Atlantic City, N. J., the invited guests 
including Harry W. Nice, Governor of 
Maryland; Howard W. Jackson, Mayor 
of Baltimore; Wesley S. Hanna, State 
Insurance Commissioner, and Col. Ralph 
F. Proctor, Association of Casualty & 
Surety Executives. Qualifying 
came from all points in the United States, 
Canada and U. S. 
with home office officials in the observ- 

ance. 

General chairmanship was vested in W. 
T. Harper, vice-president of the com- 
pany in charge of agencies, and he was 
ably assisted by Peter H. May, company 
comptroller, as vice-chairman, and David 
C. Gibson, vice-president in charge of 
advertising. Dr. A. D. Lazenby, Mary- 
land’s chief surgeon, was chairman of the 
celebration committee, flanked by E. E. 
Kolb and H. B. Quinn as vice-chairmen. 
The following home office executives 
were chairmen of the committees named: 
T. N. Bartlett, transportation; E. K. 
Cathcart, entertainment; Carroll Tubman, 
reception, registration and badges; John 
A. Hartman, banquet, and G. Murray 
Seal, hotel. 
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Maryland Casualty Prominent 
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in 


New York City Since 1899 


For nearly four decades—in other 
words, almost from the time the Mary- 
land Casualty came into being—it has 
figured importantly in the casualty life 
of New York City, some of its resident 
vice-presidents, managers and depart- 
ment heads having been unusually active 
and progressive figures in the local fra- 
ternity. The present resident vice-pres- 
ident, Charles S. Ashley, Jr., came here 
in 1934 and has considerably increased 
the premium volume and with a very 
favorable loss ratio. Territory under 
his supervision, in addition to the me- 
tropolis, includes two counties on Long 
Island and several counties north of the 
city line. 

The initial office of the Marlyand Cas- 
ualty here was opened in 1899. The first 
resident vice-president was Andrew 
Freedman, who was one of New York 
City’s notables. For some years he 
owned the New York Giants, National 
League baseball team, and in public life 
he was close to the powers that be. 
Resident manager under Mr. Freedman 
was E. W. De Leon, who later became 
president of another insurance company. 
At the time the Maryland had $750,000 
capital and $600,000 surplus. 


Meiklejohn and Hord 


In 1904 David Meiklejohn, now with 
the Aetna Casualty & Surety, became 
resident manager. He was followed by 
William C. Mulvey. Then in 1915 Eugene 
F. Hord began his 12-year reign as resi- 
dent vice-president in charge of the 
office along with his two lieutenants, 
Richard C. Goodwin and Rexford Crewe, 
who are today well known figures with 
other companies along William Street. 

Mr, Hord was succeeded in 1927 by 
John A. Hartman, now secretary at the 
home office and who is one of the old- 
est if not the oldest officer of the com- 
pany in point of service. Following Mr. 
Hartman came J. Ives Barton and dur- 
ing this period resident vice-presidents 
of the bonding department were R. B. 
McConnell and Rupert Kavanaugh. Mr. 
3arton was succeeded by Mr. Ashley, 
who had been resident vice-president of 
the company in St. Louis. 

Ashley’s Prominence 

Charles S. Ashley, Jr., was for years 
an important figure in the National As- 
sociation of Casualty & Surety Agents. 
This was when he was stationed in New 
Bedford, Mass., in the Ashley Insurance 
Agency founded by his father. For three 
years he was president of the Insurance 
Federation of Massachusetts and also 
served as vice-president of the Massa- 
chusetts State Agents Association. The 
Ashleys are an important insurance fam- 
ily in that part of the country, and in 
public affairs, too, for Charles S. Ashley, 
Sr., served the city of New Bedford as 
Mayor for more than three decades, re- 
tiring only a few years ago from this 
office. He had been a city official in 
New Bedford for more than fifty years. 
The Ashley Insurance Agency, to which 
he now devotes his time, is one of the 
best known local agencies in the country. 

After attending Peekskill Military 
Academy, Colorado School of Mines and 
M.I.T., Charles S. Ashley, Jr, got a 
taste of mining experience in Arizona 
until 1907. Upon returning to New Eng- 
land he went to work for the J. W. 
3ishop Co., building contractors, who 
built a great many cotton mills in New 
England. This experience proved of con- 
siderable value to Mr. Ashley when he 
decided to go into the insurance busi- 


ness in New Bedford. At the time the 
cotton mills were not insured in stock 
companies. He went after this business 
and was successful in his efforts. 

In 1928 Mr. Ashley left New Bedford 
to go with the Maryland Casualty in St. 
Louis as resident manager, where he did 
a splendid job. 

R. J. Hill, Jr.. Bond Manager 


Richard J. Hill, Jr., manager of the 
bond department at the New York of- 
fice, has done a good job in attracting 
business to the Maryland Casualty since 
he joined the company April 1, 1935. 
Well known on the Street, he is an 
able underwriter of fidelity and surety 
lines. Mr. Hill is a graduate of the 
University of Illinois and studied law 
at Detroit College of Law. After some 
selling experience he joined the Standard 
Accident’s home office staff in 1923. He 
became bonding manager in Indianapolis, 
then went to Detroit, his former home, 
as assistant superintendent of the home 
office bonding department in charge of 
contract underwriting. He came to New 
York City with the Standard in March, 
1928, as contract bond manager. He re- 
signed the following year to take a simi- 
lar post with the Fidelity & Deposit 
here. Four years later he was made 
assistant manager in the Fidelity & De- 
posit’s New York City office, from which 
post he resigned to join the Maryland. 


J. P. Coffay, Jr., Casualty Manager 


J. P. Coffay, Jr., manager of the casu- 
alty department, attended Johns Hop- 
kins in Baltimore, worked for a while 
with a lumber company in that city on 
the sales end and then went with the 
Maryland. He attended the company’s 
school as a special agent, specializing in 
compensation and liability. He had ex- 
perience traveling in the Middle West 
and in September, 1936, came to the New 
York office to be head of its compensa- 
tion and liability department. In Janu- 


ary, 1938, he became head of the casu-* 


alty department. He has made many 
friends and demonstrated a_ thorough 
knowledge of the business. 


George R. Hays, Jr., Production 
Manager 


George R. Hays, Jr., in charge of pro- 
duction in New York, came to the Mary- 
land Casualty in 1935 as manager of its 
steam boiler and machinery department 
and in December, 1937, was promoted 
to his present post. He attended Van- 
derbilt University and then the United 
States Military Academy from which he 
was graduated in June, 1929. He was 
second lieutenant in the cavalry ser- 
vice for a year and a half. Then Mr. 
Hays joined the Home of New York 
as special agent in the metropolitan New 
York area and after three years with 
that company went to the Royal In- 
demnity where he had charge of boiler 
and machinery production nation-wide. 
From there he joined the Maryland and 
his record of achievement has been out- 
standing. 


Otto Kaufmann Claim Manager 


Otto Kaufmann, manager of the claim 
division, was an office boy of the com- 
pany in Baltimore. After experience as 
a file clerk and in correspondence he 
came to New York in 1906 as an inves- 
tigator and adjuster. In 1907 he went 
to Atlanta as claim manager. Next he 
was claim manager at Joplin, Mo. He 
came East again in 1911 when he opened 
the company’s Philadelphia claim de- 


partment and in 1913 was transferred to 
New York as claim manager. 

Aaron T. Black, assistant claim mana- 
ger, began with the Aetna and after 
World War service went with the Mary- 
land Casualty as assistant claim mana- 
ger in Philadelphia which post he held 
until 1922 when he was transferred to 
the New York office for a similar post. 

James J. Mahoney, head of the New 
York legal department, has been with 
the Maryland thirty-two years. A grad- 
uate of Cornell University and Cornell 
Law School, he practiced law in Albany 
and then joined the legal division of the 
Maryland here, 

Department Heads 


Virtually a miniature home office, the 
New York branch of the company has 
its own departmental units whose key 
men are seasoned by long experience in 
their respective fields. Howard Curran, 
assistant secretary and managing ac- 
countant, for example, has been with 
the Maryland since 1919, and in his 
present capacity in New York since 1928. 

Highspotting the careers of some oth- 
ers, Stephen Bedell, manager, compensa- 
tion and liability department, and Miles 
Sullivan, assistant manager, same de- 
partment, both joined the Maryland in 
1926. A. Reid Johnson, manager, auto- 
mobile department, came to the company 
in 1924, worked for a time in the home 
office, and was transferred to New York 
in 1935. Philip Keeby, assistant mana- 
ger, same department, is twenty years 
with the company. 

Burglary and plate glass departments 
are in charge of W. Stanton Peet, who 
was with Marsh & McLennan before 
joining the Maryland in 1929. 

Fred G. Burgoyne, accident and health 
manager, spent close to fifteen years 
with the Union Indemnity and Bankers 
Indemnity before entering the Maryland 
in 1935. He started off with the Globe 
Indemnity after attending Columbia Uni- 
versity. 

N. K. Howard Engineering Supervisor 


Nicholas K. Howard, supervisor engi- 
neering division, has been in this capacity 


since 1933 when he was transferred from 
the home office. His background includes 
four years in the construction division 
of Otis Elevator Co.; with the Balti. 
more & Ohio R. R. as stationary engi. 
neer; inspector with the Fidelity & 
Deposit. 

George Kipp, assistant manager, me. 
chanical lines, has been with the com. 
pany since 1930. 

The payroll audit division is supervised 
by E. H. Warner, who has been with 
the Maryland since 1915 and since 1919 
in charge of that department. 

Fidelity and blanket bond activity jg 
handled by Archie W. Lyons, who pre- 
viously was with the Fidelity & Casualty, 
Metropolitan Casualty, Southern Surety, 
Home Indemnity, and liquidation bureay 
of the State Insurance Department. He 
joined the Maryland from the latter post, 
His assistant manager is Mrs. Irene 
Brown, fifteen years with the company, 
Manager of the bonding claim depart- 
ment is Wade Bounds, thirteen years in 
the company, twelve of which he spent 
in the home office. He has been in 
New York for the past year. 

Herbert M. Knight is the engineering 
expert in the New York bond depart- 
ment, fifteen years with the Maryland, 
whose broad previous experience included 
sanitation work, development and opera- 
tion of power plants, and as contracting 
engineer. 


Surgical Experts 


Surgical experts attached to the New 
York office are Dr. J. W. Harris and 
Dr. A. V. Graham, both of whom have 
been with the company for some years, 
Dr. Harris served interneships or resi- 
dencies in Salt Lake City, Colorado 
Springs and in Oklahoma; was then em- 
ployed as assistant surgeon with Libby, 
McNeil & Libby in their Chicago stock- 
yards before coming to the Maryland. 
Dr. Graham served his interneship at 
Flower-Fifth Avenue Hospital. 

This bird’s-eye picture of the New 
York personnel conveys the impression 
of a well balanced, smooth running or- 
ganization and that is exactly what it is 





Executive Leadership 


(Continued from Page 41) 


developed a fund of knowledge that re- 
sulted in his being regarded as one of 
the best underwriters in the business. 
The fact that the change in his work 
resulted in a salary increase of only $2 
a week was of little moment to Mr. 
Bond, for he had the vision to realize 
that he was getting a valuable educa- 
tion. The advent of workmen’s compen- 
sation demonstrated that he was correct 
in his attitude. 

To handle compensation successfully 
required some of the best minds the 
casualty companies possessed. By that 
time Mr. Bond’s more than average abil- 
ity was fully recognized and his duties 
were so increased and diversified that he 
was brought into contact with many kinds 
of work at the home office. 

Workmen’s compensation problems 
centered largely in New York during 
the hectic days when that new class of 
insurance was getting established. Rat- 
ing was obviously one of the chief prob- 
lems. There were innumerable meetings, 
conferences and committees. John T. 
Stone and F. Highlands Burns were 
handling these details for the Maryland 


and they began taking Mr. Bond with 
them to the New York conferences which 
were almost continous. It was then 
that he began to meet the leaders in 
casualty insurance. Later Mr. Bond went 
alone to represent his company at these 
meetings, and it is interesting to recall 
that when he rose to state his opinions 
on some subject he received a decidedly 
cold reception from some of the veterans. 
In spite of this Mr. Bond has left his 
mark on the compensation business, for 
he did prove a real help in establishing 
order and putting that class on its feet. 
This work in New York did not re 
lieve Mr. Bond of his home office routine. 
He used to dictate almost continuously 
into a dictaphone while traveling between 
Baltimore and New York and his letters 
were transcribed and mailed from the 
New York office. He enjoyed the rept- 
tation of being an exceptionally good 
correspondent and possessed a_ notable 
ability to attain clarity with brevity. 
When Automobiles Arrived 
Beginnings of the automobile liability 
business brought another round of con- 
ferences. Mr. Bond’s activities in_ this 
branch of the business lay principally 
discussions at the home office. One such 
conference lasted two days and a group 
(Continued on Page 46) 


June 


—_— 








<= 


ferred from 
ind includes 
on division 
the Balti. 
onary engi- 


Fidelity 


nager, me- 
1 the com. 


; Supervised 
been with 
since 19]9 

nt. 
activity js 

» Who pre- 

& Casualty, 

ern Surety, 

‘ion bureay 

tment. He 
latter post, 

Mrs. Irene 

> company. 

im depart- 

n years in 

a he spent 
s been in 


ngineering 
nd depart- 
Maryland, 
ce included 
and opera- 
-ontracting 


» the New 
larris and 
thom have 
yme years, 
S Or resi- 

Colorado 
; then em- 
ith Libby, 
ago stock- 
Maryland. 
‘om at 


the New 
mpression 
inning or- 
what it is. 


Sond with 
ices which 
was then 
eaders in 
3ond went 
r at these 
to recall 
; Opinions 
decidedly 
veterans. 
s left his 
iness, for 
tablishing 
1 its feet. 
1 not re- 
e routine 
tinuously 
r between 
lis letters 
from the 
the repu- 
Ily good 
. notable 
revity. 
ed 

- liability 
| of con- 
; in this 
sipally in 
Ine such 
a group 





le 17, 1939 







June 17, 1938 


















ia 
ees THE EASTERN 
AS Ste yypenwerner | 

















— 


Public Education and Confidence 
Building Aim of Maryland's Ads 


National Advertisers Since 1934 Company Has Been Frequent 
Prize Winner for Excellence of Copy; “Unforeseen 


Maryland Casualty has gained wide- 
spread public recognition through the 
sustained educational and_ institutional 
advertising campaign it has carried on 
since 1934 when Silliman Evans, now 
chairman of the board, took over as 
president direction of the company. For 
the past two years the Maryland has 
featured in all of its advertising the 
fact that “Unforeseen events need not 
change and shape the course of man’s 
affairs,” an insurance principle which 
this company has emphasized since it 
was established March 1, 1898. 

Advertisements in the company’s for- 
tieth anniversary year center attention 
on its stability and experience. They 
appear in Time, Fortune, Business Week, 
Nation’s Business and Forbes, in addi- 
tion to a group of banking and insur- 
ance publications in the United States 
and Canada. It is estimated that the 
messages reach more than 5,000,000 read- 
ers each month. All the Maryland’s 
agency force is furnished with large re- 
productions of advertisements as they 
appear, for use in local agency adver- 
tising. 

Awarded Honorable Mention 

The company’s series of magazine ad- 
vertisements featuring “Unforeseen 
Events” was awarded honorable mention 
“for a series of advertisements most dis- 
tinguished for excellence of copy” in 
the Annual Advertising Awards for 1937. 
It was the only insurance entry to 
achieve this distinction. 

The Maryland’s campaign has for its 
objectives: education of the public in 
the service of casualty-surety companies 
and building of confidence in the Mary- 
land among the buyers of insurance, in 
addition to agents, insurance brokers 


f and stockholders. 


Some Noteworthy Copy 


Two advertisements of the Maryland’s 
1937 series were singled out for par- 
ticular attention. One was based on an 
appeal for safe driving. It quoted these 
two verses of “Little Boy Blue”: 

iy little toy-dog is covered with 

ust, 

But sturdy and staunch he stands; 

And the little toy-soldier is red with 

rust, 

And his musket moulds in his hands. 


“Time was when the little toy-dog was 
new 

And the soldier was passing fair. 

And that was the time when our Little 
Boy Blue 
issed them and put them there.” 


Part of the copy read as follows: 

“This year over 4,000 children will die 
beneath the wheels of traffic. One of 
them might be your child, or your 
tiend’s, or that youngster down the 
block. True, the number of such tragic, 
such unnecessary accidents, is diminish- 
ing. But not fast enough. 

Four thousand ‘Little Boy Blues’ this 
year again? Four thousand little toy- 
dogs waiting? Upsets you doesn’t it 
+. but does it upset you enough? Will 
it be on your mind when you're driving 
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Typical Ads in the Popular “Unforeseen Events” Series Show Novel Copy Treatment of Insurance 


a bit too fast down a city street? Will 
you slow down when you see a child 
playing near the curb For the respon- 
sibility is primarily yours. There are 
no brakes on the mental operations of 
an impetuous youngster.” 


The Balloon Advertisement 


Another advertisement which gained 
widespread attention took the story of 
insurance against boiler explosion and 
reduced it to the simple physics of the 
toy balloon. It was headed “A Lesson 
in Dynamics,” and was illustrated by a 
tousled hair youngster blowing up a bal- 
loon until the internal pressure was so 
great that the weakest spot in the bal- 
loon texture gave way and sent its frag- 
ments flying in every direction. : 

Other advertisements in the series 
dealt in a similar fashion with indus- 
trial safety, fidelity bonds, personal 
surety, accident insurance, burglary pro- 
tection, bankers blanket bonds and plate 
glass insurance, plus two advertisements 
during the year designed to build good 
will for stock company agents and 
brokers. 

The Maryland scored another “beat” 
when two of the illustrations from its 
national advertising were selected by 
Life magazine for inclusion in the eleven 
prize winning advertising photographs 
published in one issue. The Maryland 
was the only company having more than 
one representation in the series. 


Falling Dominoes 


The two illustrations selected were 
from advertisements of the bonding lines 
of the Maryland. One, showing a whole 





row of dominoes being upset by the fall 
of the first in the row was featured in 
a fidelity bond advertisement illustrat- 
ing the saying, “little things set off far- 
reaching trains of circumstance.” The 


other illustration showed two clasped 
hands held together by locked handcuffs. 
It was used to illustrate the danger of 
personal suretyship, the signing of the 
bond for a friend. 





Maryland's Prominence Outside U. S. 


For many years the Maryland Casu- 
alty has done business in lands outside 
the United States, striving to maintain 
the same quality service and facilities 
as are rendered in the States. This has 
a two-fold effect: (1) gives a wider 
spread to the good name of Maryland 
Casualty Co., and (2) enables assureds 
of the company traveling in such places 
as Alaska, Canada, Cuba, Canal Zone, 
Puerto Rico, Hawaii, Virgin Islands or 
Panama, to have at all times the protect- 
ing arm of the Maryland. 

Take Cuba and Puerto Rico for ex- 
ample. Since 1911 the company has 
written business in Cuba, operating for 
the past ten years through its own 
branch office in Havana under the man- 
agement of A. L. Kierstead, who has 
been in Cuba for the company since 1917 
and resident manager of the branch 
since it started. 

All Maryland business in Cuba is con- 
ducted in Spanish. Most of the em- 
ployes are Cubans who speak both Eng- 
lish and Spanish. All the policies, with 
their intricate and precise phraseology, 
are written in Spanish. The Havana 
office covers the entire island with the 


aid of the local agents at strategic points 
over the area. Business passing through 
the office is generally similar to that of 
the average branch office in the United 
States. 


In Puerto Rico Since 1918 


The Maryland Casualty entered Puerto 
Rico for casualty lines in 1918, and its 
business is handled there by the general 
insurance firm of Manuel San Juan Co., 
Inc., of San Juan. 

Pointing to the record of the company 
in Puerto Rico the assistant secretary 
of that agency claims that the Maryland 
is the only casualty company that has 
exceeded $250,000 in premium writings on 
the island in one single year. He also 
refers to its initiative in conducting an 
accident prevention campaign throughout 
the entire island, and the well deserved 
reputation the Maryland has earned for 
maintaining a regular free inspection se! 
vice for policyholders particularly in con 
nection with elevator and boiler insur 
ance. 

The company has also done business 
in Alaska since 1914 and it is handled 
through the general agency of John A. 
Whalley & Co., Seattle. 
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Health Problem For 
Engineer and Doctor 


CONSERVATION BUREAU WORK 





Conference in New York Deals With 
Occupational Disease, Safety Edu- 
cation and Publicity 
join hands with 


The engineer must 


the doctor to move on toward the solu- 
tion of the health problem in industry, 
Henry D 


Association of Casualty 


said Sayer, manager casualty 


department, and 


-s of mem- 


Surety Executives, to engineet 
ber companies of the National Conser- 
vation Bureau, June 9. Mr. Sayer spoke 


on occupational disease developments at 
the second quarterly conference in New 
York of chief engineers of member com- 
He described the 
have 


panies and the bureau. 


complex problems which arisen in 


providing insurance for occupational dis- 
eases and the problems which have be- 


come the duty of the industrial engineer. 


His is a great responsibility in safe- 
euardine the health of the worker, Mr. 
Sayer said. 

Referring to the difficulty of defining 


an occupational disease, he said, the 
problem is simplified somewhat if the 
phrase “disease of the occupation” is 
employed, to differentiate it from any 
disease acquired in the course of any 
occupation. 

Discussing 


the “all inclusive” occupa- 
tional disease laws as compared with 
the schedule method of legislation, he 
pointed out that the latter made it easier 
for the engineer to sell the need of elimi- 
nating health hazards to industrial man- 
agement. If the engineer is able to show 
that certain conditions in a plant are 
likely to lead to specific occupational dis- 
eases which have been named specifically 
in the state law, he will have a more con- 
vincing than if he must try to de- 
fine all the health hazards which might 
exist in the plant under an all-inclusive 
law, Mr. Sayer said. 

Albert W. Whitney, consulting direc- 
tor of the bureau, spoke on the Na- 
tional Center for Safety Education which 
is to be established at New York Uni- 
versity in cooperation with the bureau, 
July 1. The greatest need now is for 
teachers adequately trained to conduct 
safety education courses and for instruc- 
tors equipped to train teachers for this 
work, he said. 

Harold F. Hammond, director of the 
bureau’s traffic division, reported on the 
handbook “Traffic Engineering and the 
Police.” This handbook, a guide for po- 
lice departments having traffic engineer- 
ing responsibilities, was published joint- 
ly by the bureau and the International 
Association of Chiefs of Police and 2,500 
have been distributed. 


Work on Publicity 


obert Monaghan, director of publicity 
for the Association of Casualty and 
Surety Executives spoke on the “Pub- 
licity Department and the National Con- 
servation Bureau.” The primary func- 
tion of the department in its relation to 
the bureau, he said, is to help develop 
and maintain the bureau’s reputation as 
an authority on accident control to the 
end that the public will understand and 
pcos ar the stock casualty companies’ 
public services 


Frank M. 


case 


copie Ss 


Parrish, general solicitor, 
Claims Bureau, described the work of 
his department. He believes evidence 
could be developed that would show that 
claim conditions are bad in a 
community, accident control conditions 
ire also likely to be bad. 

Cyril] Ainsworth, assistant secretary, 
\merican Standards Association, speak- 
ing on making use of that organization, 
told how the bureau and its predecessor 
organizations have been affiliated with 
the progress of his association since its 
nception. He urged the company engi- 
neers to initiate, when they think wise, 
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KASCH IN CONSERVATION WORK 





Becomes Director Industrial Engineering 
Division, Casualty and Surety 
Executives 

Kasch has joined the staff of 

Conservation Bureau, As- 

Casualty & Surety Execu- 


R. M. 
the National 
sociation of 


tives, as director of the industrial engi- 
neering division. Mr. Kasch is a native 
of Akron, Ohio, and a graduate of Uni- 


versity of Akron and Massachusetts In- 
stitute of Technology. For a number 
of years he was in the safety engineer- 
ing division of the Liberty Mutual, in 
charge of various territories in the 
South. In addition he was connected for 
a time with the sales division of that 
company. 





“Conservation Record” 


Makes First Appearance 


The first issue of the Conservation 
Record has been published by the Na- 
tional Conservation Bureau of the As- 
sociation of Casualty & Surety Execu- 
tives. The purpose of this monthly pub- 
lication is to acquaint member com- 
panies of the association with the vari- 
ous accident control activities of the 
bureau. In addition, the Record will 
print material to assist member com- 
panies in their accident prevention pro- 
eramis, 


COMPENSATION RATE CHANGES 





Revisions Affecting Longshoremen And 
Stevedoring Classes Announced By 
New York Rating Board 

Member companies have _ received 
from the Compensation Insurance Rat- 
ing Board, New York, copy of an agree- 
ment signed by representatives of the 
New York Shipping Association and the 
International Longshoremen’s Associa- 
tion and approved by the Industrial Com- 
missioner, providing for an increase in 
the compensation benefit rate for long- 
shoremen injured in the Port of New 
York to $20 a week, such rate to apply 
to accidents happening on and after 
April 22, 1938. In order to give cogniz- 
ance to this change in the benefit rate 
the classification and rating committee 
of the board has adopted, and the Su- 
perintendent of Insurance has approved, 
revised rates and rating values for the 
stevedoring classifications, to become ef- 
fective as of July 1, 1938, on new and 
renewal business only. 

Payroll modification factors have also 
been approved by the Insurance Depart- 
ment for the rating of risks assigned to 
classifications subject to the United 
States Longshoremen’s and Harbor 
Workers’ Act in connection with poli- 
ym effective July 1, 1938, and there- 
after. 





KENNETH W. FLOWER DEAD 


Was in Charge of Workmen’s Compen- 
sation Department of Indemnity 
of North America 

Kenneth W. Flower, assistant super- 
intendent compensation and liability de- 
partment, Indemnity Co. of North 
\merica, died June 9, after a long ill- 
age 44. Born in Ashtabula. Ohio, 
m4 was a graduate of Wharton School, 

. of P. His first insurance connection 
was as inspector for the Pennsylvania 
Compensation Rating Inspection Bureau. 

In 1921 he joined the Indemnity Co. of 
North America, developed compensation 
underwriting skill, and at the time of his 
death was in charge of that department. 
For several years he represented his 
company on the governing and classifi- 
cation committees of the Pennsylvania 
Compensation Rating & Inspection Bu- 
reat. 


ness, 


movements for standardization in fields 
where they find serious discrepancies in 
practice to exist. 

Walter S. Paine, manager, engineer- 
ing and inspection department, the Aetna 
Casualty & Surety, and engineering com- 
mittee chairman of the bureau, ‘reported 
on the activities of that committee. 


Claim Bureau Men 
In Active Session 


MANY INVESTIGATIONS MADE 





Weech Sees Public Duty in Detecting 
Fraud; Babcock For Study of Com- 


munity Conditions 





Casualty companies have a public duty 
in safeguarding the nearly $1,000,000 they 
disburse daily in some 10,000 claim pay- 
ments, C. Sewell Weech, vice-president 
New Amsterdam Casualty, told the sec- 
ond quarterly conference of the Claims 
Bureau of the Association of Casualty 
& Surety Executives June 1 in New 
York, Mr. Weech presided at the morn- 
ing session of the conference, which was 
attended by about seventy-five claims 
managers and counsel of member com- 
panies of the association. “We must 
see that the money we pay out does not 
go to thieves and robbers,” Mr. Weech 
said. “This is a duty to the public 
which we must accomplish through in- 
ter-company cooperation.” 

In opening the conference Claude W. 
Fairchild, general manager of the asso- 
ciation, stressed the value of the pro- 
gram of quarterly meetings which af- 
ford, he said, an opportunity for the 
claims bureau and the member com- 
panies to become better acquainted with 
the problems confronting each. 

Frank M. Parrish, general solicitor of 
the claims bureau, addressed the morn- 
ing session on the activities of the bu- 
reau during the past quarter. It has now 
eleven special agents, most of whom 
were formerly Federal government in- 
vestigators; field offices in Buffalo and 
Chicago have been reorganized and a 
new field office established in Los An- 
geles. Mr. Parrish said that the bureau 
has worked on 196 cases involving fraud- 
ulent claim practices since the first of 
March. Prosecutions have thus far been 
conducted in thirty-one of these cases 
and convictions or pleas of guilty were 
obtained in twenty-eight. Ten attorneys 
have been disbarred for ambulance chas- 
ing activities during the same period. 
“An important and effective aspect of 
the claims bureau’s work,” he said, “has 
been the publicizing of fake claim rack- 
ets and fraudulent claim practices.” 

Ralph G. McCallum, supervisor of in- 
dex bureaus, spoke on that phase of the 
work and proposed several changes de- 
signed to improve the methods of re- 
porting claims and identifying persons 
engaged in the fake claim racket. 


Conservation Bureau 


Luman K. Babcock, secretary Aetna 
Casualty & Surety, was chairman of the 
afternoon session. Julien H, Harvey, 
managing director National Conservation 
Bureau, spoke on “Cooperation With 
the Claims Bureau by the National Con- 
servation Bureau.” Outlining the activ- 
ities of the Conservation Bureau, he said 
the two bureaus were members of the 
same family working toward related 
ends, and that it was mutually impor- 
tant that each should be familiar with 
the activities and progress of the other. 
He suggested that study of the relation- 
ships between claim conditions and ac- 
cident conditions in communities might 
point the way to an effective cooperative 
program between the two bureaus. 

Mr. Parrish spoke again on methods 
of making surveys of claim conditions 
in communities. He described the diffi- 
culties encountered in determining the 
precise nature of the claim conditions in 
a given community. He told how these 
difficulties can be overcome through 
proper investigation and with the co- 
operation of claim offices, adjusters, po- 
lice and lawyers. 





J. R. QUACKENBUSH DEAD 


John R. Quackenbush, claim manager, 
American Automobile in New York, since 
inception of the branch office there in 
1928, passed away Thursday, June 9, at 
the age of 43, following an operation for 
appendicitis. 






































































































































































































BERNARD BOTEIN 


Bernard Botein, who made a name for 
himself when Assistant District Attorney, 
New York County, in conducting an Ac. 
cident Fraud investigation, is being ap- 
pointed by Governor Lehman as general 
attorney of the State Insurance Fund, 
In his letter of notification to Mr. Botein 
the Governor says: “I am sure that your 
broad experience and training will be of 
great service to the Fund.” He also calls 
Mr. Botein’s attention to rumors of 
“possible fraud or corruption in the con- 
duct of the administration of the payroll 
audit of the State Insurance Fund” and 
urges that he investigate such rumors at 
once. 





Executive Leadership 


(Continued from Page 44) 


of casualty company men reached the 
conclusion that the automobile was 
“against public policy” and that there 
never would be enough of them in use 
for a casualty company to get the nec- 
essary spread of experience. As recently 
as 1937 Mr. Bond expressed the opinion 
that automobile liability insurance will 
eventually be made profitable and that 
the public will ultimately acquire a sense 
of responsibility in automobile operation. 
Is of Virginia Family 

Both sides of Mr. Bond’s family came 
from Petersburg, Va., a town that has 
contributed several other outstanding 
men in the insurance business. There 
the principal insurance agency was the 
Petersburg Savings & Insurance Co. 
which was operated for years by 
Butcher. Mr. Bond’s father was in the 
banking end of the business and A, G. 
Mclllwaine in the insurance end. About 
forty years ago Mr. Bond, Sr., removed 
to Baltimore where this sketch of the 
younger Bond begins. 

No career story is complete nowadays 
without some reference to those pastimes 
to which a busy man inclines when op- 
portunity offers. Mr. Bond enjoys fish- 
ing and swimming and has spent con- 
s‘derable time at Greenport, Long Is- 
land, where he meets a number of other 
casualty company executives similarly in- 
clined. Golf does not attract the Mary- 
land executive but a lively poker game 
has no terrors for him. 


WILL CELEBRATE HIGH MASS 

The Rev. Joseph R. Lacy, who was 
ordained to the Catholic priesthood in 
Rome, will celebrate his first high mass 
in St. Joseph’s Cathedral, Hartford, July 
31. He is the son of Joseph R. Lacy, 
assistant secretary accident department, 
Travelers Insurance Co. 


ENTERS OHIO 
The Fidelity Health & Accident of 
Benton Harbor, Mich., has my en- 
tered Ohio. 
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